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North Holds Drastic 
Reforms Are Needed 
To Meet Competition 


Phoenix President Asks Changes in 
Reaching Price of Product and 
in State Regulation 


COMMISSION REDUCTIONS 


Would Have to be Based on Sound 
Prospect of Greater Premium 
Production and Net Profit 











Rather drastic reforms are required 
to put old-line stock companies in a 
position to compete successfully with 
cut-rate independefit insurers today, 


john A. North, president of the Phoenix 
of Hartford and also of the South-East- 
ern Underwriters Association, stated 
when addressing the annual meeting of 
the SEUA June 13 at The Homestead, 
Hot Springs, Va. He said the companies 


need more analytical research to ap- 
praise existing facts and help to reduce 
controllable expenses. Also such re- 


search would aid in ascertaining what 
the buyer desires as well as to anticipate 
his insurance needs. 


Changes in Price of Product 


In a frank presentation of his views 
Mr. North sketched the anticipated 
growth of this country in the next decade 
with the population, homes, automobiles 
and demand for insurance expanding 
extensively. He then stated that “with 


the facts of the competitive situation 
well marshalled before us and with a 
united effort directed toward our real 


competitors, we should be able to bring 
about substantial changes in our method 
ot arriving at the final price of our 
product and also in establishing the 
necessary revisions in the state regula- 
tions which have so impeded our prog- 
ress in this competitive situation. 

“Otherwise, our participation in the 
tremendous increase of insurable values 
contemplated during the next 20 years 
will simply find us sitting on the side- 
lines with our friends, the agents, watch- 
ing the parade go by.” 

Mr. North directed many of his com- 
ments directly to agents and agents’ 
commissions and hinted rather directly 
at the need for reducing agents’ com- 
missions. “The entire sales cost of the 
business is the apparent key to the com- 
petitive situation insofar as it affects the 
price appeal of our product,” he stressed. 

hile home office expenses must be 
reduced through such means as simpli- 
hed systems, mechanization, electronic 
devices and so forth, these things cost 
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The Policy Your Prospects Want 


Level Protection equal to 4 times the base . . . THAT is what the 
United States Life's Quadruple Protection Contract offers. 


LOOK at some of the other features 


See your nearest United States Life General Agent... 
He is fully qualified to handle your insurance needs. 








Europeans Awakening 
To Private Insurance, 
Holgar Johnson Found 


Visiting Six Countries, Life Insur- 
ance Institute Head Didn’t 
Hear Soviet Discussed 


BIG POLICYOWNER GAINS 








Notable Increases Seen in France 
and Italy; Importance of 
Munich Conference 


By CLarENCE AXMAN 


During his trip to six European coun 
tries made in May, Holgar J. Johnson, 
president of Institute of Life Insurance, 
heard little fear expressed by insurance 
and other business men about Russia, 
situation at a 


Club 


given by him to insurance journalists, he 


Commenting on the 
press conference at University 
said: “They simply were not talking of 
the Soviet at of the 
attended. They were more 


any dinners or 
luncheons I 
interested in other subjects such as pub- 
lic relations and how they can be im- 
proved; also they wanted an explanation 
of why life insurance has reached such 
a high stature in the United States. 
“There is still a good deal of Socialism 
in Europe, but there is some evidence 
that it is losing part of its popularity 
among leaders. Individual initiative and 
family planning is still uppermost and 
growing, especially where it is nurtured 
through the maintenance and upbuilding 
of alert agency field forces. I noted in 
France, especially, that there is a grow 
build up an 


ing tendency to agency 


force. Heretofore, most of the French 


risks have been given to the companies 
by brokers, and the brokers will con- 


tinue strong, but in view of the fact 


that so many people are not carrying 
there the building of 


that 


life insurance 


agency forces will help improve 


situation. 
Upbuilding of Field Forces 


“One of the most encouraging signs to 
the greater stability in the social and 
economic outlook of Europe is the tre- 
mendous increase in life insurance own- 
ership since pre-war days. In France, 
total life insurance in force today is 
nearly 30 times what it was before 
World War II; in Italy it is 40 times; 
in Belgium nearly ten times. 

“Some of that increase, of course, re 
flects acute inflationary tendencies, but 
even when translated to basic family 
security, as reflected by the portion of 
one year’s national income covered by 
the insurance in force, most of the 
countries of Europe have made real 
progress. 


(Continued on Page 5) 
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Whatever you drive, here’s how to drive it more safely/ 


tm TIME you take to the road you have a great 
responsibility . . . to drive safely and sensibly. This 
responsibility holds good no matter whether you're travel- 
ing over the familiar streets of your home town or making 
a long vacation trip. Only when driving is done with the 
utmost care, caution and courtesy . . . at all times... can 
our streets and roads become safer for you, your fellow 
motorists and pedestrians. 
Just how urgent is it for everyone to know and obey 
traffic laws and observe the rules of the road? The answer 
is found in some shocking statistics: 


Every hour of every day, on the average, 
4 lives are lost and 150 people are hurt 
in motor vehicle accidents 


That adds up to a yearly traffic toll of over 38,000 
deaths, well over a million injuries and costs mounting 
into the billions of dollars. 

How can you help reverse this tragic trend and make 
motoring the pleasure it should be? Here are some safety 
Suggestions that may help: 
¥ 1. Check your speed—It has been found that about 
3 out of 10 drivers involved in fatal accidents each year 
were guilty of violating speed limits. Always remember 
to slow down at night and whenever road, traffic and 


weather conditions make your motoring hazardous. 


Vv 2. Check yourself—Research has shown that about 
1 out of 14 drivers involved in fatal accidents had a 
physical or mental condition—such as worry, fatigue and 
sleepiness—that was a contributing factor in the accident. 
So, never drive when you’re upset or tired. 


Vv 3. Check your car—Keeping your car in safe operating 
condition is your responsibility—not your mechanic’s. You 
can judge for yourself whether brakes, tires, steering 
wheel, lights and windshield wipers are in proper working 
order. If you notice any defects, have them corrected 
immediately. Don’t wait until it’s time for your next 
semiannual car check to have even the most minor trouble 
corrected. 


v 4. Check your driving habits—Now and then, the 
most skilful drivers tend to become a bit careless. They 
may become less considerate of other drivers and of 
pedestrians—or take chances on violating this or that 
traffic law. Remember, all rules of the road are made to 
help you, not to hinder you. 


The fact that you’ve never had a mishap is no proof that 
you are the complete master of your car. Perhaps you’ve 
been lucky . . . and luck has a way of running out sooner 
or later. So, drive as if your life depended on it. It does! 
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Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEW YorkK 10, N. Y. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Reader’s Digest, 
Redbook, National Geographic. 
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Society of Actuaries Chicago Spring Meeting 


Wide Variety Of Subjects Discussed By Actuaries Including Underwriting Trends, 


Group Insurance, Guaranteed Issue, Investments, Accident And Health Insurance 


Chicago—A variety of topics touching 
on major problems with which life in- 
surance actuaries are faced provoked 
widespread discussion at the Western 
Spring Meeting of Society of Actuaries 
last week. The meeting, which was held 
at the Edgewater Beach Hotel, was at- 
tended by about 400 members and 
cuests. The opening session was called 
to order by the president of the Society, 
William M. Anderson. Vice Presidents 
Victor E. Henningsen and Henry F. 
Rood presided over the discussion ses- 
sions. 

Underwriting 


In discussing the trend in many com- 
panies toward increasing the maximum 
amounts of insurance issued to individ- 
uals, actuaries indicated that until recent 
years the question was more theoretical 
than real. Today smaller companies as 
well as the larger frequently receive 
applications for amounts which would 
not normally have been considered only 
a few years ago. E. A. Dougherty, 
Union Central, suggested that since the 
whole economy is inflated, applications 
for insurance of from $100,000 to $1,000,- 
000 do not seem as large as formerly. 
Companies are in a much more confi- 
dent mood today and gladly entertain 
such applications, he said. Reasons for 
this confidence may be that financial 
anti-selection at issue is less evident, 
that there is more statistical experience 
available to support safety and medical 
selection facilities are continually im- 
proving. 

C. A. Ormsby, Connecticut General, 
stated that the trend toward adopting 
issue limits which exceed retention lim- 
its by increasingly larger amounts was 
especially marked. He suggested that 





one reason for this might be the greater 
realization on the part of management 
of smaller companies that the cost to 
reinsure is now nominal in many in- 
stances. Other factors are the greater 
influence of the sales point of view in 
the management of many companies and 
the general improved surplus position. 

W. A. Merriam, Metropolitan, and 
other speakers stressed that competition 
between companies was perhaps one of 
the most important reasons for setting 
larger issue limits. Increasing inflation, 
higher dollar incomes, and higher taxes 
have led to greater requirements from 
the public for larger policies. 

R. T. Jackson, Phoenix Mutual, ex- 
plained that his company’s issue limits 
Were not graded by age, the top limit 
being available at all ages from age 
9 to 70. Modern tax laws seem to 
create legitimate demand for substan- 
tial amounts of insurance at the higher 
ages especially, and he indicated that 
caretul underwriting could distinguish 
such cases from the purely speculative 
case, 

G. W. Wilson, Sun Life of Canada, 
said that the basic consideration in 
determining a company’s maximum re- 
‘ention is the relationship between this 
‘mit and the expected gain from mor- 
tality. He also suggested that potential 
settlement option liability under large 
amount issues is an important factor. 

IS is especially important if a high 
Proportion of reinsurance is involved, 
ecause normally the settlement option 
lability accrues to the issuing company. 
_Kecent changes in the limits of insur- 
ance that will be issued without medical 
‘Xamination, especially above age 35, 
were discussed by S. L. Eisner, Pruden- 
tial ; J. E. Hoskins, Travelers; D. J. 
Van Keuren, Metropolitan; N. F. Buck, 
‘ncoln National, and H. M. Sarason, 
consulting actuary. 








The rising costs of medical examina- 
tions, the greater convenience to the 
field man, and the increasingly favorable 
mortality experience are the major rea- 
sons for increases in these non-medical 
limits. The extent to which the limits 
are raised depends on several factors, 
one of the most important being a meas- 
ure of the excess mortality cost that can 
be absorbed by the savings from elimi- 
nating the medical examination. Most 
speakers emphasized that the experience 
of their companies does not warrant the 
extension of non-medical selection to 
the higher issue ages. Usually age 40 
or 45 is the top age limit and the limit 
of amount at these ages is somewhat 
lower than at younger ages. 

Discussing the problems that arise in 
underwriting of major impairments ac- 
companied by other impairments which 
by themselves would not call for extra 
premiums, E. A. Lew, Metropolitan, 
cited the results of the 1939 Intercom- 
pany Blood Pressure Study and the 
1951 Intercompany Medical Impairment 
Study to show that there were a num- 
ber of situations falling into this cate- 
gory. Most of them involved impair- 
ments of the circulatory or genito- 
urinary system. C. D. Silletto, Lincoln 
National, stated that investigations made 
by his company indicated that risks 
with slightly elevated blood pressure, 
but borderline from an_ underwriting 
standpoint, showed markedly greater 
mortality when combined with certain 


other impairments such as diabetes, pep- 
tic ulcer, and albuminuria. 

The question of whether broader 
classifications at the younger ages in 
the underwriting of substandard lives 
were practical was discussed by W. H. 
Schmidt, Mutual Life, and N. F. Buck, 
Lincoln National. 

Both speakers questioned the advis- 
ability of a practice under which a re- 
peating applicant would find himself 
rated on a different basis simply be- 
cause he had advanced from one age 
group into the next. The question of 
whether the potential savings in ex- 
pense might not be offset almost com- 
pletely by practical disadvantages was 
also raised. 

The underwriting of aviation risks was 
discussed by G. W. Young, Connecticut 
General, J. S. Sibigtroth, New York 
Life, and J. E. Hoskins, Travelers. 

Factors which have influenced com- 
panies generally to reduce extra pre- 
miums for commercial and private pilots 


are a consistent improvement in avia- 
tion fatality rates, the rigid physical 
requirements which must be met to 


qualify as a pilot (offsetting to some 
extent the extra hazard from aviation), 
and the expense of changing the pre- 
mium rate as a pilot changes occupation. 
The factor of competition also is evident 
in tnis field. Messrs. Young and Sibig- 
troth said that in their companies ex- 
perience has shown that private and 
commercial pilots buy relatively large- 





Mutual Trust Life Plans New Home Office in Chicago 







































































Mutual Trust Life Building 


Ground will be broken in midsummer 
for the Mutual Trust home office build- 
ing to be constructed in downtown Chi- 
cago, at the northeast corner of Wacker 
Drive and° Monroe Street, it has been 
announced by Raymond Olson, president 
of the company. : 

Plans prepared by the _ architects, 
Perkins and Will, call for six floors of 
office space and a two-level underground 
parking garage. Additional floors may 
later be added to the building. 

The building will be constructed of 
plate glass and porcelain enamel steel, 
in two shades of blue, with stainless 
steel spandrels marking off the porcelain 
enamel and glass sections. It will be 
the first office building in the Chicago 
area to employ the colorful and practical 
new porcelain enamel material. Glass 





fiber drapes in shades of gold will pro- 
vide an effective contrast to the blue of 
the porcelain enamel. At night, the 
building will be distinctively lighted by 
means of special fixtures between the 
windows and the drapes. 

The ground level will be slightly re- 
cessed, and its exterior walls will be of 
black granite material. This same black 
granite will frame the entire building, 
setting it off from all the surrounding 
structures. 

The usable square feet in the com- 
pleted building will be 15,000 on the main 
floor and 16,000 on each of the upper 
floors. It is expected that Mutual Trust 
will originally occupy the first four floors. 
However, as the company continues its 
current expansion program, it is expected 
eventually to occupy the entire building. 


sized policies and have good persistency, 
resulting in lower expense rates. 

Mr. Hoskins cautioned that extra mor- 
tality might result from this group from 
those pilots who may at some future 
time be unable to pass a physical ex- 
amination qualifying them for pilot 
standing. 

Guaranteed Issue 


A comparatively recent development 
in insurance covering smaller groups of 
employes is insurance issued on the 
individual life basis using ordinary poli- 
cies under “Guaranteed Issue” agree- 
ments. Underwriting principles tradi- 
tionally used in group insurance are ap- 
plied to obtain satisfactory mortality ex- 
perience. Usually 75% to 90% of the 
employes must be insured under the 
plans. Individual risk indemnity is 
eliminated as no evidence of insura- 
bility is required of the individual in- 
sured. The most frequent use of the 
guaranteed issue facilities are in com- 
panies writing pensions or profit sharing 
trust coverage. 

H. L. DePrenger, Continental As- 
surance, stated that studies in his com- 
pany indicated favorable mortality ex- 
perience and very satisfactory persist- 
ency of business. Studies indicated that 
a high participation requirement in the 
group was essential for satisfactory re- 
sults. 

P. C. Cowan, Ohio National, stated 
that it is important from the point of 
view of a mutual company that this 
block of business be self-sustaining. 
Extra mortality will undoubtedly be ex- 
perienced, he said. 

H. F. Philbrick, Massachusetts Mu- 
tual, said although higher mortality is 
experienced there should be no greater 
tendency for standard risks to termi- 
nate their Guaranteed Issue _ policies 
than regular policies. The future cost 
differential to the insured is not suffi- 
cient to warrant dropping a Guaranteed 
Issue policy that has been in force for 
a number of years to replace it with a 
new standard issue. 

W. A. Keltie, Great-West Life, J. D. 
Rommel, State Mutual, and H. S. 
Gardner, New England Life, described 
the safeguards and expense-saving fea- 
tures of their Guaranteed Issue plans 
which enabled their companies to use 
regular Ordinary premium rates for this 
business. 

C. H. Tookey, Occidental of California, 
stated that his company had introduced 
Guaranteed Issue about 13 years ago 
and still limited its use to pension trust 
cases. He stated that companies may 
be overly conservative in handling guar- 
anteed issue in connection with ap- 
proved pension plans. The incentives for 
coverage are not primarily insurance, 
and in small cases, the total outlay is 
such that there is no advantage to the 
firm in taking a plan because the owner 
is uninsurable. 


Group Insurance 


P. F. Finnegan stated that the Pru- 
dential issued individual policies in in- 
suring groups of less than 25 lives. 
These policies generally include both life 
and accident and sickness coverages and 
are issued on a yearly renewable term 
basis. Individual underwriting is used, 
but selection standards are broadened; 
75% participation is required. These 
contracts are serviced by the agent. 

D. D. Cody stated that New York 
Life’s small group policies are under- 
written, billed, and administered by a 
centralized home office unit. Policies are 
promoted by salaried group men but 
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are sold by the Ordinary agent. Indi- 
vidual underwriting is used for ages 
over 65 and for amounts in excess of 
$5,000. 

C. H. Wain, Prudential, stressed the 


standardization in small 
stated that renewal 


non-vested 


importance of 


group cases and 


commissions are and are 


paid only where the agent services the 


business properly. In discussing conver- 


sion of group accident and_ sickness 


benefits, he reported a very high lapse 


rate as an indication of an interim need 

Since such premium rates are de- 
signed to be self-supporting, no conver- 
sion charge is made. 

W. V. Hauke, Continental Assurance, 
described his company’s experience with 
hospital plans guaranteeing semi-private 
accommodations and providing unlim- 
ited extra charges. Coverage is re- 
stricted to lower groups and limitations 
are imposed in the latter cases. Over-all 
experience has been good but careful 
scrutiny is required. In discussing con- 
version of group accident and_ sickness 
benefits, he stated that the experience 
had been increasingly poor but that its 
availability was a valuable sales tool. 

J. K. Kittredge stated that Pruden- 
tial discouraged hospital plans guaran- 
teeing semi-private accommodations and 


only. 


providing unlimited extra charges and 
encouraged the sale of basic hospital 
plans on a reimbursement basis within 


Plans containing de- 
particu- 


fixed dollar limits. 
ductibles and coinsurance are 


larly valuable. 

R. H. Hoffman, Equitable Society, 
traced his company’s rapid growth in 
major medical insurance and_ stressed 


the gravitation toward the comprehen- 


Sive plan covering out of hospital cx 
penses 

H. ff. Harrigan, Metropolitan, com 
mented on the satisfactory claims ex 
perience with major medical coverage 
and the resulting premium reductions. 
J. B. Walker, Canada Life, opined that 
the slower development of major medi 
cal in Canada might be due to differ- 


ences in the income tax laws of the 
two countries. 
H. A. Lachner, 


mented that his company’s 
experience on converted group 


Metropolitan, com 
persistency 
accident 


and sickness coverage had been much 
better over age 60 than at the younger 
age. Claim rates on the small experi- 


ence to date had been satisfactory. 
Investments 
M. W. Hill, Travelers, traced the 


asset distributions within the 
last ten yvears and 
representing a 
bonds to mort- 
bonds, and in- 


changes in 
industry during the 
summarized them as 
shift from government 
gage loans, public utility 
dustrial bonds. 
D. N. Warters, 


vestments from an 


Bankers, discussed in- 
industry viewpoint 


also and compared the risk of capital 
loss currently with that in 1929. He 
also. discussed current liability and 


commented on the differences in invest- 
ment policies between large and small 
companies. 

F. J. McDiarmid, Lincoln National, 
stressed the growth of private place- 
ment financing and warned that it was 
dangerous to ignore even those defaults 
that do not involve interest or principal. 

G. F. Knight, Berkshire, and W. C. 
Brown, Colonial, described the impor- 
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the smaller companies. 

G. E. Cannon, Standard, stated that 
taking advantage of local conditions 
should enable small companies to earn 
equal or better interest rates than large 
companies, 

’ FF. Poorman, 
technical defaults in 
and reviewed briefly 


discussed 
placements 
stock and 


Central, 
direct 
common 


real estate investments on the part of 
the industry. 
J. C. Maynard, Canada Life, stressed 


the values to be gained from making 
propitious switches in security holdings. 
FE. Henningsen, Northwestern Mu- 
tual, discussed the value of common 
stock options contained in some deben- 
ture issues 
Accident and Sickness Insurance 
G. H. Davis, Life Insurance Associa- 
tion of America, told of the develop- 
ments which had led to the appointment 
of committees to explore the  possi- 
bility of research designed to facilitate 
the spread of accident and sickness in- 
surance into areas where coverage is 
now very inadequate or lacking. This 
appointment had grown out of a pro- 
posal to establish a private reinsurance 
pool to promote that form of insurance 
f individuals such as the 
impaired and per- 


among classes of 
aged, the physically 


sons living in rural areas. Anti-trust 
difficulties had made such a pool im- 
practical, but it was thought that the 
research work, which had been looked 


upon as one of the important functions 


of the pool, ought still to be under- 
taken. Accordingly, the trade associa- 
tions had set up committees to study 
what could be done, but this study was 
still in too early a stage to make any 
prediction as to what could be accom- 
plished. 

J. J. Olsen, Prudential, presented 


highlights from the report of the com- 
mittee (Task Force TV) which had been 
established by the Joint Committee on 
Health Insurance to study the problem 
of reserves for accident and sickness 
insurance. The complete report includ- 
ing tentative hospital and surgical mor- 
bidity tables will be distributed by the 
American Life Convention and the Life 
Insurance Association of America to 
their members. 

M. Spiegelman, Metropolitan, said the 
problems involved in the development 
of accident and sickness insurance for 
the lower income group become evident 
in a review of their population charac- 
teristics. He said that, among the 42 
million families in the United States in 
1954, three-quarters had a family in- 
come of $2,500 or more, one-sixth fell 
between $1,000 and $2,499 and approxi- 
mately one-twelfth had a money in- 
come of less than $1,000. He presented 
an extensive analysis of these figures by 
such classifications as residence, region, 
race, family status, occupation of family 
head and source of income. 

G. J. Varga said the approach of the 
Nationwide Insurance Co. to providing 
accident and sickness insurance to per- 
living in rural areas has been to 
through the various county farm 
bureau associations, thereby eliminating 
the problems of individual enrollment 
and billing and at the same time secur- 
ing a group which would serve as a basis 
for granting needed coverages at group 


sons 


work 


rates and with group underwriting. 
C. N. Walker, Lincoln National, sug- 
gested that in underwriting individual 


accident and sickness insurance, a more 


conan 
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New System for Option 

Rates Told by McCarter 
system of determin- 
annuities 


Chicago—A new 
yw the amount of 
wader life income settlement options was 


iescribed in a paper presented by W. C. 


payable 


\eCarter, Northwestern Mutual, before 
he Chicago meeting of Society of Actu- 
ries, This system consists of the use 


; a basic table of monthly income pay- 
insurance, together 


ments per unit of 

‘th a series of yearly adjustment fac- 

sors. Which depend upon the year of 
ttlement. The amount of annuity pay- 


ent would consequently depend upon 
ste year in which the insurance pro- 
eds become payable, as well as upon 
he age and sex of the payee. 

The difficulty of fixing life option 
rates was pointed out by Mr. McCarter, 
chen settlement is deferred on the aver- 
ve for 20 to 30 years after a policy is 
sued, Despite the recent acceleration 
in the rate of decrease of annuitant mor- 
tality, it must be expected that even 
vreater effects of recent research on 
veart disease and cancer will be felt in 
he future. The problem is accentuated 
y the increasingly high proportion of 
policy proceeds that are being settled 
mder life options, 

\ new mortality table, called the 1955 
\merican Annuity Table, was presented, 
wether with mortality projection basis 
for use with the graded rate system. The 
table was based on the inter-company 
immediate annuity experience in 1948-53 


for male lives. Rates for females are 
those for males at an age five years 
lower. 





Europeans Awakening 


(Continued from Page 1) 


“What is especially interesting is to 
find that the post-war development of 
life insurance in Europe has been tak- 
ing a new and more important tack in 
type of coverage. Pre-war, most of the 
European life insurance was bought with 
n investment emphasis. Annuities and 
endowments were favorite plans. But 
today, there is more and more emphasis 
n protection plans, providing family fi- 
nancial security through life insurance, 
‘ith the income concept also taking 
hold. 

‘This is a definite part of the man- 
gement planning of the life insurance 
lusiness over there and stems largely 
‘rom the effort of the company execu- 
tives to apply many of the principles and 
actices in use in the United States. 
ltis one of the by-products of the many 
years of interchange of information, 
people to people. 

“World stability and world peace must 
go hand in hand, and thus it is encour- 
aging to see the families of Europe, in 
the face of high tensions and war 
scares, doing such a fine job in building 





greater financial security through life 
nsurance. This may well be one of the 
steat foundation stones in the world 


tomorrow.’ 
Countries Visited 


The countries visited by Mr. 


peace of 


Johnson 


vere France, England, West Germany, 
Switzer! and, Sweden and Norway. His 
lls followed visits to the United States 
me by executives from a_ score of 


‘ountries in the past few years during 


vhich Americans have been glad to 
‘tare their know-how with peoples of 
ther lands, a know-how presentation 
vhich | las proven a mighty supplemen- 
tation of the Marshall Plan, Point IV 


and other U. S. Government 
aimed to aid other nations. 


programs 


Important Munich Meeting 


Mr. Johnson told of the plans that 
Msurance executives from nine Euro- 
bean countries formulated at the meet- 
ng he attended from May 14 through 


‘0 in Munich—many of the delegates to 
which were men who had visited the 
United States in recent years to ob- 
‘etve the methods employed here to 


Eugene B. Rogers Home Life 


Manager in Minneapolis 
Eugene B. Rogers has been appointed 
manager of the Home Life’s Minneapo- 
lis agency. A _ life-time 
Minneapolis he was graduated 
University of Minnesota in 1931 receiv- 
ing a law degree there in 1933. 
1933 to 1942 he was secretary of the 
Federal Land Bank in Louisville, and in 
World War II, was a major in personnel 
work with Army Air Corps. He has 
been chairman of the Minneapolis Life 
Underwriters Association and has been 
active on LIAMA committees. Also, he 
is a graduate of LIAMA School. 

Mr. Rogers became an agent in 1946, 
advanced to sales management and more 
recently was sales officer of a life com- 
pany operating in seven midwestern 
states. 


resident of 
from 


From 





promote the knowledge of and the feel- 
ing for private insurance. 

The Munich meeting was held under 
the auspices of the Productivity Com- 
mittee of the Comite European des As- 
surances (C.E.A.). This Productivity 
Committee has previously studied agency 
management, office management and 
the human relations aspects of the op- 
erations of the insurance companies; 
C.E.A. is a group which brings together 
the principal insurance association of 
each country of Europe. 

At Munich the Productivity Commit- 
tee formed two working groups. One 
will bring together and review the pub- 
lic relations efforts now being made by 
the insurance companies and their as- 
sociations in all the countries of West- 
ern Europe. The second working group 
will devote itself to a study of electronic 
equipment and its use in insurance com- 
pany Offices. 

At the start, because France 
has a going concern in this area of 
activity, the young and virile Comite 
d’Action pour la Productivite dans I'“s- 
surance (CAPA), headed by J. R. Fou- 
chet, well known in insurance circles in 
the United States, will serve as the clear- 
ing house for the public relations study 
launched at Munich. 


Hear M. E. 
Present from 
lend an “assist” 


to the Old, 


already 


Davis on Electronics 


the United States, to 
from the New World 
was not only Mr. Johnson 
but also Malvin KE. Davis, vice president 
and chief actuary of the Metropolitan 
Life, who addressed the conference on 
electronic equipment as applied to life 
insurance operations. 


cae Oslo, Stockholm Visits 


In Paris, Mr. Johnson met with more 
than fe members of CAPA, comprising 
mostly Frenchmen but including also 
some Belgian and Italian members. He 
addressed them on the public relations 


of life insurance in this country and 
stressed that it has become a manage- 
ment function over the last several 
years. CAPA is the group that grew 
out of the meeting at Monte Carlo in 
1952 and attended by several American 
insurance men: Lewis <A. Vincent, 
Charles J. Zimmerman, Frank L. Row- 
land, Arthur C. Daniels and Mr. John- 
son. 


In Oslo, Mr. Johnson met with a num- 
ber of leading insurance executives, par- 
ticularly the members of the board of 
the Norwegian industry’s public  rela- 
tions committee. In Sweden, 35 promi- 
nent insurance men honored the visitor 
with a dinner. 


Audience With King Gustav 


Mr. Johnson had an audience with 
King Gustav of Sweden, who two years 
ago had bestowed upon him the Royal 
Order of Vasa Knighthood, First Class, 
in recognition of his “fine contributions 
in strengthening the friendly relations 
between the United States and Sweden.” 

In Switzerland and England, Mr. 
Johnson visited individually with ex- 
ecutives of companies, associations and 
publications of the insurance business. 


Dr. McMurty Succeeds Dr. Warren 
As Lincoln Foundation Director 


Dr. Louis A. Warren has retired as 
director of the Lincoln National Life 
Foundation and becomes director emeri- 
tus. Succeeding him as director is Dr. 
Gerald McMurty, also a famed Abraham 
Lincoln authority. 

Dr. Warren joined Lincoln National 
Life in 1928 to explore opportunities for 
further memorializing Abraham Lincoln. 
After visiting Lincoln 


memorials and 


libraries and surveying work done by 
others in acquiring and distributing 
knowledge about the former President 


he spearheaded the insurance company’s 
efforts to create and maintain in In- 
diana, where Lincoln spent his boyhood, 
a great library of information and 
mementoes pertaining to the martyred 
President. 

Dr. Warren, author of many books 
and pamphlets, has been editor and long 
a speaker on Lincoln, became a country 
editor in 1918 in Hodgenville, Ky., where 
Lincoin was born. There he started an 
exhaustive 38-year search of public 
archives for documentary material about 
Lincoln. He is author of “Lincoln’s 
Parentage and Childhood”; has made 
more than 200 radio and TV. apnear- 
ances; has produced weekly editions of 
“Lincoln Lore.” He has been honored 
by Library of Congress and = Lincoln 
Memorial University. 

Dr. McMurty spent 
in Elizabethtown 
stepmother, Sarah 


his early years 
where Lincoln’s 
Bush Lincoln, re- 





DR. 


LOUIS A. WARREN 


sided in 1819 when she and Thomas Lin- 
coln, Abraham’s father, were married. 
After graduation from Centre College he 
was m ade librarian for Lincoln National 
Life Foundation, working with Dr. War- 
ren until 1937 when he was made di- 
rector of the Lincolniana department 0% 
Lincoln Memorial University, Harro- 
gate, Tenn. 





Sun Life of Canada to Use 
Univac II in Head Office 


The Sun Life of Canada will install 
in its head office in Montreal a Univac 
II electronic computer built by the Rem- 
ington Rand Univac 
Rand Corp. It will be the first such in- 
stallation by any life insurance company 
or other industry anywhere in Canada. 
The machine will be in operation by 
March, 1957. 

Commenting on the savings which will 
result from a great reduction in the 
space necessary for storing records, 
President George W. Bourke of Sun Life 
said it will be possible to store complete 
information on the Sun Life’s 2,000,000 
policies on less than 300 reels of tape. 
Associated with the Univac II electronic 
computer the Sun Life will have a high- 
speed electronic printer which prints 
from magnetic tape at the speed of 
72,000 letters or figures per minute. In 
addition to its tremendous speed of 
calculating and data processing, he said 
the Univac II’s great value lies in the 
immediate diversity of the operations 
which it can perform in one step and 
the extreme accuracy of its results. 


division of Sperry 





Car Crash Kills Indiana Gen. 
Agent, K. C. Life, and Son, 14 


Damon H. Kent of Indianapolis, gen- 
eral agent in Indiana of Kansas City 
Life, and this 14-year-old son, Robert 
Edward, died June 10 as a result of a 


motor car collision. In the same acci- 
dent Mr. Kent’s wife was critically in- 
jured. David, four-year-old son of Mr. 
and Mrs. Kent, escaped serious injuries. 
The occupant of the colliding car was 
also killed. The Kent family was on the 
way to an outing at a lake near Goshen, 
Ind. 

Mr. Kent not only 
agency, but personally qualified, eight 
times for the Kansas City Life’s Presi- 
dent’s Club. He belonged to the Masons 
and the Elks. Joint funeral services were 
held at Muncie, Ind., on June 14. 


built a successful 


Features of June Issue of 
Estate Planners Quarterly 
The June 1956 


ners Quarterly 


Estate Plan- 
the 


report by 


issue of 


features first part 


of a special estate Karl K. 


Krogue, estate planning 


CLU 
report is 


independent 
and former president 


The 


respects. 


consultant 
in Spokane. highly un- 
usual in many Parts of it read 


like a family chronicle with biographical 


and personality sketches of family mem- 


bers. The reasons for this approach is 
explained in the author’s preface titled 
“The Estate Planner in Action,” which 


includes Mr. Krogue’s philosophy and 
procedure in his work and contains his 
estate planning check list. “Sound plan- 
ning,” the author states in his preface, 
“brings order out of confusion. Because 
it is based on comprehensive data and 
an understanding of objectives, aims 
and desires, it produces a pattern that 
takes account of every financial and 
personal problem. Unless a client, and 
his advisors as well, can visualize the 
whole family situation—past, present, 
and future—and then keep that image 
indelibly and constantly in his mind 
he will never know the significance of 
what he does or fails to do.” 

The June Quarterly also includes Mel- 
vyn Jay Huber’s report on “Utilizing the 
Life Values of Insurance” with the ob 
jectives of increasing spendable income 
and reducing estate taxes; a transfer 
of capital presentation by Stanley Lam- 
pert which shows the client how to have 
his needed protection without touching 
current income; and a mortgage can- 
cellation presentation by Donald J. 
Reap, showing types and advantages of 
leading mortgage plans. 

Estates Planners Quarterly, 
features actual presentations 
ports used in the field, is edited by 
Solomon Huber, CLU and published by 
the Farnsworth Publishing Co. of 485 
West 22nd Street, New York City. 
Annual subscription rate is $10. Lee 


Rosler is director of publications. 


which 
and re- 
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fina Life’s Advanced Training Increases Earning Power 


Step three in AStna Life’s training offers 
e representative an integrated program 
seared to success in the realm of advanced 
derwriting. 
» Abusiness insurance and tax course at 
the general agency provides comprehen- 
sive training in using life insurance for 
business, state and federal tax obligations 
and estate conservation purposes. Joint 
selling applies these principles to specific 
Etna Life sales plans. 
@ The Home Office Advanced School 
lasting two weeks provides further experi- 
ence in the application of these princi- 
ples and the use of AXtna Life’s Business 
Insurance and Estate Analysis plans. 
e Frequent field clinics with Home Office 
experts and a heavy schedule of joint so- 
licitations continue to put this advanced 
knowledge to work — making sales in 
the areas of Business Insurance, Estate 
Analysis and Employee Benefit Plans. 
Etna Life Advanced Training enables sales- 
men to handle larger cases, sell more affluent 
prospects. 


?PdTO SALES LEADERSHIP 


The comprehensive business insurance and tax 
course is kept constantly up-to-date with changing 
business conditions and legislation. It is an un- 
abridged, technical course which enables the sales- 
man to find an intelligent solution to complex 
business, tax and estate conservation problems 
with other members of the estate planning team — 


emery 





The Atna Life Home Office Advanced School 
stresses the practical application of the text material 
in the advanced course. Advanced Business In- 
surance problems are covered in relation to business 
organization, management and agreements. Es- 
tate conservation principles include taxes, wills 
and trusts and an advanced use of the Ana Life 












attorney, accountant, trust officer. Estate Control Plan. 
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The breadth of the Atna Life policy line makes it possible for the salesman to cover each individual business situ- 
ation. In addition, Atna Life representatives are backed up with field tested selling aids for every business set-up. 
This material helps simplify the selling process, results in more successful interviews and more completed sales. 












Three inarow. Certificates of accomplishment in Atna Life’s Basic Estate Con- 
trol Plan School, Career Course and Advanced School. The Atna-trained 
salesman is well grounded in all aspects of life insurance fundamentals and sell- 
ing — can talk to any prospect on his business, professional or family situation. 


Agency clinies are held periodically, conducted by experts in special fields. 
hese experts help salesmen develop specialized markets, make joint calls, and 
‘tp them current on all phases of business insurance, estate analysis and 
; ployee benefit plans such as salary budget programs and pension trusts. 
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Eastern Life Convention 


The Producers Club of Eastern Life of New York, which has just completed 


its 30th year, held its 1956 convention at Grossinger Hotel in the Catskills. 


Presi- 


dent of the company is Louis Lipsky whose talk was given after the convention 
was called to order by Murray April, director of agencies. Discussing the forthcom- 
ing 30th anniversary of the company, Harry Yarin, vice president and secretary, 
said the company’s goal for the next 12 months is $30,000,000 of paid business. 

The speakers included Sidney J. Vidaver, New Jersey state agent, whose topic 
was the company’s Juvenile Estate Builder Policy; Jules J. Klein, Insurance Estates, 
Inc., Stamford, Conn., who discussed salesmanship; Norman Barasch, manager, life 
department, Walter Kaye agency, New York, who gave his views on “The Split- 
Dollar Plan.” At the convention dinner, Vice President Yarin delivered to Mr. 
Klein and Albert H. Lewis on behalf of Insurance Estates, Inc., a plaque for the 


largest number of points received during 


In his message to the Producers Club, 
congratulated 
its members ‘on the had 
He described the organization of 


President Louis Lipsky 


record they 
made. 
the company as an Eastern Life Fellow- 
ship and emphasized the opportunities 
for strengthening the ties of comrade- 
ship and fellowship which a convention 
signalizes. 

“It is important,” he said, “that every 
in the success of 
that he does 


cooperates 
should feel 


man who 
the company 


the “April Campaign.” 


not stand or work alone. He is a mem- 
ber of a fraternity, partaking in a mu- 
tual cause for his own advancement and 
for that of the society to which he be- 
longs. Growing in volume of business, 
in assets and capital resources as well as 
insurance experience, the prestige of our 
company has risen to new heights.” 

Mr. Lipsky praised the directors who 
have recently joined the company, say- 
ing that they are men of high standing 
in industry and = finance’ who — will 
strengthen the management of the com- 
pany. 


The Wide Appeal Of Insurance 


Some reasons why life insurance poli- 
cies have such a wide appeal was told 
the Producers Club convention of East- 
ern Life by Jules J. Klein of Insurance 
Stamford. He explained 
why insurance salesmen “selling a sup- 
product for 


lestates, Inc., 


posedly intangible which 
nobody shops” can so successfully com- 
pete with the salesmen of cars, TV sets, 
refrigerators and other products which 


much tangible. Continuing, he 


are very 
said: 

“As good salesmen you know your 
product. It is a unique contract, uni- 


lateral and giving every protection to 
the buyer. It represents dollars to be 
delivered at a future date. Imagine a 
piece of paper worth about seven cents 
in itself and a penny’s worth of ink, 
performing as it does. Assuming age 
35, it promises delivery of $1,000 for an 
annual payment of approximately $21 a 
year. If the buyer gets into financial 


difficulty he can obtain cash or addi- 
tional time. If he lives he can take his 
money in many different ways. It is a 


miracle in which the owner of the policy 
can’t lose dollars if he lives, or prema- 
turely dies—and all this through a piece 
of paper.” 

One great advantage to the agent is 
that although he is selling a product in 
such tremendous demand there is no 
shortage to hold up production. “In 
the last analysis,” continued Mr. Klein, 
“your competitor is yourself. So don’t 
let yourself or lite insurance down. Out 
of 30 calls you will get five good inter- 





Eastern Life Juvenile 


Estate Builder Policy 


Sidney J]. Vidaker, New Jersey State 
Agency of Eastern Life, told the Pro- 
ducers Club of that company reasons 


why there is a demand for a Juvenile 
estate builder policy. For one thing, the 
inflationary trends indicate the need 
for large amounts of life’ insurance in 
the future. Explaining how inflation 
affects the lite insurance business, he 
said in part: 

“A man who needed $2,000 life insur- 
ance two decades ago needs $6,000 to- 
day, and may need at least $15,000 or 
more in the next 20 years. For today’s 
youngsters, the contract is not an inex- 
pensive one. Through a Juvenile estate 
builder’s policy a large amount of in- 
surance may be had in adulthood when 
bought at low cost while young. The 
attraction of such a policy is obvious 
and the market for it can be large.” 


views which should result in at least one 
sale, 

“When I say that you must under- 
stand your product, here are some of 
the things you should know about life 
insurance: 

“Owning a policy may mean _ these 
things: A house free and clear without 
a mortgage at a certain time; a college 
education for Junior; a start of a busi- 
ness for Tommy; independence for 
mother; a business without disunity; 
additional salary for a firm’s top execu- 
tive; better labor relations; less turn- 
over; the continuance of good credit; 
bank loans that you wouldn’t ordinarily 
get; the saving of valuable real estate 
holdings; a hospital, the beds, the doc- 
tors and the medicine, even the cure; a 
fishing trip; travel; retirement; inde- 
pendence for life. All these are our 
products—and lots more.” 
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The Split Dollar Plan 


Its Advantages as Seen by Norman Barasch; Primarily 
Attractive to Key Junior Executives 


Jarasch, manager of life de- 
partment, Walter Kaye agency, New 
York, had as his topic at Eastern Life’s 
Producers Club convention “The Split 
Dollar Plan.” 

In explanation he said the “Split Dol- 
lar” plan enables an employer and an 
employe to share premiums on life in- 
surance covering the employe’s life. 

“There is practically no cost to the 
employe as compared to the cost of his 
purchasing the same amount of life in- 
surance himself,’ he said. “The plan 
requires no qualification with the In- 
ternal Revenue Service, such as the In- 
ternal Revenue Service approval of pen- 
sion plans.” The plan is keyed primarily 


Norman 


to attract key-junior executives and 
stimulates loyalty to the firm.” 
Advantages of the Plan 

Further explaining how the plan 


works out Mr. Barasch said: 

“The plan’s chief advantage is to buy 
a good-sized policy for an employe. 
Any one of a number of contracts can 
be selected. For our purposes today 
we show an Eastern’s Life Paid Up at 
65, purchased when the employe is 35. 

“The employer, the insured employe 
and the insured family are all accorded 
favorable tax treatment under the ‘Split- 
Dollar Plan.’ These are the advantages 


to each: for the employer, at the in- 





... if you are, this 


visor, better take a look. 


chusetts and Cleveland, Ohio. 


READY TO BE A MANAGER? 


you should look into. 


As a part of an ambitious, long range program of growth, The 
Columbian National Life Insurance Company plans to open a new 
sales office in its home city of Boston. This office will be expected 
to produce a substantial volume of new business from full-time 
agents and from first-line brokers in and around the Metropolitan 
Boston area. This office may also be used as a testing ground for new 
recruiting, training and sales plans. 


If you are ready, married, college graduate, and if you have a 
successful background in the Life and Accident and Health business 
as a reasonably good salesman, a good recruiter, trainer and super- 


Managerial opportunities in Springfield and Brockton, Massa- 


Write, giving your personal, educational and business back- 
ground. Replies will be confidential. Write to Fred S. Sibley, Vice 
President, Columbian National Life Insurance Company, 77 Frank- 
lin Street, Boston 12, Massachusetts. 


may be something 














sured’s death, the firm receives tax free 
that portion of the proceeds which is 
equal to the cash surrender value of 
the policy or, in other words, exactly 
what the employer paid in over the 
year. If the employer paid in $500 over 
the years, when the employe dies, the 
firm gets back that which it paid in, 
The difference goes to the employe's 
beneficiary. Now, for the insured em- 
ploye, that part of the premium paid 
each year by the employer is not tax- 
able income to the employe and for the 
insured’s family at employe’s death, his 
family receives tax free that part of the 
insurance proceeds which make up the 
difference between the face amount of 
the policy and its cash surrender value. 

“The plan really does not cost the 
employer anything, “continued Mr. Bar- 
asch. “Some people might say that he 
lays out the premium, but actually all 
that he is doing is transferring some 
surplus he has in the bank and _ places 
it with a life insurance company. He 
can borrow against it when he likes and 
can show it on his balance sheet. It is 
merely a transfer of assets from a bank 
to an insurance company. 

“Now take the case of a $10,000 Paid 
Up at 65 contract. The annual premium 
is $256.30. For the first year all the 
employer pays is the difference in cash 
value. On a Life Paid Up at 65 there 
is no cash value the first year; so, in 
essence, the employe pays the first pre- 
mium ot $256.30. If he should die the 
first year his family would get the 
$10,000 face amount.” 


The Premiums 


The speaker then asked where would 
the employe get the money for the first 
year’s premium. Some firms give it to 
an employe as a bonus, or they may 
agree to lend it to the employe, interest 
free, for the next five years, he stated. 

“The premium for the second year 
again is $256.30,” he said. Cash value 
of the contract is $60.20. This means 
that the employe pays the difference 0! 
$196.10. In case of his death the family 
would receive $9,939.80. 

“In the third year the employe pays 
$42.20, the employer $214.10. By the 
third year the cash surrender value 
starts to increase quite a bit under this 
contract. Payments made by the em- 
ploye decrease each year to the 15th 
year when the employe pays nothing. 
At that time the cash surrender value 
starts to exceed the premium. Of course, 
the amount of insurance that the em- 
ploye’s beneficiary receives reduces ac- 
cordingly, but it goes down on a slowly 
descending scale. 

“Over 20 years the employe paid a 
total of $732.80 for premiums. The em- 
ployer advanced $4,444 which is equal to 
the cash value at that time. If the em- 
ploye dies in the 20th year his family 
would receive $5,556 in insurance [or 
which the cost over the 20 years }s 
$732.80. In the 30th year the contract 
is fully paid up. The employer, ii he 
desires, may then give the contract to 
the employe as a retirement bonus tor 
himself, or, if the employe continues 1 
employment with the firm, a paid-up 
policy for $10,000. In some cases upon 
the death of the employe the employer 
Waives the return cash value.” 
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Pan-American President’s Month 


Kenneth D. Hamer, vice president and 


agency director, Pan-American Life, New 


Orleans, announced the names of win- 
ning agencies in the company’s 44th 
annual President’s | Month Campaign. 
This year’s campaign, honoring Presi- 
dent Crawford H. Ellis, broke all pre- 


yious records, with new business exceed- 
$22,000,000. 


ing pee, ; 
Theme of the 44th annual campaign 
was “Planet Ellis” with the competing 


agencies divided into three groups. All 
meet quotas to 


Ellis” 


certain 
and receive the 
him. All 


agents had to 
reach “Planet 
general 


honors awarded by 

wancies were eligible to compete for 
honors. 

Winner of the President’s Plaque in 
Class AAA was Hester & Hester 
\gency, Jackson, Mississippi. The Penn- 
sylvania Agency was in second place, 
followed by the P. L. McKenzie Agency 


winning 
242%. 
Tulsa, 


f Alexandria, La. The 
exceeded its quota by 

The L. J. Ault Okla- 
homa, received a plaque for first place in 
Class AA competition, exceeding its 
quota by 369%. The G. B. Carter Agen- 
-y, Cincinnati, was in second place and 
he H. L. Daniel Agency, Birmingham, 
was in third place. 

Recipient of the Class A plaque was 
the Vincent J. Ouartararo Agency, Beau- 
mont, Texas. Second place winner was 
the L. Lenard Agency, Shreveport, 
La, followed by the R. F. Blaul Agen- 
cy, Baltimore. 

Competition in Class AAA and Class 
\A was based on percentage of in- 
crease, during President’s Month, of pre- 
miums over average premiums per month 


agency 


Agency, 


ior the vear 1955. Among the winners, 
the average percentage increase was 
over 265% 

Class or New General Agency Or- 


Conn. General Names Martin 


Claim Manager in Phila. 
Warren N. Martin has been named 
caim manager in Philadelphia for Con- 
necticut General to fill the post vacated 
by the death in April of Charles I. Bou- 
tillier who served as Philadelphia claim 
manager for 17 years. The Philadelphia 
claim office is one of the largest in Con- 
necticut General’s field claim organiza- 
tion. 
Prior to his appointment, Mr. Martin 
was a senior claim examiner in Con- 
necticut General’s home office in Hart- 
iord. A graduate of Brown University 
in Providence, R. I., he joined the com- 
pany in 1949, 


Appoints David Thompson 


David M. Thompson has joined 
Nation nwide Insurance as associate Group 
tctuary at the comp: inies’ home office in 
Columbus, Ohio. Since 1946 Mr. Thomp- 
on had been in the Group actuarial 
vision of Metropolitan life. He is a 
graduate of Harvard University, an as- 
‘oclate of the Society of Actuaries, and 
‘ Navy veteran of World War 
Mr. Thompson comes from an actu- 
ital family. His father, Tohn S. Thomp- 
‘on, currently is vice chairman of Mu- 
Life and a past president 
_the Actuarial Society of America. 
His brother, John S., JIr., is associate 
of the New York Life. 


—— ae Medical Limit 


Life announces 
organization the 


; 
The Manufacturers 
its whole-time 


en 


to $1 5,000. Other 


and limitations are 


increased 
rules 


non- 
un- 


ganization, was based on total paid pre- 


miums. 


A total of 157 field 


were recipients of individual prizes. The 
three top producers were Mrs. Willy 
Mae Lee, of the Hester & Hester Agen- 
cy, Jackson, Mississippi; F. J. Miku- 
lenka, Joseph Muras Agency, Shiner, 
Texas and A. F. Shuey, Jr. E. 


Lenard Agency, Shreveport. 


representé itives 


BUY COMMERCIAL LIFE 





Canadian Company Passes Under Con- 
trol of Principal Netherlands 
Company 


Control of the Commercial Life of 


Canada has passed to N. V. Netherlands 
Insurance Co., which estab- 
lished in 1845 in The Almost 
overnight shares of the Commercial Life 
from $22 each to $44. Finally 
the shares were sold for $52 each. 


Life was 


Hague. 


jumped 


N. V. Netherlands Life Insurance Co. 
has a subsidiary life insurance company 
in Canada called Life Company of the 
Netherlands 


1955. 


which has been operating 
since 

Commercial Life has $45,000,000 of in- 
surance in force and assets of $7,700,000. 
IX. B. H, Shaver, 
and director of 


Li fe, 


who is vice president 


managing Commercial 


will continue in his post. 








How to put knowledge to use 


HE BEST life insurance sales procedures die on 

the vine unless they reach the man in the field. 
The important thing is to have practical facilities 
to pass along ideas, knowledge, and methods so 
that all men on the firing line have the opportunity 
to do top flight jobs. Connecticut Mutual’s educa- 
tion and training program is geared to do just this. 


Three formal study programs: Part I includes nine 
volumes of basic study for new agents; Part II is on 
programming and introduces business insurance; 


sales procedures, unique and proved programming 
methods, prospecting and policyholder service. 


Advanced Underwriting Forums are held periodi- 
cally throughout the country to give Connecticut 
Mutual representatives the latest developments in 
business insurance and estate and pension planning. 


Life Underwriter Training Council sponsors two- 


Part III covers taxes and business insurance and 


current problems in estate conservation and 


employee plans. 


Career Schools for new agents are held several 
times a year in Hartford. They cover salesmanship, 


cucu; 
SAS% 
Ss 
g [ Re y, 
hee w%, ¢ puey Y 


year courses in many cities. Connecticut Mutual 
provides scholarships covering a large part of the 
costs of these courses to build knowledge and skills. 


American College of Life Underwriters, since its 


founding, has had wholehearted support by 
Connecticut Mutual. More than 100 Connecticut 


Mutual people are CLUs and many more have 
passe] one or more of the five examinations. 
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SILEO 


ALFRED D. 


Mutual 


assistant. 


Alfred D. 
New York 
His responsibilities 
in MONY'’s 


Group insurance, 


Sileo has joined 
as sales promotion 
will be principally 
markets, including 


and 


special 
accident sickness 
coverages, and brokerage business. 
Mr. Sileo has been in insurance 
promotion and merchandising work since 
1947. He Union Life 
for four became sales pro- 
United States Life. 
For the past year he has been sales pro- 
Life. 
University, 


sales 


with Labor 


then 


was 
years 
motion manager for 


with Guardian 
New York 


his studies 


motion assistant 

A graduate of 
he completed there for a 
master’s degree in advertising. He is a 
member of the Life Advertisers Associ- 
ation. A veteran of World War II, Mr. 
Sileo is 34 vears old. He is a resident 
of Whitestone, L. I. 


Medical Research Fund 
Now Totals $8,161,170 


The Life Insurance Medical Research 
Fund announced that it has awarded 
$960,340 in grants and fellowships to aid 
research on heart disease this year. 

The new awards bring to $8,161,170 the 
total of the Fund’s contribution to this 
vital work since its organization in 1945, 

This year’s allocation includes $849,640 
as grants-in-aid for 58 heart research 
programs and $110,700 to support 22 fel- 
lowships for young men and women in 
training as research workers. Studies 
under these awards will be conducted in 
49 institutions in various parts of the 
United States, in Canada, England, and 
the Netherlands. 

In announcing the 1956 grants 
lowships, Dr. Francis ‘R. Dieuaide, scier- 
tific director of the Life Insurance Medi 
cal Research Fund, said they would en 
able scientists to study many of the 
problems that must be solved to make 
possible the control of hardening of the 
arteries and high blood pressure. Promi- 
nent among the subjects of research are 
causes of coronary artery occlusion. Im- 
proved methods of treatment for present 
sufferers are also being searched for. 

Diseases of the heart and arteries are 


and fel 


now by long odds the chief cause of 
death. Their fatal impact falls on those 
in the prime of life, as well as on the 
aged. While much remains to be done to 


enable us to prevent these deadly mala- 
the outlook today is one of con- 
fidence in ultimate success, whereas ten 


dies, 


years ago an attitude of despair pre- 
vailed. 
The Life Insurance Medical Research 


Fund is supported by ponteibuttons from 
150 large and small U. S. and Canadian 
life insurance st a Its resources 
are devoted entirely to the fight to gain 


control of heart disease. 


FEUSTEL - BERGLAS GEN. AGENCY 
Succeeds Hackman - Feustel for Lincoln 
National in Los Angeles; Hackman 
Retires 

With the retirement of J. F. Hack- 


man and the appointment of John W. 


Derglas as general agent for Lincoln 
National Life in Los Angeles in part- 
nership with Henry A. Feustel, the for- 


Hackman - Feustel agency now be- 
comes the Feustel - Berglas agency. 
Mr. Hackman, with Lincoln National 
since 1925 and general agent for 11 years, 
asked to be retired. After a five-weeks 
Honolulu vacation he will return to the 
agency and specialize in personal clients 


mer 


and pension trust work. 

Mr. Berglas, born in Germany and 
educate 7 in Switzerland and at Univer- 
sity of California, was a lieutenant in 

e ‘rr Although in his early years 
in life insurance with Lincoln National 


he contracted polio, he recovered and 
became one of the company’s production 
stars. After being made an assistant 
reneral agent he joined the home office 
agency department and did considerab:e 
traveling as a field assistant, also con- 
ducting numerous agency meetings. 


Travelers Field Changes 


Eight recent field appointments in life, 
accident and health lines have been 
announced by the Travelers. 

James H. Underwood, who has 
assistant manager at Houston, with 
headquarters at San Antonio agency 
office, has been transferred to Chicago 
in the same capacity. 

Three field sipervisors have been ap- 
pointed. They are loseph K. Reed, Jr., 
at Rochester, N. Y., James L. Rice, 
3irmingham, and FE. Bernard Brederick, 


been 


Jr.. South Bend. 
Four agency service representatives 
have been named. They are Robert L. 


Albert M. 
Hopkins, 


Campbell. 


Hou- 


Sumner at Peoria, 
Charlotte, N.C., James C. 
ton, and Earl H. Bell, 


Dallas. 














LIFE INSURANCE 





The Massachusetts Indemnity 
Insurance Company 


Specialists in Quality Fd anodeble 
Disability Coverage 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Feunded 1850) 
58 Court St. MAIn 4-7981.-2.3 











National Life of Vermont 
Liberalizes Underwriting 


National Life of Vermont has 
nounced a liberalization in its substand- 
ard age limits in order to provide more 
Insurance on life and 
available for 


an- 


complete coverage. 
endowment plans is now 
impaired lives between the ages of 66 
and 70 inclusive. Age 65 was formerly 
the age limit for substandard insurance. 

The normal limit for all ratings in the 
66-70 age bracket will be $25,000. Addi- 
tional coverage may be available through 
reinsurance, | . 





REPUBL!C NATIONAL CLUB 

Seventeen representatives of Republic 
National Life have been named to the 
1956 President’s Club of Republic Na- 
tional Life. Membership is based on life 
insurance production, earnings and qual- 
ity of business, according to the repre- 
sentative’s length of service. 

















BROAD COVERAGE 





Featuring: 


PROMPT UNDERWRITING ATTENTION 
UNEXCELLED CLAIM SERVICE 
UNQUESTIONABLE FINANCIAL STRENGTH 


SS 


Home Office: 654 Beacon Street, Boston, Mass. 
Offices in Principal Cities from Coast to Coast 





Norton, 


General Agent at Durham 





JOHN G. DARLING 


The North Carlina agency of North- 
western Mutual Life is headed by John 
G. Darling who has been the companys 
general agent in Tulsa Oklahoma, since 
1950. Successor to the late L. Watts 
North Carolina general agent for 
the past 27 years. Mr. Darling will 
maintain central headquarters in Dur- 
ham. 

A CLU, Mr. Darling began his North- 
western Mutual career in Milwaukee in 
1933 as a special agent, and was soon 
promoted to supervisor in the Milwaukee 
general agency. In 1946 he became dis- 
trict agent at San Diego where he built 
an organization that in 1950 ranked 
fourth among the company’s 235 district 
agencies. At Tulsa, the general agency 
under his direction doubled its life insur- 
ance sales production in five years 





Life of Va. Conference 


Ordinary agency leaders of Life In- 
surance Company of Virginia wil! hold 
their annual conference June 17-21 at 
the Homestead Hotel, Hot Springs, Vit- 
ginia. At this meeting the companys 
Progress Trophy will be awarded to the 
Baltimore Agency, of which John \ 
Anderson is manager. This agency le 
the field last year in paid volume, & 
well as in increase. 


Aarne recognition 
will be given to M:z ulcolm H. Webb ot 
El Paso, the company’s leading producer 
of paid Ordinary business; to T. Braxton 
Horsiey, runner-up in the production 
paid business ; and to William P. Woot 
ton of Baltimore, who made the [arges! 
number of paid sales. 
Agency leaders will 
Life of Virginia’s 85th 
convention by Charles A. Taylor, pres’ 
dent of the company. Awards and cita 
tions in recognition of outstanding indi- 
vidual and agency records will be pre 
sented by Willis J. Milner, CLU, vité 
president in charge of Ordinary age 
cies. 


be welcomed te 
anniversary yeal 





June 
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One of the special topics for discussion 
at the 44th annual meeting of American 
26 Life Convention Medical Section set to 

open at the Greenbrier, June 18, will be 
the surgery of congenital ‘heart disease. 





—— B program chairman Dr, J. Travenick, Jr., 
— medical director, Occidental Life of Cali- 

jornia, has announced that two papers 
Is on heart surgery will ‘be delivered by 
nt professors of Georgetown University 


School of Medicine: “Horizons in the 
e Surgical Treatment of Congenital Cardio- 
vascular Disease” by Dr. Edgar W. Davis 
and “The Prognosis of ‘Congenital Heart 





|-2-3 Nisease after Surgery” by Dr. Bernard J. 

ee Walsh. Discussion of these papers will 
he led by Dr. Paul H. Langner, Jr., 
medical director, Provident Mutual. 

lam Dr. Norman B. Cole, chairman of the 

Section, secretary and medical director, 
Baltimore Life, will preside at all ses- 
sions of the three-day meeting. Among 
the guests who will greet the participants 
at the opening session will be Conven- 
tion President Joseph M. Bryan, chair- 
man, Pilot Life and senior vice president, 
lefferson Standard; Claris Adams, execu- 
tive vice president of ALC; and Dr. R. 
R. Simmons, president of Association 
of Life Insurance Medical Directors and 
medical director, Equitable Life of Iowa. 

The program will stress practical un- 
derwriting procedures with a view to 
improving such procedures among the 
member companies by the profitable ex- 
change of workable ideas. 

Other officers of the Medical Section 
are Vice Chairman Arthur E. Parks, 
medical director, Canada Life; Secretary 
Dr. J. R. B. Hutchinson, vice president 
and medical director, Acacia Mutual; and 
member of board of managers, Dr. John 
E. Boland, medical director, Country 
Life and North American Accident. 

The complete program follows: 

Monday, June 18 

Spheres of Professional Relations — 

George F. Lull, M.D., secretary and 
ee general manager, American Medical As- 
— sociation, 
( Jo . The Clinical Course of Systemic Lupus 
pany’ Erythematosus—Philip A. Tumulty, MD, 
Watts associate professor of medicine, Johns 
cone Hopkins School of Medicine, and chair- 
will Private Medical Service, John Hop- 
> Pa kins Hospital. 

a Discussion—E. M. Stevenson, M.D., 
orth: senior medical director, State Farm Life. 
kee in What A re We Doing With Gastric and 

pion Duodenal Ulcers Today ?—John C. Tal- 
ale oe M.D., medical director, Pacific Mu- 

. tual, 
eo _ Discussion—Thomas R. Hale, M.D., 
ial a medical director, Sun Life of 
ae Tuesday, June 19 
insur- Annual Business Meeting. 


_ourgery of Congenital Heart Disease— 
Horizons in the Surgical Treatment of 
congenital Cardiovascular Disease—Ed- 
e sar W. Davis, M.D., professor of Tho- 


ae acc surgery, Georgetown University 
7 i School of Medicine. 
4 ae Prognosis of Congenital Heart 
“Vir- ros \fter Cardiac Surgery—Bernard 
aa Valsh, M.D., associate clinical profes- 
the ted of medicine, Georgetown University 
0 \ school of Medicine. 
ei Discussion—Paul H. Lagner, Jr., M.D., 
ee —e director, Provident Mutual. 
“em Fen Discussion: Non - Tuberculous 
+g ti of the Respiratory System — 
pi “oderator: Archibald C. Wilson, M.D., 
: nedical director, reinsurance, Connecti- 
— ut General. 
Voot neaitticipants : Frank A. Warner, M.D., 
reest I ical director, John Hancock; Frank 
~ Springer, M.D., second vice presi- 
‘ft and medical director, Columbian 


year Mouonal; Frederick R. Congdon, M.D., 
ye. cdical director, Berkshire Life: Fran- 


presi rte ° . . 
a os P. Bicknell, M.D., medical director, 
indi ote Mutual. 








Wednesday, June 20 


f Health Insurance—A Problem in Mul- 
se Relationships? —Ennion S. Wil- 








American Life Convention 
Medical Section Program 


liams, M.D., medical director, Life of 
Virginia. 

Discussion — Paul V. Reinartz, M.D., 
medical director, south-central home of- 
fice, Prudential. 

Chemotherapy For The Mentally IlJ— 
An Appraisal of Risks—Joseph W. John- 
son, Jr., M.D., vice president and medical 
director, Interstate Life and Accident. 

Panel Discussion: Medical Underwrit- 
ing—Moderator: Arthur E, Parks, M.D., 
medical director, Canada Life. 

Participants: James H. Ready, M.D., 
medical director, General American; 
Donald E. Yochem, M.D., medical direc- 


‘tor, Nationwide Life; Paul M. Rattan, 


M.D., medical director, Great National 
Life; Robert L. Weaver, M.D., medical 
director, Penn Mutual. 





National Quality Award 
Plastic Cut Available 


National Quality Award qualifiers who 
wish to imprint the NQA emblem on 
their business cards, can now do so 
easily. Jack White, CLU, Prudential, 
Los Angeles, and his committee on con- 
servation of the National Association of 
Life Underwriters, has available a plas- 
tic cut at a cost of $1. With the cut a 
printer can adorn a business card with a 
half-inch emblem—the letter “Q” with 
“1956” inside the circle. 

NALU also is prepared to supply 
NQAers with matrices of the emblem, 
gratis, in either one-inch or two-inch 
size. 

The individual to write for these is 
Ann Bickerton, NALU, 1800 H_ St., 
Washington 6, D. C. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Bowles Long Active in 
State Insurance Affairs 


George A. Bowles, veteran Insurance 
Commissioner of Virginia, whose death 
June 1 in a Richmond hospital was re- 
corded briefly in these 
week, was 73 years old. He passed away 
just a few hours after he had been re- 
elected to his seventh term as secretary- 
treasurer of the National Association of 


columns last 


Insurance Commissioners. 

30rn in Goochland County, Va., where 
he had maintained his home, Mr. Bowles 
was a railroad telegraph operator from 
1902 to 1910. For 15 years beginning in 
1915 he was a member of the Virginia 
House of Delegates. He was appointed 
Insurance Commissioner in 1930 and 
served continuously in that post to the 
time of his death. He was a leader in 
affairs of the NAIC and was president 
in 1937-38 and secretary-treasurer since 
1949. He enjoyed wide popularity in in- 
surance and with the public and was one 


of the truly colorful personalities in the 
NAIC. 





LIFE INSURANCE COMPANY 








Family Income with a 
“Christmas Bonus” 


All family income plans pay the beneficiary a regular 
monthly income. But. . . in addition . . . Jefferson Stand- 
ard makes an extra payment each Christmas Season. 
Guaranteeing 22 % on policies currently issued, Jeffer- 
son Standard has never paid less than 4% on proceeds 
left on deposit to provide income. Extra Christmas in- 
come, provided by additional interest, is another BIG 
PLUS enjoyed by Jefferson Standard’s Mr. 4%. 


eflerson \iandard 


Home Office: Greensboro, N.C. 
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LEE NASHEM AGENCY 
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New York 17, N.Y 
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Mutual Benefit Life Insurance Co. 





LIAA Statistician 
For Health Insurance 





Bradford Bachrach 
SALLY K. CHURCH 


Sally K. Church, statistician and ad- 
ministrative assistant with Federal Re- 
serve Bank of New York, will join the 
staff of Life Insurance Association of 
America on June 18 as health insurance 
statistician. She will be in charge of 
all statistical studies in the area of acci- 
dent and health insurance. 

Miss Church has been connected with 
the Federal Reserve Bank in its balance 
of payments division since 1947, Prior 
to going to the Federal Reserve Bank, 
she spent a year in Japan as property 
analyst in the War Department’s office 
of Civil Property Custodian in Tokyo. 
From July, 1944, to May, 1946, she served 
as chief of the Correspondence Division 
of the Treasury Department in Wash- 
ington, D. C. 

She was graduated in June, 1944, from 


the Connecticut College for Women 
where she obtained a B.A. degree, 
majoring in economics. She later did 


graduate work in International Trade at 
the New York University Graduate 
School of Arts and Sciences. 


Ernest W. Travis Dead 

Ernest W. Travis of Youngstown, 
well known Equitable Society agent and 
one of the company’s outstanding Group 
producers, died recently. He joined 
Equitable in 1821 at Youngstown with 
the E. A. Woods Co., Pittsburgh. 

Mr. Travis was vice president and a 
charter member of the Equitable Group 
Millionaires Club. With 19 years of 
million-dollar Group production, he had 
an over-all Group volume of $191,800,000. 
He held many records and trophies for 
both tennis and golf in Youngstown. In 
April he and his wife Marion returned 
to United States after a two-month tour 
of North Africa, Middle East and south- 
eastern Europe. 
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Republic National Now 
Has a Billion in Force 


The achievement of a billion dollars 
of life insurance in force in less than 
28 vears has been announced by Theo. 
P. Beasley, president, Republic National 
Life, Dallas. On June 30 the company 

il] be host to about 800 people includ 
inv all home office associates and their 
families and friends at a party cele- 


of a billion in 
m Republic National will 
July 2 and 3 to celebrate 


brating the attainment 


additi 


old open house 


f yrce In 
1 


he event, and also to allow the com 


pany’s policyholders and friends to view 
remodeled 


Nort 


eopreaeite and completely 


home office buildings on h Cen 


tral 


In less than five 


expressway. 


years since the build 


ing was originally constructed the com 


pany has found it necessary to almost 


triple its original home office space 


volume of ‘busi 


addition to 


in order to service the 


ess now being produced. In 


steady growth in the sale ot life, acci 
dent and health and Group insurance, 
the company became actively engaged in 
the reinsurance field in 1947 and today 
is one of the industry’s leading rein 
surers 

\t present Republic National thas 33 
branch offices and operates in 31 states 
= the territory of Hawaii, and further 


‘xpansion is planned 


Mr. Beasley believes that the two bil 
lion mark will be reached not later than 
December 31, 1959 


Travelers Fellowships 


Kellowship awards for study in the 
field of insurance have been announced 
by the Travelers marking the fifth sum 
mer the company has carried on its own 
fellowship program and the sixth sum 
mer of —— in the College-Busi 


ness Exchange Program of the Foun 
dation for “spat Education. 

Robert L. bhesag teacher of English 
at Weaver High School, Hartford, and 
Martin R. kh: itz, guidance counsellor at 
Hartford Publ High School were 
named for aceon fellowships. Study- 


1 


ing under the exchange program fellow- 
ships are Dr. John FE. Maher. instructor 
in accounting at DePauw University, 
Greencastle, Indiana; and Dr. Walter TI. 


of soci- 


Wardwell, 


ology at the 


assistant professor 
University of Connecticut. 


Mr. Twiss will evaluate high school 
courses of study in connection with the 
work done at the company by _ high 
school graduates. 

Mr be atz will divide his time between 
local high school offices and the Travel 
ers ecenin ating the relationship ‘be 
tween an individual’ S high school record 
and later performance in business. 

Dr. Maher studied at the Travelers 
last summer and will continue his re 


search in insurance data processing and 
economic forecasting. 

Dr. Wardwell who has been on the 
teaching staff of the University of Con 
necticut since 1949 will study the organi- 
zation of the Travelers, its over-all func- 
tioning, development of management 
votential and the roles which the pro- 
fessions play in the insurance business. 


Great-West Life Opens 
Maritime Group Office 


Great-West Life announces the 
opening of a new Group office in Hali- 
fax, N. S. to serve the aavewagd prov- 
inces. Tohn \. Faux, formerly of Tor- 
onto, has been appointed group Prisoel 
visor. He has been in Group insurance 


The 


since joining the company as Group 
representative in Toronto in 1950. He 
moved to Ottawa as assistant Group 
supervisor in 1951 and subsequently was 
appointed assistant Group supervisor in 
Toronto. A native of Newark, N. J., Mr. 
Faux is a 1940 graduate of Yale Uni 


versity. 


Mutual of New York and 
N. Y. Life Win Awards 


WAS NATION-WIDE EXHIBIT 


More Than 500 Pen in Annual Exhibit 
of Advertising and Editorial Art; 
Copy Which Was Used 


National advertisements by Mutual 
Life of New York and New York Life 
have received Certificates of Distinctive 
Merit from the Art Directors Club of 
New York. More 11.CC0) entries 
from all over the country competed for 


than 


Approximately 500 were selected 
at the 35th 
and editorial 
Hotel 
annual meeting of the 
Society and its 
500, Art 
awarded to 


awards 
annul exhibit of 
held at the 
con- 


for display 
advertising 
Waldorf-Astoria 
junction the 
Directors 


recently, in 
with 
national Art 
New York Among the 
Directors Club Medals were 
45 winners and Certificates of Distinctive 
Merit to 8&6 


unit. 


advertisers. 
Mutual’s Ad Copy 
Mutual of New York and 


Life were the only insurance 
among the award winners. Mutual's 
Gene winning exhibit was a full page 
black and white photograph of an empty 
milk bottle on top of the “help wanted” 
columns of a newspaper’s classified ad- 


went 


New York 


advertisers 


vertising page. The copy read: 
“Ouestion for a very busy man: how 
would your wife pay the food bills if you 
were no longer here? What kind of work 
would she have to do to keep the family 
gong? Take the time to think it over 
to-night, then consider this: the annual 
premium for $5,000 of MONY life insur- 


who qualifies, 
-little more 
of a quart of milk.” 


ance for a man age 30, 
comes to about 30 cents a day 
than the price 

\ coupon invited 


inquiries about the 


company’s new “Flexible Whole Life 
Policy.” 

Mutual’ s ad appeared earlier this year 
in Collier’s, Life, Look, Time and News- 
week. The agency is Benton & Bowles. 
James E. Clark is the art director and 


Stephen Colhoun was the photographer. 


New York Life’s Ad 


New York Life’s award winning ad 
was a double-page spread in Life, pe 
Post and Collier’s last fall. The ad, 
showing a young family at leisure by the 
lake shore, Pua NYLIC’s new 
Whole-Life policy and read, in part, 
as follows: 

“Any man whose position in life calls 
for at least $10,000 more of insurance 
should consider this low-cost policy by 
New York Life.” Copy went on to de 
scribe the policy features, and a coupon 
invited inquiries. 

Compton Advertising Inc. is the 
agency. John Currie, Jr. the art direc- 


tor, and Suzanne Szasz was the photog- 


rapher. 
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EMPIRE 


is proud that it can now offer the buying public a new series 
of GUARANTEED RENEWABLE TO AGE 65 POLI- 


CIES. 


MORGAN O. DOOLITTLE, 
President 








We welcome your inquiries about these competitive 
Accident and Accident and Sickness additions to our already 
complete disability sales portfolio. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


F. WAYNE 


ARMSTRONG 


been ap 
Life, ac 
cording to an announcement by William 
Elliott, chairman of the board. Mr. 
Armstrong, who has had broad training 
actuarial phases of the 


Armstrong has 


for Maryland 


F. Wayne 


pointed actuary 


in the life in 
was for the past three 


Maryland 
to that he 


surance business, 


years assistant actuary in the 


Insurance Department. Prior 
was in the actuarial departments of two 
other companies, 

Mr. Armstrong the Navy 
for three years during the Second World 
War in the Southwest Pacific aboard the 
USS He 
ceived his education at the University of 
Towa, and received a B.A. in mathematics 
He also did grad- 


served in 


Granville for two years. re- 


and actuarial science. 
uate work in actuarial science 
the 


and math 


ematics at saad of Towa. 


a s Best May 


Lewis C. Sprague, vice president and 
manager of agencies, has announced that 
Mutual’s paid business 
any previous May in 
This is the fourth 
consecutive the 
pany’s amount of new paid business has 
exceeded that of corresponding 
month in its history. 

With the record new business figure 
for May, Provident Mutual marked its 
thirteenth consecutive plus month in 
which new business surpassed that of 
the corresponding month of the preced- 
ing year. 


Provident new 
surpassed that of 
the company’s history. 
month in 


which com- 


any 


DOUGLAS S. FELT, 
Agency Vice Pres. 
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Carl P. Anderson Named 


Associate General A gen 


Carl P. Anderson has been nz ae 
sociate general agent of R. S. Edwani 
& Co., Chicago general agents of Aety 
Life. Associated with Aetna since 193 
Mr. Anderson has been pei sion tras 
representative at the compa ny’s home 
office in Hartford for the past four Years 
He previously served as cashier at the 
Richmond, Va., and Boston agencies 

\ native of Somerville, Mass, \j, 
Anderson is a graduate of North Pao! 
Junior College in Chicag: 



















Your Mutual 
Benefit Life 


Man says: 





Edward 
tive an 
roup 

The ne 


Insurance |: 


irtme! 


to the <r 


In lin 


peratt 


e 

client— |: 
reased 

h rection 

e lminis 

ioted 

client Chan: 
esigne 

resource 

to th z 
O ies procedy 
| @ 99 process 
O tc An i 
policy. ‘ 
In ac 
Certainly, Mutual Benefit Life men em y 
are salesmen—and good ones, 0 


But they sell’ their clients 


into conforming with some special 


ssumit 
rles I 


routy, 


the dev 


don’t 















policy—they plan the insurance l og 
conform with the client. That’s wh) Sp 
Mutual Benefit Life agents. like ; a 
Lloyd D. Stevens of Grand . 
Rapids, build sound careers right ies 
from the start and ew 
win confidence No 
and respect in the Hie, 
communities they ald P; 
serve. The Mutual vith - 
Benefit Life Insur- Sexy 
ance Company. 9 
Newark, N. J. ficatior 
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‘New Alignment of Duties 
At John Hancock Mutual 





ed 
| Agen 


named 4. 
Edwani 
of Aetn: 
‘ince 1935 
sion trus 
y's ‘home 
OUP years 
er at the 
gencies. 
ass., My 
rth Parl 





























Alan F. Lydiard 


MORRIS PIKE 








The Jolin Haneock has announced the 


yansfer of its Group annuity division 
fom the actuarial department, to the 
Group underwriting and research depart- 


ment. The brings together in a 
ngle department 


Edward A. 


move 


under vice president 


Green, actuarial, administra- 


tive and underwriting functions of the 
Group annuity branch of the company. 
The new department will be known as 


the Group actuarial and underwriting 
lepartinent 

de- 
di- 
the 


actuary. 


change in the 
Weaver, 


received 


Consistent with the 
Arthur G. 
ector of Group research, 
ev title of associate 
In line with a realignment of actuarial 
Vice Presi- 
given in- 
all di- 
Also 


actu- 


partment name, 


Group 


perations and responsibilities, 
lent Morris Pike been 
reased responsibility in the over- 
ection of the actuarial department. 
suming new 
res John M. 


Prouty. 


has 


duties are associate 
3oermeester and John O. 
\lexander McDonald, presently 
Iministra 


tive assistant, is being pro- 
noted to director of administration. 
Changes within the department are 
esigned to utilize more effectively the 


resources of the department’s actuaries 









nd to coordinate clerical and machine 
rocedures in a manner best suited to 
the development of new large-scale data 
processing machine methods. 
\n intensive study is now being con- 
ted of the problem of applying cer- 
im actuarial] procedures to the com- 
ays (nivac system, and integrating 
» men em with other company operations. 
, too. ae ee 
lients ' 
vec Springfield CLU Officers 
_ Miss S. Alberta Sutsman, Massachu- 
: ‘etts Mutual, was elected president of 
; why > opringheld, Mass. CLU Chapter at 
like € annual meeting held this week. 
ler olficers include Alfred V. Spindler, 
‘and Mnecticut Mutual, vice president ; How- 
right "lB. Miller, Massachusetts Mutual, 
C easure and Robert E. Mitchell, Jr., 
Veiy rk Life, secretary. 





No Decision on Pensioners 

Canad a’s Health Minister Paul Martin 
old Parliament in Ottawa that the Cana- 
an Government has held a conference 
‘ith the provinces but no final decision 
‘’ expected before —— when 
‘sked by an MP whether there had been 
“ty consultations about widening quali- 
ieations for disabled pensioners. 














Equitable Society Sets 
Ordinary Sales Record 


Sales of new paid Ordinary life insur- 
ance in May totaled $165,000,000, the 
greatest production month in the 97-year 
history of Equitable Life 
ciety, it has been announced by 
W. Dow, president. The sales 
ceeded May of last year by 
topped the former monthly production 
record (March, 1956) by $28,000,000. In 
the first five months of 1956, sales of 


Assurance So- 
Charles 
total ex- 
28% and 





Resigns NALU Chairmanship 

R. L. MeMillon, 
Men’s 
has 


representative of 
Abilene, 


chairmanship 


Assurance in 
the 
insurance 
his 


Business 
Texas, resigned 
of the 
NALU 
Abilene manager and 
speaking engagements. 


disability connnittee of 


because of appointment as 


because of heavy 





new paid Ordinary life insurance 
amounted to $669,000,000, a new record 
for any like period in Equitable history. 


APP-A-WEEK RECORD 


North 
nounced 
Peoria, 


Chicago 
Bruckman of 


American Life of 
that Joseph A. 
Ill. has completed 1,000 consecu- 
company’s App-A- 
Only one other living mem- 
North American field 
attained a record of 


an 


tive weeks in the 
Week ‘Club. 
the 


ever 


ber of force 


has greater 
consistent production. Mr. Bruekmen 
joined North American Life in 1936. For 
years he has been high among the ccm 
pany’s leading producers in both the sale 
of life and accident & health insurance. 
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The Golden Rule Privilege of Appointing their 
Agents—and Earning Increased Bonus and Renewals on 
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Top Commissions on 16 Leading Policy Contracts—Plus 
Bonus: on Both Personal and Agency Production! 


Long Term Vested Renewals on Both Personal and \ 


Friendly, Effective, Home Office Help ia Recruiting and 
Training New Agents! 
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AGENCY BUILDING 
OPPORTUNITIES IN: 





Arizona, California, Delaware, 
Florida, Georgia, Illinois, In- 
diana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, 
New Jersey, North Carolina, 
Ohio, Pennsylvania, Texas, 
Virginia, Washington, D. C., 
and West Virginia. 






The COLUMBUS MUTUAL Life Insurance Company 


Frederick E. Jones, President 


Ben..F, Hadley, Vice-Pres. & Supt. of Agents 





Columbus 16, Ohio 
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Mutual of N. Y. Manager; W. C. Lutz and R. N. Gould TR Tne tO op See Sou 


Agency in RCA Building 





ROGER BOURLAND 


Roger Bourland, CLU, a veteran of 
twenty yea’s in insurance sales, promo- 
tion and administration, has been ap- 
pointed agency manager in New York 
City for Mutual of New York, it was 
announced by Frank B. Jackson, CLU, 
regional vice president. 

Mr. Bourland thas been a member of 
the sales department staff at MONY’s 
home office since early this year, and 
was formerly director of Ordinary agen- 
cies with Liberty Life in Greenville, 
S.C 


As MONY manager in New York City, 
he succeeds John L. Kassoff, who retired 
recently under provisions of the com- 
pany’s security and retirement program. 
The agency is located in the RCA 
Building, 30 Rockefeller Plaza. 

Mr. Bourland, 49 years old, entered the 
personal insurance field in 1936 as a field 
representative for MONY in Lexington, 
Ky. He was advanced to supervisory 
responsibilities in the field, and in 1941 
came to ‘(MONY’s home office. A year 
later he was named director of sales 
promotion and editor of the company’s 
monthly magazine for field underwriters. 
He left MONY in 1946 to enter the 
publishing field, but in 1947 he returned 
to the insurance business and joined 
Liberty Life. 

Mr. Bourland attended Transylvania 
College in Kentucky and was graduated 
from the Columbia University School of 
Business in New York. He also attended 
the Cincinnati Conservatory of Music. 


Great-West Supervisors 

Great-West Life has announced ap- 
pointment of two new branch super- 
visors. Robert M. Stoneburner has been 
named supervisor of the Cincinnati 
branch and Ernest C. Gerhardt super- 
visor of the St. Louis branch. In addi- 
tion Joseph D. Fitzpatrick has been ap- 
pointed a Group representative of the 
Philadelphia agency. 

Mr. Stoneburner is a 1941 graduate of 
the University of Dubuque, Towa. He 
joined Great-West Life in Cincinnati 
last July and since then has qualified 
on several occasions in production con- 
tests for the company’s first-year agents. 
In his new position he will work in asso- 
ciation with R. D. Ross, Jr., manager of 
the Cincinnati branch. 

Mr. Gerhardt joined Great-West Life 
in 1953 after graduating in business ad- 
ministration from Washington Univer- 
sity, St. Louis. He has qualified for the 
company’s President’s Club for the past 
two years. As branch supervisor he will 
be associated with R. K. Fogal, St. Louis 
branch manager. 

J. D. Fitzpatrick, a native of Phila- 
delphia, a 1953 graduate of University 
of Pennsylvania, will be associated with 
Philadelphia Group Supervisor C. A. 
Mann. 


Advanced by N. Y. Life 


The promotion of William C. Lutz to 
supervisor of field the 
real estate and mortgage loan depart- 


operations in 


mont of the New York Life has been 
announced. Robert N. Gould, formerly 
an appraiser with the company’s Los 


Angeles loan department, succeeds Mr. 
Lutz as mortgage loan manager of the 
Seattle field office. 

Mr. Lutz, who joined New York Life 
in 1926, was named mortgage loan mana- 
ger in Seattle in 1953. 
served in the Detroit field office and in 


Previously, he 
where he loan 
manager. He is a member of the Ameri- 
can Institute of Real Estate Appraisers 
and was an associate member of the 
Seattle Real Estate Board. 

Mr. Gould will supervise the com- 
pany’s mortgage loan operations in 
Washington, Oregon, Idaho, Montana, 
Western Canada, and Alaska. He joined 
the company in 1950 in San Francisco 
and was transferred to Los Angeles in 


Denver, Was mortgage 


Tells Advertising Federation in Phila- 
delphia That Publicity Tools Are 


Sales Indispensables 
H. Bruce Palmer, president Mutual 
Benefit Life, was a speaker before the 
Advertising Federation of America in 
Philadelphia June 11, his audience in- 


LIFE 


IS GOOD WITH 


BERGEN-EIBER 


cluding 1,000 men in that field. Among 
other things he discussed automation, MUTUAL TRUST LIFE 


saying that it enabled a salesman to talk 
people at one time instead 
of presenting his sales message to an 
individual, 

“Perhaps no tool of selling has a 
greater opportunity to help the salesman 
in this regard than today’s advertising,” 
He said it is 
popular in some circles to criticize the 
advertising profession, but he did not 
think the record justified this. 

“We can always get the headlines by 
criticizing advertising as being too crass, 
too impractical, too costly and wastful, 
and for failure to understand people and 


to several 
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sold everything from icebound huts ; 
Alaska to seashore property in the Soy; 
Pacific. It has sold soap to  barha; 
peoples; it has changed the habits 
some stubborn people in the world, 
“Advertising is the salesman’s }v« 
friend. The advertising business js (). 
ing a fine job of research, market »». 
is and all the rest. But the adver. 
tising agencies should obtain a_i! 


was one of his comments. 








( c cnowle re 2 ~ 1) 
1951. A graduate of the University of their wants and desires,” he said. “But agente semen ane — 
Utah, he is a member of the American — the fact is that advertising is an indis- Mr. Palmer also emphisized the in. 
Institute of Real Estate Appraisers. pensable tool of selling. Advertising has portance and success of automation, | 
s| 
lan 
Yo 
to 






















LNL's Junior Estate Builder | : 
Is Popular Because --- : 


With Lincoln National's Junior Estate Builder, insurance protection in- ii 


creases fivefold at 21, with no increase in premiums. This policy also pro- th 


a help in growing into grown-up responsibilities; and a head-start on a life- Je 



































vides: cash for college, marriage, or business; an incentive toward thrift: ‘0 


time insurance program. 


The popular Junior Estate Builder is ou 
another reason for our proud claim it 


that LNL is geared to help its field men. i 


The of 
LINCOLN NATIONAL LIFE : 
INSURANCE COMPANY 7 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character wi 
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South Jersey Manager 
For New York Life 


WILLIAM G. 


COPELAND 


The appointment of William G. Cope- 
land, CLU, as general manager of New 
York Life’s new office in Camden, N. J., 
to be known as the South Jersey branch 
has been announced. The company offi- 
cially dedicated the new office June 13 at 
319 Federal Street in the Central Cam- 
den Parkade, with Mayor George Brun- 

ner of Camden officiating. 

Mr. Copeland, who joined New York 
Life in 1948, was a top agent with the 
company gi se hiladelphia branch until 1950 
ng he became assistant manager of 
the branch. Most recently he has been 
general manager of the company’s May- 
fair branch office, also in Philadelphia. 
He became a member of the company’s 
Top Club Council—an organization of 
the top 100 agents—at the age of 23. A 
graduate of the University of Pennsyl- 
vania in 1948, he served in the Navy from 
1944-1946. The Camden branch is New 
York Life’s third branch office in New 
Jersey. Others are located in Newark 
and Trenton, 





Midland Mutual’s 50th 


Anniversary Convention 

More than 300 persons, a record turn- 
out, will attend the golden jubilee con- 
ee of Midland Mutual Life at Hotel 
Chamberlin, Old Point Comfort, Vir- 
ginia, from June 18 to 22. 

Field representatives from throughout 
the company’s territory, as well as home 
office executives, will be on hand to cele- 
brate the 50th anniversary of the found- 
ing of Midland Mutual in July, 1906. A 
varied five-day program of business ses- 
sions, banquets, recreational activities 
and special features has been planned 
to mark the occasion. 

Theme of the meeting will be “Gold Is 
Where You Find it.” Specific topics will 
include positive mental attitude, the role 
of the wife, the importance of continu- 
ing study, market-building, effective 
sales presentations and accident and 
sickness insurance. 

Among the convention highlights will 
e a recognition banquet conducted by 
President Chester O. Sullivan and mes- 
sages by two prominent guest speakers. 
Lester O. Schriver, managing directo1 
of National Association of Life Under- 
Writers, will speak on “Rededication,” 
and Alden Palmer, chairman of R. and 

will have as his subject, “Lasting 
Inspi: ‘ation.’ 

One entire day will be devoted to a 
sight- seeing trip to Colonial Williams- 
surg and other famous historical shrines 
of Ti dewater, Virginia. Conventioneers 
will also have an opportunity to engage 
in salt water fishing, to enjoy a boat 
ride ; ‘round Chesapeake Bay and to par- 
licipate in a number of other recrea- 
tional pursuits. 





Franklin Life Announces 
Anniversary Drive Winners 


The home office of Franklin Life in 
Springfield, Ill, was the scene for the 
finale of the company’s 72nd anniversary 
drive. The campaign held during March 
produced over $70,000,000 in new sales, 
and the volume leader for the month, 
General Agent Charles Denzig, Detroit, 
was awarded a trip to the home office to 
officiate at the drawing of the names of 
two winners of to the 


vacation trips 


Virgin Islands and Hawaii. 

Franklin field men _ qualified for 
chances for the trip with one chance in 
the barrel for every $1,000 of paid busi- 
ness during the month. Winners of the 
trip to the Hawaiian Islands were Mr. 
and Mrs. Fred Petty, Monroe, La.; Mr. 
and Mrs. Alvaro S. San An- 
tonio, won the vacation trip to the Vir- 


Baeza, 


gin Islands. 

During June field men are participat- 
ing in a campaign to honor the birthday 
of Vice President and Director of Agen- 


cies J. V. Whaley. 





State Mutual Increases 


Non-Medical Maximum 

State Mutual Life has increased its 
non-medical maximum amount limit for 
ages 1 through 35 from $10,000 to $15,- 
600, it has been announced by 
vice president Charles F. Harris. The 
exceptions are in the states of 
Mississippi Okla- 
limitations on 


sec ond 


only 


Arizona, lowa, and 
homa statutory 
non-medical have been set at. $10,000. 
This new liberalization is also available 
to brokers and applies to all Term plans. 


where 





Shaping a Career in a Single Year 





G. Morgan 
$592,203 





W. A. Barbareck 
$572,573 





L. F. King 
$481,282 





L. W. E. Laudel 
$883,648 


A. Y. Chang 
$778,260 


Top Ten 


First Year Men 


show the earning power 


in 





W. S. Marshall 
$435,533 


S. A. Brown 
$438,475 





J. S. Graves 
$584,447 





V. R. Workman 
$505,434 





R. E. Shankland 
$472,291 


The first year ordinary sales of these men show that the Lifetime Security Franchise is geared for 


immediate results in sales and commissions. 


And these men are just starting to realize the many benefits from LSF. A three-year training pro- 


gram of four courses (from induction to advanced underwriting) plus company-subsidized outside 


study including CLU training, all equip agents for continuous productive selling ... offer success- 


ful lifetime careers climaxed by liberal non-contributory retirement. 





A MUTUAL 


General American Life 
Insurance Company 


SAINT LOUIS 


LEGAL 


RESBRVE 


COMPANY 
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Mitchell Training Manager 


For Mass. Protective Assn. 





FREDERICK B. MITCHELL 


Frederick B. Mitchell has been named 
as manager of training by the Massa- 
chusetts Protective Association, Inc. and 
the Paul Revere Life. He has been as- 
sociated with the Metropolitan Life for 
the past 10 years. Entering the business 
as an agent; Mr. Mitchell was subse- 
quently named to an assistant manager- 
ship and to a field training post by the 
company. Most recently he has served 
as an assistant manager at Trenton, N. J. 

A native of Maine, he was graduated 
from Castine Teachers College and later 
did work in education at the University 
of Maine and at State Teachers Col- 
lege, Trenton. During World War II 
he served in the U. S. Merchant Marine 





James F. Ramsey Dies 
Ramsey, general agent for 
Connecticut Mutual Life at Chicago 
since 1945, died last Friday following a 
long illness. He was 49. 

A graduate of Drake University, Mr. 


James F. 


Ramsey started in the insurance busi- 
ness in 1933 as an agent for Connecticut 
Mutual. He left 1935, 
becoming general agent Life 
Mutual Chicago 
to Connecticut Mutual 


the company in 


for Home 


and later, Benefit, in 
before returning 
in 1945. 

\ chartered Mr. 


Ramsey was a graduate of the Managers 


life underwriter, 
School of Life Insurance Sales Research 
Bureau life Million 
Dollar Round Table. 

He is survived by his wife, a 
James F. Ramsey, Jr., who is a super- 
visor with the Ramsey Agency, and one 
grandchild. 


and a member of 


son, 


U. S. Life to Offer Stock 

Washington — United States Life of 
New York has filed a registration state- 
ment with the Securities and Exchange 
Commission, seeking registration of 
650,064 shares of its $2 par capital stock. 
According to the statement, 100,000 
shares are to be offered to present 
stockholders, at the rate of one addi- 
tional share for each 10 shares held as of 


June 7. The remaining shares are to be 
offered for public sale by the present 


holders, Continental Casualty and Con- 
tinental Assurance. 

Proceeds from the sale of the 100,000 
shares will be added to the company’s 
general funds and then invested in in- 
come producing securities, the registra- 
tion statement said. U. S. Life said it 
expects these additional assets will en- 
able it to engage more aggressively in 
pursuit of new business, particularly 
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Fidelity is 


a well-balanced company. 
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A WELL-BALANCED COMPANY 
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essential in architecture 


.--a goal in Life Insurance. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 






PENNSYLVANIA 





New York 38. 





GENERAL AGENCY WANTED 
Member of Million Dollar Round Table is interested in a General Agency 
opportunity in New Haven, Conn. Age 43, C. L. U., 9 years as full-time 
career life underwriter, specialist in Estate Pianning and Business Insur- 
ance. Address Box 2422, The Eastern Underwriter, 93 Nassau Street, 








Split-Dollar Tax Question 
As to Interest Free Loan 
Harold N. Sloane of 111 John Street, 
New York, who has been giving talks 
recently the split dollar, 
requested the Commissioner of Internal 


on premium 
Revenue for a ruling as to whether the 
provisions of Rev. Rul. 55-713 published 
in Internal Revenue Bulletin 49, page 7, 
dated Dec. 5, 1955, would be applicable in 
a case where the employe is also the 
He 


behalf of Lawrence Kerstein as president 


corporate owner. was asking on 
of Joseph Kerstein Associates of 7 East 
42nd Street, N. Y. 

Rul. 55-713 


provides as follows: 


Rev. mentioned above, 
Where an employer 
contracts with his employe to pay the 
annual premiums on insurance policies 
on the life of such employe to the ex- 
tent of the annual increases in the cash 
the the 
employe paying the balance, and accord- 


surrender value of policies, 


ing to which the employer will at the 


death of the insured employe receive 
from the proceeds of the policy an 
amount equal to such cash surrender 





through expansion of its agency opera- 
tions. : 
Continental Casualty currently owns 
510,476 shares of U. S. Life, or 51.047% 
of the outstanding stock; Continental 
Assurance owns 240,000 shares, or 24%. 


— 


value, the balance of the proceeds being 
paid to the employe’s beneficiary, such 
arrangement is regarded, for Federal jn- 
come tax purposes, as though an interest. 
free loan is actually made by the em. 
ployer to the employe in amounts equal 
to the annual increases in the cash syr- 
render value of such policies. The mere 
making available of money not 
result in realized income to the payee or 
a deduction to the payor. The respective 
portions of the proceeds of such policies 
payable upon the employe’s death are 
excludable from the gross income of the 
employer and the employe’s beneficiary 
under section 101(a)(1) of the Internal 
Revenue Code of 1954 and section 22(p) 


1 
Goes 


(1) of the Internal Revenue Code of 
1939. 
Under Internal Revenue rules the 


reply was made direct to Mr. Kerstein as 
follows: “In view of the fact that your 
company is an employer and that you are 
an employe of such company, ordinarily 
the provisions of Rev. Rul. 55-713 would 
be applicable with respect to the facts 
as stated in Mr. Sloane’s letter. However, 
it should be noted that Rev. Rul. 55-713 
classifies the transaction as similar to an 
interest-free loan and that “loans” t 
stockholders under certain circumstances 
have been theld to constitute dividend 
distributions. This, of course, is a ques- 
tion of fact to be determined upon exam- 
ination of the taxpayer’s tax returns.” 
Mr. Sloane points out that the last 
portion of the reply leaves unanswered 
the question “what we have to look for 
in the tax return to find out whether 
there could be a taxable dividend,” and 
he has so asked the Revenue Service. 





VICTORY SQUARE 





STAR OF 
THE NORTH 


“Star of the North,’ symbol of 
insurance guidance to a nation 
PUato in coll aal-Vahvar- tale lalel-laudels-ia 
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to the agent minded... 


MINNESOTA 
MUTUAL LIFE 


INSURANCE COMPANY 
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W. P. Noble has been promoted to the 
agency secretary in 
department of 


assistant 


office ot : 
secretary’s 


the agency 


W. P. NOBLE 


The Travelers, it has been announced by 
J. A. Hall, agency secretary. Mr. Hall 


FP. R. CHRISTIE 


also announced two other promotions in 
the same department. F. R. Christie was 


MERTON E. CROOK 


Named chief supervisor, agency division, 
and Merton E. Crook was named chief 


Noble, Christie, Crook, Advanced by Travelers 


supervisor, agency statistical division. 

Mr. Noble joined The Travelers as a 
member of the agency statistical division 
of the agency secretary’s department in 
1928 following his graduation from the 
University of Maine. He was appointed 
chief supervisor of the agency secre- 
tary’s department in 1950. He was for- 
merly a resident of Blaine, Maine, and 
was graduated from Aroostook Central 
Institute in Mars Hill. 

Mr. Christie was born in Hartford and 


attended East Hartford schools. He 
joined The Travelers in 1920 after being 
affiliated with the U. S. Rubber Co. He 
was named assistant chief supervisor of 
the agency secretary’s department in 
1950. He is a veteran of World War I, 
having served 15 months overseas. 

Mr. Crook joined The Travelers in 
1925 shortly after his graduation from 
Bay Path Institute in Springfield, Mass. 
He was named assistant chief supervisor 
of the agency secretary’s department in 
1950. He is a native of Chester, Conn., 
and was graduated from Chester High 
School. 








YOUR OWN “MILLION 
DOLLAR” AGENCY?” 
PRESTIGE? 
SECURITY ? 


Interested ina plan that will accomplish these things? 


SUCH A PLAN IS... 


Bankers National Life’s MILLION DOLLAR 
AGENCY BUILDERS PLAN based on: 


e An exclusive county franchise. 


e A field tested blueprint for developing your own 
MILLION DOLLAR agency quickly. 


e All the necessary sales tools and lucrative commissions 
for building a strong, well-knit organization. 


Qualifiers should have a successful life insurance sales record and a 
strong determination to build their own business. 


IF YOU THINK YOU ARE THE RIGHT MAN... 


Just complete and mail the coupon for full particulars on the MILLION 
DOLLAR AGENCY BUILDERS PLAN. 


Providing sound coverage at reasonable cost 
through competent representatives. Bankers National's 
consistent aim since its founding. 


nail 


NATIONAL LIFE 
INSURANCE COMPANWYW 


MONTCLAIR, NEW JERSEY 


eS ee ae ee as ee a oe 


YY would like to know about your MILLION 
DOLLAR AGENCY BUILDERS PLAN. 





NAME 
STREET 





CITY 


STATE 
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Travelers Ass’t Engineer 


W. J. O'BRIEN 

W. J. O’Brien has been promoted to 
assistant engineer in the building divi- 
sion, home office administration depart- 
ment, of The Travelers. Mr. O’Brien 
joined The Travelers in 1947 as an elec- 
trician. In 1950 he promoted to 
assistant foreman and in 1953 to foreman 


Was 


of the electrical unit. 

Mr. O’Brien, a graduate engineer, is 
a native of Hartford. He attended Mur- 
ray State Teachers College in Kentucky 
and St. Mary’s College in California. He 
is a member of the American Institute 
of Electrical Engineers, the Hluminating 
Engineers Society, the International As- 
sociation of Electrical Inspectors and the 
Hartford Engineers Club. He served as 
a naval aviation cadet for two years dur- 


ing World War IT. 


Bergman, Lordi, Schmitt, 
Mutual of N. Y. Managers 


Mutual of New York is opening new 
managing agencies in Flushing and 
Henipstead, N. Y., and Cleveland, Ohio. 

Maxwell will head the 
Hempstead Anthony J. Lordi 
will be manager in Flushing; and John 
F. Schmitt will manage the new Cleve- 
agency, MONY’s that 
city. The three have been training as- 
sistants at the home office and were 
formerly assistant agency managers. 

MONY has opened seven new agencies 
in 1956 and a total of thirty since 1948. 
The company now has 108 agencies 
throughout the United States and Can- 
ada. _ 

Mr. Lordi, a resident of East Meadow, 
L. I., joined Mutual of New York in 
1949 as a field representative. He quali- 
fied for the company’s production honor 
groups and was advanced to assistant 

New York (Myer) 
Early in 1956 he ws 
assistant at the 


Bergman 


agency; 


land second in 


manager of the 
agency in 1954. 
promoted to training 
home office. 

Mr Bergman. who lives in Llovd Har- 
bor. L. T., has been with MONY since 
1948. He started as a field representa- 
tive, established himself quickly as one 
of the company’s leading underwriters, 
and was promoted to assistant agencv 
manager of the New York (Myer) 
agency in 1951. In March, 1956, he was 
advanced to be training assistant at the 
home office 

Mr. Schmitt, a native of Cle 
a graduate of John Carroll University, 
started with MONY as a field repre- 
sentative in Cleveland in 1945. He was 
advanced to assistant agency manager 
in 1950. In 1952 he received his CLU 
designation, and in January, 1956, he was 
promoted to training assistant. 


land and 
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P. M. Fraser Outlines 
Investment Operations 


FARM, RANCH LOAN MEETING 


Connecticut Mutual Chairman Reports 
on Company’s Record at Meeting in 


Sun Valley, Idaho 

chairman of Con- 
three day 
Farm and 


Peter M. Fraser, 
Mutual, 
meeting of the company’s 
Ranch Loan Conference at Sun Valley, 
Idaho, this week with a brief report on 
the company’s record of the past year, 


necticut opened a 


followed by a detailed discussion of the 


company’s investment operations. Mr. 
Fraser declared that the work of the 
company’s corps of mortgage loan cor- 
respondents is vital in helping maintain 
the yield on company investments at a 
favorable level. He reported that Con- 
necticut Mutual’s average gross return 
was 4.61% last year on total farm and 
ranch loan balance, but that “reflecting 
the general rise in interest rates, we 
placed $27 million in new loans during 
the year at an average rate of 5.11%.” 


$126 Million Invested 


Connecticut Mutual currently has $126 
million invested in 3,700 farm and ranch 
loans throughout the United States, Mr. 
Iraser reported, compared to only $14 
million just ten years ago. Forty loans 
are $250,000 or more, including six ex- 
ceeding $1 million. 

“The high average rate and low serv- 
icing costs on these loans is helping to 
keep our total investment return up,” 
Mr. Fraser said, “and with our city 
mortgage loans help make possible insur- 
ance at continually lowering cost for 
policyholders and more money for their 
beneficiaries.” 

Mr. Fraser also declared “The amount 
of interest in arrears on our farm and 
ranch loans is so low as to be almost 
beyond belief,” reporting that the com- 
pany has had to foreclose only four 
mortgages since 1942. 

Mr. Fraser criticized 
insurance companies as “discouraging 
the flow of life insurance dollars into 
the state,” and “among the most unfav- 
orable in the country.” Pointing out the 
many benefits possible through invest- 
ment of policyholders’ funds, Mr. Fraser 
said “It would be interesting to predict 
how much more of the tremendous sums 
of money generated by the life insurance 
industry would find its way to Idaho if 
the tax climate were improved.” 

“T will venture to say,” he continued, 
“that any loss in income to the state 
eventually would be more than offset by 
increased revenues from other sources- 

direct result of area development that 
insurance dollars would facilitate.” 

The meeting was scheduled in Idaho 
to give company officials opportunity to 
study first-hand the state’s resources and 
possibilities for future investments there. 
Pointing to expanding water and power 
facilities, Mr. Fraser called the area’s 
future “very bright.” 

Also attending from the home office 
were H. Martin Tenney, vice president, 
investments; Frank G. Snelgrove, agri- 
cultural loan secretary; Denzil C. War- 
den, supervisor of agricultur: al loans, and 
John FE. Downey, manager, agricultural 
loans 

Visiting speakers and dignitaries in- 
cluded George D. Clyde, director of the 
Utah Water and Power Board; John 
Breckenridge, president of the National 
Wool Growers Association, and Idaho 
Governor Robert E. Smylie. 


Idaho taxes on 


R. F. Fahrner Appointment 
Richard F. Fahrner has been ap- 
pointed assistant underwriter in the life 
underwriters’ department of New York 
Life. He is a graduate of St. John’s 
University, and joined the company in 
1953 in insurance research department 
Previously, he did research and taught 


in the New York school system. He 
served four years in medical research 
with the Navy. 


Appoint Olson and Hinkes 
R. E. “Dick” Olson of Des Moines 
and Joseph H. Hinkes of Watertown, 
Wis., have 
visors by 


been appointed field super- 
Jankers Life Co., 


Des Moines. 





JOSEPH H. HINKES 


Mr. Olson is with W. K. Niemann Des 
Moines agency; Mr. Hinkes is associated 
with the L. W. Spickard Milwaukee 
agency. 

Mr. Olson, who paid for more than a 
million last year, joined the company in 
1954. Prior to that he was associated 
with Minnesota Mining & Manufactur- 
ing Co. in the Des Moines area. Born 





R. E. OLSON 


in Aurora, Ill., he was graduated from 
public schools there, attended University 
of Illinois and Drake University, gradu- 
ating from the latter in 1952. He is a 
member of the Central Presbyterian 
Church, has served as a YMCA building 
drive captain and is iis a Little 
League baseball manage 

Since signing his aes contract with 
3ankers Life in October, 1953, Joseph 
H. Hinkes has been a substantial pro- 
ducer. He was graduated from Mar- 
quette high school in Milwaukee and 
also attended Notre Dame University for 
two years. 

Following school he was an Army sec- 
ond lieutenant. He joined Bankers Life 
as an agent in Milwaukee. He is promi- 
nent in life underwriters associations 
and is a member of the St. Bernard’s 
parish, Lions Club, Junior Chamber of 
Commerce and the Army reserve. 





Buffalo Association Officers 
Clayton T. Knox, Mutual Life of New 
York, was elected president of the Buf- 
falo Life Underwriters Association at 
the recent annual dinner meeting. He 
succeeds Richard H. Berry, manager 
Metropolitan Life, University district 
office, as president. 
Other officers elected 
O’Donnell, general agent, Equitable Life 
of lowa, first vice president. Howard 
T. Woods, manager, The Prudential, 
North Delaware district office, second 
vice president; Paul J. Maloney, Na- 
secretary ; 
Mutual 


were: Allen 


tional Life of Vermont, 
W. Hamlin, Jr., 
Benefit, 


general agent, 
treasurer. 


Clay 


Philadelphia Life Attains 
$300 Million In Force Mark 


William Elliott, president, Philadel- 
phia Life, has announced the recent at- 
tainment by the company of $300,000,000 
of insurance in force. This figure is the 
culmination of a series of record- 
breaking business increases which run 
over a 50-month period. 

In making this announcement, Presi- 
dent Elliott commented, “It is certainly 
a fitting anniversary present in this, our 
50th year in business. This figure also 
reflects the success of our expansion 
policy which has resulted in the addition 
of many excellent agencies to Philadel- 
phia Life in recent years. 

“Finally,” Mr. Elliott continued, “it is 
especially significant since only a year 
ago we reached the quarter of a_ billion 
mark of insurance in force, and in 1946, 
insurance in force stood only at 
$65,000,000.” 

This figure of $300,000,000 of insurance 
in force was reached as the result of a 
record month in May when President 
Elliott was honored during his birthday 
month. May showed an increase of 
53% over April, 1956, the 50th in suc- 
cessive record-breaking months, and an 
increase of 18% over May, 1955. 


Society of Actuaries 


(Continued from Page 4) 


seem to be that decreasing Term insur- 
ance is provided at a very low cost and 
that an option is obtained to deposit 
funds in the future to produce income 
at settlement option rates. 

Small Company Forum 

Opinions differed as to whether the 
competitiv e position of smaller compa- 
nies is improving or declining compared 
to that of larger companies. W. C. 
Brown, Colonial Life, felt that there has 
been little change. The national ad- 
vertising, mass production techniques, 
direct-placement opportunities and other 
factors are not the exclusive possession 
of the large companies. However, he 
did point out the steady up-grading of 
salaries in recent years not matched by 
increased productivity and the high cost 
of opening new territory. R. B. Hayes, 
Volunteer State Life, gave the results 
of a study which showed that the giant 
and the smaller companies were growing 
faster than those of medium size. On 
the other hand, J. F. MacLean, Bankers 
of Nebraska, felt that the competitive 
position of smaller companies had de- 
clined. They try to counter this trend 
by emphasizing their greater flexibility, 
by ego recognition and through higher 
compensation. However, he felt that the 
traditional advantage in improved in- 
vestment performance has been dam- 
aged by recent developments in Federal 
Income Tax. 

In regard to marketing, W. H. Huehl, 
Indianapolis Life, commented on the in- 
creasingly closer association of life and 
other types of insurance. It shows up 
in the purchase or establishment of fire 
companies by life and vice versa, as well 
as the tendency of both types of agents 
to handle the other line of business. 
H. L. Feay, Marsh & McLennan, and 
Andrew Delaney, American General, 
agreed that this development was taking 
place and the latter at least favored it 
as a new and important way of mer- 
chandising. G. D. Chester, Columbian 
National, commented on the new trend 
to increased financing and other early 
vear costs pointing out. the significant 
effect on surplus. 

L. H. Barnhart, Fidelity Life Associa- 
tion, outlined the principles his company 
tried to keep in mind in changing any 
of their operations. He felt that much 
could be done by a small company in 
this line without actually making a com- 
plete change-over to a high speed elec- 
tronic data processing machine. R. E. 
Larson, Benefit Association of Railway 
Employes, agreed with this, adding that 
if a company pretended it was going to 





Bankers National for 
Variable Annuity Law 


PRESIDENT LOUNSBURY’s VIEWS 


Says His Company Does Not Plan 7, 
Write VA But Believes It Should 
Be Available 


In a letter to State Senator Malcol; 
S. Forbes, chairman of the New Jerse 
Senate Committee on Financial Reports 
which has under consideration the thre 
bills on Variable Annuities passed by th 
Assembly, Ralph R. Lounsbury, presi. 
dent of Bankers National Life of Mon; 
clair, N. J., endorsed the bills whic! 
would permit New Jersey 
to write VA. At the same time he state 
that Bankers National does not expec 
to undertake VA business even if per 
mitted. 

“It seems to me that some way mus: 
be found to permit people, accumulating 
funds for old age, to exhaust them wit! 
the benefit of life contingencies,” said 
Mr. Lounsbury. “If the insurance com 


life companies 


panies are not permitted to issue Vari. 
able Annuities, then mutual funds or 
other organizations must, it seems } 


me, be given the privilege of operating 
life insurance-wise with the use of the 
life contingencies involved in their dis 
tributions. 

“If that is true, then it seems to me 
much wiser to give the privilege of writ 
ing Variable Annuities to life insurance: 
companies who are familiar with wha 
they are doing instead of giving th 
privilege of engaging in the sale of life 
annuities to mutual fund groups and 
others who have had no experience 
background in that type of operation 

“Tf the Variable Annuity principle has 
no economic soundness or need, then j 
will wear itself out very promptly after 
people have had an opportunity to buy 
or fail to buy Variable Annuities. I 
there is an economic need for it, the 
I can imagine no better auspices under 
which to conduct the experiment than b 
permitting the Prudential to conduc 
that experiment. The Prudential’s stak 
in its present lines of business is so ex- 
tensive that its Variable Annuity bus 
ness can never be more than a drop it 
the bucket comparatively, and the Pru 
dential management could never do les: 
than its very best to make the Variabli 
Annuity phase of its business succeed 
for to do otherwise would, of course, re 
flect on their present lines of business 





get stich a machine the fresh look ! 
would have to take at its record wow 
in itself be very valuable. P. M. Bailey 
Security Life and Accident, and H. > 
Staley, Iowa Life, outlined the functions 
they have in mind for their new dati 
processing machines, while J. S. Hil 
Minnesota Mutual, 
mediate financial considerations shoul 
not be weighted too heavily without re 
gard for the ultimate advantages pr 
vided through research. : 

Most of the actuaries appeare: to 14 
vor grading premiums by size 0! police; 
although not everyone agreed on th 
method to be used. W. D. Kidwell, 
Revere Life, J. F. Hook, Standard In 


surance and s W. Lincoln, America! 





United, outlined the advantages and dis 
advantages of making this change. © 
F. Knight, Berkshire Life, and \W. ™ 


Stewart, Central Standard, cautioned tht 
smaller companies that the proportt 


of business of small amounts was impor 


tant in considering a change, but ©.. 


Stafford, Monarch of Canada, 
out that their recent change in 


rection had been entirely satisiactor) 
H. M. Sarason’s suggestion was for OF 
dinary companies to simply decline 
issue small policies except on wome! 
and children. __ ee 

FE. Edwards, Baltimore Life, !€ 
that the main competitive difficulty 0% 
curred between companies with smé 


average size and those with larger ave™ 


age size. 





commented that im- 


pointed 
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Fiquitable Society Names 
Handschin and Hughes 


The naming of two assistant pe 
managers of salary savings has been 
announced by the Equitable Society. 
The appointees are Carl A. Handschin 
at San Francisco and Ralph T. Hughes 
at Philadelphia. 

sie. Handschin, a native of Honolulu, 
was educated at the University of 
Hawaii and was formerly employed by 
the Army Air Forces in personnel ad- 
ministration and management manpower 
surveys, and by Standard Oil Co. of 
California and Arabian-American © Oil 
Co He joined Equitable in 1953 as a 
member of its A. D. Hemphill agency, 
San Francisco. 

Mr. Hughes, 
College, Angola, Ind., was 
the real estate business in 
and later sold contracting machinery. 
He entered life insurance in 1942 and 
was appointed assistant agency manager 
of Equitable’s Taft Woody Agency, 
Harrisburg, Pa., in 1944. When a. new 
district office was opened in Lewistown, 
Pa., in 1948, he was named its manager. 
A graduate of all Equitable’s home 
office instruction courses, Mr. Hughes 
also successfully completed the Society’s 
unit management school at Pocono 
Manor, Pa. He wrote and installed the 
first Salary Savings case at the Taft 
Woody Agency. 


a graduate of Tri-State 
formerly in 
Pittsburgh 





Connecticut General Life 


Field Appointments Made 
Vice President Stuart F. Smith of 
Connecticut General Life announced six 
appointments in the company’s field 
organization. 

Named assistant managers are Robert 
N. Fulethan in the Richmond branch 
office; Walter E. Johnson in Baltimore 
branch office; and James S. Ryan in the 
John St., New York City, agency. 

Mr. Fulethan was formerly a_ staff 
assistant in the Richmond office. He is 
a graduate of Princeton and the Harvard 
Graduate School of Business Administra- 
tion. Mr. Johnson, a graduate of the U.S. 
Military Academy at West Point, was 
formerly a staff assistant in the Balti- 
‘more agency. Mr. Ryan, prior to ‘his 
appointment, served as a brokerage con- 
sultant at the John St. office. He is a 
graduate of Cornell University. 

Charles F. Curtis, formerly an agent 
with the Philadelphia branch office, and 
a Dartmouth College graduate, has been 
named district manager in Wilmington. 

John F. Sawyer of the San Francisco 
branch office staff will head that agency’s 
brokerage department. He is a graduate 
of the University of Oregon. 

Remsen Lefferts, a graduate of Wil- 
liams College, has been named staff as- 
sistant in the Springfield, Mass, agency 
He was formerly with the Richmond 
office. 





Equitable of Iowa Record 

The greatest May in the 89-year his- 
tory of Equitable Life of Towa was re- 

sorded with $11,443,786 of new paid pro- 
cacti. This May record brought the 
total paid production for the first five 
months to an all-time first five months 
high of $62,624,907, a gain of 5.3% over 
the comparable period in 1955. Life in- 
surance in force was increased to $1,447,- 
307,208. 

The Chicago agency, Griffin, Ingram 
and Pfaff, general agents, placed first 
among all agencies throughout the coun- 
ree 





McMahon Vermont Manager 

R. James McMahon, Jr., has been ap- 
pointed general manager of New York 
ife’s Vermont branch in B urlington, A 
‘raduate of the University of Buffalo, 
le was formerly training supervisor in 
he home office for the company’s North- 
eastern division. He joined New York 
Life in 1950 as an agent in Binghamton, 
N. Y., and was named assistant manager 
there in 1953. 


Increase in Dividends 


John C. Lehr, president of The Mac- 
cabees, announces an increase in the 
refund scale of the society, effective 
January 1, 1957. At a recent meeting 
of the board of trustees, this 40% in- 
crease in refunds (dividends) was ap- 
proved. The net interest rate earned by 


The Maccabees during the last three 
fiscal years was 3.67% in 1953, 3.81% in 
, 1954, and 3.91% in 1955. This record, 


in addition to improvement in mortality, 
were important factors in the decision 
to increase refunds to its certificate 
holders. 


Actuary Robert E. Morris, who rec- 
ommended the increase to the board of 
trustees, pointed out that the largest in- 
crease in refunds will be at the older 
ages and longer durations. As a part of 
the actuary’s recommendations which 
were adopted, is an increase from 3.5% 
to 3.8% interest earnings on refunds left 
to accumulate. 

This program of an increase in re- 
funds will apply to all ye of this 
International Fraternal Benefit Society, 
now in its 78th year, and powder nee in 
42 states and the District of Columbia 
of the United States and four provinces 
of Canada. 


Dr. H. J. Walker Joins 
Pacific Mutual Life 


Appointment of Rufus Js Walker, M.D. 
as assistant Pacific 
Mutual Life was announced by the com- 
pany’s Chairman Asa_ V. . Gall... Dr. 
Walker, a graduate of-,University. .of 
Illinois School of ‘Medicine, has been: a 
Mutual’s: Medical. De- 
partment since July, 1955. Prior to. join- 
ing the company, he was engaged in the 
private practice of medicine at Fairfield, 
lll. He is a native of Havana, Ill. * 


medical director. of 


member of Pacific 





One of a series 
of Guardian Life 
advertisements appear'ng in 
national magazines. 


GUARDIAN 


of health 


A+ THREE in the morning the telephone jarred him awake. 
A bleak rain pounded against the windows. 


“Yes, this is Dr. Wingate.” 


“Doctor, my baby is burning up with fever. Can you 


come right away?” 


A few minutes later the roar of a car motor sounded 
lonely in the night—and the doctor was off on another 


“routine” errand of mercy. 


Not with words of praise, and seldom with great wealth 


The GUARDIAN Life 





—do we honor these dedicated men who respond with skill 
and kindliness to relieve our distress, who give so much of 


their lives to protect ours. 


as big as they come. 


Yes, your doctor is big in heart and soul—just about 


Since 1860 GUARDIAN LIFE has helped protect the weil- 
being of American families. Your GUARDIAN represerita- 


tive will be happy to show you }.ow your family can get 


50 UNION SQUARE, 


more out of LIFE with GUARDIAN. 


Insurance Company OF AMERICA 


NEW YORK’ 3,.N..¥ 
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Fennell who has been ap- 
Equitable 


William G. 
pointed assistant 
Society and assigned to the new depart- 
ment-investments at ‘home office was a 
delegate to the International YMCA 
Conference at Helsinki in 1926 and en- 
tered Yale College as 
four-year Southern 
Alumni Scholarship that year. In inter- 
collegiate debating he won the Buck and 
the Thacher Memorial prizes for public 
speaking; was president of the college’s 
Book and Bond fraternity and was grad- 
uated in 1930 with honors in history. 

Awarded a fellowship in history at 
Yale Graduate School, Mr. Fennell re- 
linquished the honor to enter pe Law 
School where the received his LL.B. de- 
gree in 1933. Later that year he be- 
gan a nine-year association in general 
law practice with Cadwalader, Wicker- 
sham & Taft, New York. During this 
period he took part in the International 
Match Corporation bankruptcy and liqui- 
dation proceedings and in the reorgani- 
zations of the Missouri Pacific, ‘Minne- 
apolis & St. Louis and Wisconsin 
railroads. 

From 1942 until joining Equitable, he 
was associated in the general practice 
of law with Wickes, Riddell, Bloomer, 
Jacobi & McGuire, New York. In that 
capacity he was engaged in general cor- 
porate practice, and corporate and anti- 
trust litigation. He is a member of the 
bars of New York, the United States 
Supreme Courts (Eastern and Southern 
New York and Court of Appeals, Sec- 
ond Circuit) and the Interstate Com- 
merce Commission. In 1940 ‘he was a 
Republican candidate for the New York 
State Senate from the Upper Manhattan 
District. 

Among legal articles written by Mr. 
Fennell are: “A Program for Federal 
Labor Legislation,” 1947, and “The Re- 
constructed Court” and Religious Free- 
dom: The Govitis Case in Retrospect,” 
1941, New York University Law Quar- 
terly Review; a book review of “New 
Drugs” by Arthur D. Herrick, 1946, Food, 
Drug & Cosmetic Law Quarterly; “The 
Representation of Security- Holders’ In- 
terests under Section 77,” 1940, Law & 
Contemporary Problems; “Some Reflec- 
tions on the Los Angeles Lumber Co. 
Case,” 1940, Georgetown Law Journal, 
and “Protective Committee and ‘Deposit 
Agreements in Railroad Reorganiza- 
tions,” 1939, Yale Law Journal. 


counsel of 


winner of the 


Yale 


California 





One of the advertisements of insurance 
companies in magazines of national cir- 
culation recently published which has 
drawn an unusual number of letters from 
the public is that showing a soldier try- 
ing to button the obviously too-small 
coat of his uniform. It is headed: “Is 
your G.I. insurance big enough to fit 
you?” Saying that G.I. insurance is one 
of the best buys a soldier can make, the 
question arises: “Is the policy that fits 
you so well when it was purchased still 





Ryan Succeeds Baldwin 
For Hancock in Chicago 


George Baldwin, manager of the Chi- 
cago Group office of the John Hancock, 
has resigned his position to enter the 
company’s general agency department. 
Mr. Baldwin will enter personal produc- 
tion in the Chicago area. 

He is being succeeded by Gerald Ryan, 
who has been serving as a sales execu- 
tive at the John Hancock’s home office 
in Boston. Mr. Ryan began his Group 
career in the John Hancock’s Chicago 
Group office, and later served as mana- 
ger of the Indianapolis Group office. 

Francis M. Hayward, formerly account 
executive at the company’s home office, 
has been appointed assistant manager 


of the Chicago Group office. 





WILLIAM G. FENNELL 


the right size today? Shouldn’t you add 
to at?” 


Film technicians from Afghanistan to 
3razil are getting a helping hand from 
the Aetna Life Affiliated Companies. 
Copies of a manual on motion picture 
care and repair prepared by Aetna’s pub- 
lic education department were recently 
distributed to more than 30 countries by 
the International Cooperation A:dmin- 
istration as part of the U.S. State De- 
partment’s overseas assistance program. 
The booklet, “Splice ’Em Right,” went 
to both American and foreign film tech- 
nicians in South America, the Far East 
and the Middle East. It covers the 
latest methods of cleaning, handling and 

splicing film. 
Uncle Francis 





Provident Mutual Reports 
Record April Production 


A 20.6% increase over April paid-for 
figures of 1955 and the highest new paid 
business in Provident Mutual’s history, 
for the same month, has resulted in a 
new paid-for gain of 13.3% for the first 
four months of this year. Announcement 
of these business gains was made by 
Lewis C. Sprague, vice president and 
manager of agencies for Provident Mu- 
tual. 

New investments for the first quarter 
of 1956 totaled $21,557,000 yielding a 
gross return of 4.23%. Outstanding in- 
vestments, for the same period, showed 
a gross yield of 3.71% on total ledger 
assets of $767,281,000. Both new and out- 
standing investments have shown a gain 
in gross return over the first quarter 
of last year. 


Equitable of Ia. Names 
Harold F. Ryan in Peoria 


Harold F. Ryan has been appointed 
general agent for Equitable Life of Iowa 
in Peoria, Ill. Following service in the 
Navy, Mr. Ryan represented The Pru- 
dential, later becoming associated with 
Aetna as agency supervisor, in which 
capacity he was responsible for the re- 
cruiting and training of agents. 

Mr. Ryan succeeds W. R. Deatherage 
as general agent in Peoria. Mr. Death- 
erage, a company associate since 1938 
and general agent since 1950, had re- 
quested that he be relieved of the re- 
sponsibilities of general agency manage- 
ment so that he could return to personal 
production in the Peoria area. 


Provident Mutual Promotes 


. 
Adams, Reimer and Scott 

Robert A. Adams, William E. Reimer, 
Jr., and J. Stinson Scott figure in re- 
sponsibility changes at agency division, 
Provident Mutual. 

Mr. Adams, appointed supervisor, pub- 
lic relations, will be associated with the 

. ‘ : é a : 
ex2cutive vice president’s office and will 
coordinate planning and execution of 
relations aspects of company’s 
operations. With the company seven 
years, he formerly was in charge of 
zoneral advertising and direct mail. 

Mr. Reimer, appointed Group assistant- 
sales promotion, will be associated with 
Charles E. Probst, manager of the com- 
piny’s new Group department.  For- 
morly, he was editor of Provident Notes 
and othe: agency publications of com- 
nony and was in charge of sales nromo- 
tion. With the company since 1948 he 
will have charge of sales promotion for 
Group department. 

Mr. Scott, appointed — supervisor, 
agency publications and sales promo- 
tion, will be associated with Lewis C. 
Sprague, vice president and manager of 
agencies. He will be editor of Provident 
Notes and other agency publications and 
will be in charge of Ordinary sales pro- 
motion, including direct mail. A former 
Provident general agent he has been 
with the company for 35 years. 


public 





New Rate Book Developed 
By West Coast Life 


A completely new rate book in which 
all premiums for all plans are graded 
according to the size of the policy, has 
been developed by West Coast Life of 
San Francisco, according to Harry J. 
Stewart, president. Under the new rate 
structure, premiums will be graded ac- 
cording to the size bracket, in which the 
policy falls. The first bracket will be 
$1,000 to $5,000; the second, $5,000 to 
$10,000; the third, $10,000 to $20,000; and 
the fourth, over $20,000. Juvenile rates 
have a separate but similar structure. 

The new rate book also features lib- 
eralization of many benefits and several 
new policy forms, developed on the 
basis of market research on the needs 
and living habits of Americans today, 
especially those living in the western 
states, where West Coast Life concen- 
trates its sales operations. Included in 
the new policies are an “Income Pro- 
tector” plan, a “Family Protector,” a 
“Home Protector” and a “Life-Time 
Protector” that has special flexibility 
options to adjust to the insured’s chang- 
ing needs and circumstances. 

There is also a new “Accumulator” 
savings rider that can be attached to any 
plan and a new low-cost automatic con- 
version five-year Term plan. Accidental 
death and disability benefits have been 
liberalized. 





Prudential Names W. P. Scott 


Appointment of Walter P. Scott as 
head of The Prudential’s Albright dis- 
trict in Reading, Pa., has been an- 
nounced by Paul B. Palmer, company 
vice president. 

Mr. Scott assumes the Albright post 
after two years as manager of the 
company’s Shamokin district. With 
Prudential since 1942 he was an agent 
at Williamsport and Muncy until 1950 
when he was placed in charge of a 
detached office at Bellefonte. He left 
that post in 1954 for the managership 
at Shamokin. 





B. A. Deyette Named by 
Equitable Life of Iowa 


Equitable Life of Iowa thas appointed 

A. Deyette as general agent for the 
company in Santa Barbara. Formerly a 
member of the Santa Barbara agency, 
Mr. Deyette was made agency assistant 
of that agency in August, 1955. 





Lack of Trained People 
In Health Field Seen 


WARNING BY M. P. DICKENSON 


Equitable Senior Vice President’s Talk 
Before Health Conference; Growing 
Number of Aged Persons 


Unless the American people are 
aroused to the pressing need for trained 
workers in the health field, future hos- 
pital and surgical insurance benefits may 
be paid off in a “medical service va- 
cuum” because “you can’t buy health 
services that don’t exist.” That was the 
warning sounded by Melville  P. 
Dickenson, senior vice president, 
table Society, in speaking before an 
audience of doctors, nurses and _ profes- 
sional health workers attending a health 
conference sponsored by the New York 
State Department of Health and _ the 
Annual Health Conference, Inc., at the 
Lake Placid Ciub. 

“What is most frightening about the 
future problem is the drastic change in 
population,” Mr. Dickenson continued. 
“By 1970, it is estimated that our popu- 
lation aged 65 and over will have in- 
creased by 54% above the 1950 figure. 
You know from first hand experience 
what this tremendous increase in senior 
citizens means in terms of increase in 
required health services of many kinds. 
Statistics compiled by our actuaries 
show a huge increase in the expense of 
hospital, surgical, medical and_ related 
insurance in the age group 65 and over, 
as compared to that issued to  policy- 
holders under 65. These expenses are 
directly related to the extent and dura- 
tion of care required and therefor con- 
stitute statistical evidence of the diffi- 
cult problems ahead for all of us.” 

Places Blame 

The shortage of workers in the health 
field is the fault of the profession itself, 
Mr. Dickenson emphasized. “You 
haven’t sold the public on the drastic 
need for health personnel,” he said. 


Equi- 


“You haven’t aroused the American 
people sufficiently to meet this chal- 
lenge. You haven’t acquainted enough 


young people with the advantages—and 
particularly the wide variety of open- 
ings—in health careers. Quite properly 
you are now carefully avoiding high- 
pressure tactics to ‘sell’ health careers 
to young people. It would be unpardon- 
able to urge into a health career a 
youngster who is unsuited for it, or who 
has far more aptitude for another field. 
But this should not lead you to continue 
underselling those careers. 

“You have failed to attract a large 
number of people who would have found 
great satisfaction in health careers be- 
cause you didn’t acquaint them with the 
tremendous variety of occupations that 
you can offer. By all means avoid sell- 
ing the wrong people. But for the sake 
of the future health of America let’s do 
a better job of interesting the right 
ones.” 

The insurance companies have devel- 
oped a gigantic nationwide business sys- 
tem that enables millions of people to 
finance their own health care needs and 
to pay for the services of health work- 
ers, Mr. Dickenson explained. “The hos- 
pital, surgical, major medical and_ re- 
lated types of insurance we offer policy- 
holders is sound. Unfortunately, it won't 
do much good if our benefit dollars are 
paid off in a medical service vacuum. 
We have the dollars to pay, but they 
cannot purchase health services that 
aren’t there! As long as this potential 
deficit in services can occur, because of 
health manpower shortages, we cannot 
in good conscience, stand idly by.” 





COLONIAL OFFICE MOVES 


The Allentown, Pa., branch office of 
Colonial Life has moved to larger and 
more modern offices in the Atlantic 
Building. Colonial Life will occupy ap- 
proximately 1,500 square feet of space on 
the second floor. Manager of the Allen- 
town branch is Russell Thomas. 
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Mutual Benefit Life Regional Plans 


“Hit the Target” will be the theme of 
the five regional meetings to be held 
this year by Mutual Benefit Life, New- 
ark, N. J. More than 500 agents and 
general agents will attend the meetings 
which will begin June 20 at Williams- 
burg Lodge, Williamsburg, Va. Other 
meetings will be held June 24-26 at the 
King and Prince Hotel, Saint Simons 
Island, Georgia; June 28-30 at Del Monte 
Lodge, Pebble Beach, Calif.; July 12-14 
at the Grand Hotel, Mackinac Island, 
Mich.; and July 16-18 at the Sagamore 
Hotel, Lake George, N. Y. 

A prominent feature of this year’s ses- 
sions will be the introduction to the 
field of the company’s new estate plan- 
ning film, “According to Plan.” The 
28-minute movie film shows what ‘hap- 
pens when a businessman dies leaving 
his affairs in a confused, unsettled condi- 
tion. Viewed through the eyes of the 
executor of the estate, the roles of the 
lawyer, accountant and life insurance 
agent in the deceased man’s life are 
graphically portrayed. 

The new film is adaptable for use 
alone or as part of the company’s new 
management development program, “The 
True Security.” This program, offered 
by the company as a public service, is 
designed to improve and develop leader- 
ship skills in American industry. 

Chairmen of the meetings are: Associ- 
ate Director of Agencies H. Douglas 
Palmer; Associate Director of Agencies 
Wilbur E. Hintz; Director of Anala- 
graph Training Edward C. Hawes, Direc- 
tor of Field Supervision Robert_ H. 
Stevens; Assistant Director of Field 
Supervision Thomas J. Munn. 

The two-day meetings will follow the 
same pattern. The opening talk covers 
the subject, “Added Lives Equal Higher 
Earnings and More Clients.” This will 
be followed by a panel discussion on 
how to expand sales markets. The spot- 
light then swings to three round tables 
which deal with increasing sales through 
closing techniques. Leading agents then 
wil discuss the value of Million Dollar 
Round Table qualification. 

On the evening of the first day com- 
pany officers will speak at the banquet 
during which awards will be presented 
to company leaders by Charles G. Heitze- 
berg, second vice president and director 
of agencies. Home office speakers at the 
banquet will include President H. Bruce 
Palmer, John J. Magovern, Jr., vice pres- 
ident and counsel; and Harry W. Jones, 
vice president. ; ; 

The second day will begin with talks 
on the company’s programming proce- 
dure, “Analagraphy and Its Plusses,” 
followed by panel discussions by first 
and second year leaders who will de- 
scribe their experience and their goals 
for the future. National Associate speak- 
ers will explain the significance of mem- 
bership in the select group of top Mutual 
Benefit representatives. 





O. K. Anderson Tells of 


Joint Committee Meetings 


Kelley Anderson, president of New 
Em aaah ‘Life, appeared before the 
subcommittee on executive and _ legis- 
lative reorganization of the House Com- 
mit tee on Government Operations on 
June 5 on behalf of the Joint Committee 
on Economic Policy of American Life 
Convention and Life Insurance Associa- 
tion of America of which Carrol M. 
Shanks, president of The Prudential is 
chairman. Mr. Anderson explained the 
work of the Joint Committee which 
dates back to 1945 and was formed to 
cooperate with the Treasury. He told 
the Subject matter of each meeting held 
With Treasury officials since its organiza- 
tion 


The company’s recently introduced 
True Security program will be discussed 
by Director of Sales Services Gordon 
Hull, Assistant Director of Sales Serv- 
ices Douglas W. Johnson and Assistant 
Director of Field Supervision Thomas 
J. Munn. 

A special program for the ladies to in- 
troduce the True Security program will 
also be held at each of the regionals. 

Each regional meeting will be con- 
cluded by Mr. Heitzeberg. 


Indianapolis Life Course 


Twenty members of Indianapolis Life’s 
field force are attending a course in life 
insurance programming at Turkey Run 
State Park in Western Indiana this 
week. 

According to Agency Vice President 
Arnold Berg, these men were selected 
to attend the course because of the ex- 
cellent progress they have made since 
joining Indianapolis Life. 

The five-day concentrated course, con- 
ducted by Educational Director Ivan V. 
Snyder, CLU, covers programming of 
life insurance to fit specific needs. 





Promote G. W. Rosenheim 


Fred I. Wunderlick, vice president of 
Baltimore Life thas announced the ap- 
pointment of Gilbert W. Rosenheim to 
home office supervisor. His activities will 
be mainly with business insurance, es- 
tate planning and programming. 

Mr. Rosenheim has been with Balti- 
more Life since 1923, except for three 
years in the Army between 1942 and 1945. 
He has served in various capacities and 
was elected to the company’s Honor Club 
five times in the past six years. 














Pittsburgh, key industrial city and ex- 
panding insurance market, is the loca- 
tion of Great-West’s newest branch. 
The opening this spring of our 56th 
branch is in keeping with Company 
progress and development over the 
past decade. In that period 14 new 
branches were opened, total business 


in force tripled, and assets increased 
from $245,000,000 to $556,000,000. 
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THAT PROBLEM OF EXPENSES 


One of the most perplexing problems 


facing stock property and liability in- 
surers is how to reduce expenses to the 
point where insurance can be sold at 
rates approximating those now offered 


by the leading cut-rate independent com- 


panies. Despite the justified contention 


that old-line stock company coverage is 


superior in quality—which means agency 
and loss adjustment service in 


to the of- 


counselor 


the final analysis protection 


insurers, 


fered by many independent 
nevertheless the stock insurance indus- 
try finds it is not now getting a proper 


proportion of premiums on the new busi- 


ness being created in these boom years. 


There are many ideas offered, but little 
agreement among segments in the busi- 


ness on how to reduce 
that 


writing 


just expenses so 


rates can be lowered and an under- 


profit margin retained. Some 
company representatives have suggested 
commissions, 
hostile 


stand to lose 


lowering rates of agents’ 


and this has brought immediate, 


reactions. Agents say they 


reduced, 


enough if premium rates are 

without at the same time dropping the 
rate of commission. Such a double ac- 
tion could cut a producer’s income in 


similar contribution by 
billing 


half, without any 


the insurance carrier. Company 


ind 


continuous policies, which have been 


suggested, likewise meet strong opposi- 
tion from agents. 

In company executive circles there is 
no unanimity of opinion. Some execu- 
lives say many insurance rates are still 

o high, as revealed by loss ratios. Other 
executives point to the high loss ratios 
m extended coverage insurance and the 


personal property floater, perennial head 


i 


aches. In these fields rates are being 


ised. Multiple risk policies for 


meowners and business risks aim at 


broadening protection at a lower cost 


ver hazard through economies in produc 


and underwriting 


Vigorous campaigns are being carried 


companies to educate~agents in 


efficient office management operations 


so that 


agency expenses may be reduced 


and production efficiency increased. Pres 


ident John Glendening of the Eastern 


1907, at the post office of New York City under act of 





told that 
that costs of com- 


Underwriters Association or- 


ganization last week 


pany service associations should be ex- 


emained with an eye to achieving 


economies where possible. 


Despite the fact that over-all statistics 


for stock property insurance carriers 
reveal very small underwriting profits 
achieved in the last few years, generally 
far less than permitted by law, never- 
thless the pressure for lower premium 
rates continues yet. As with business 
and industry costs it is today almost 


impossible to reduce expense ratios to 


any marked degree. 


Unless quality is sacrificed it may be 


most difficult for old-line stock compa- 
nies to bring operating costs down t 
the level of the independent insurers. 
Still these latter companies argue that 
they pay losses fairly. However, one 
vital point to be recalled is that there 
cannot be fair and adequate loss ad- 
justments unless at the outset the in- 


sold 


assured’s needs. 


surance is properly to meet an 


There the qualified in- 


dependent local agent and broker is 
likely to be superior to the “captive” 


producer. The must be right, 


essential hazards protected, 


coverage 
before any 
company can make a satisfactory adjust- 
For must pay 


and 


ment. expert service one 


more, many feel the agents of this 


cost 
they 


country can well justify an extra 


for service, and get the business if 


seek it vigorously. 


William G. Rose, commander of the 
Back Bay Post of the Ground Observor 


Corps, last week received the Dis- 
tinguished Achievement Award of the 
U. S. Air Force, the highest recognition 
that service gives to a civilian. The 


award was presented at a dinner com- 
memorating the fifth anniversary meet- 
ing of the group. At the same time, the 
observation area itself was named “Post 
of the Month” in the New England de- 
fense area, Mr. Rose, who is staff assist- 
ant in the monthly policy department of 
John Hancock Mutual Life, has directed 
the activities of the G.O.C. Post on the 
26th floor of the John Hancock Building, 
since the post was started. He received 
the citation from Major William R. 


Campbell of the Manchester, N. H. Air 


Force base. 





Holgar J. Johnson, president of the 
Institute of Life Insurance, received an 
honorary Doctor of Laws degree from 
University of Pittsburgh, his Alma Mater 
at the commencement exercises recently. 
Mr. Johnson was a _ trustee of the 
university for several years. He 
holds an honorary LL.D. also from Beth- 
any College, Bethany, W. Va. 

sefore being called to the Institute 
presidency in 1939, Mr. Johnson spent 
many years in the life i insurance business 
in Pittsburgh, successively as agent, gen- 
eral agent and head of his own agency. 


* * * 


Charles L. Kopp, assistant counsel 
of Pacific Mutual Life, spoke before the 
Oklahoma Tax Institute’s 1956 meeting, 
held at Lake Murray Lodge, Ardmore, 
Okla., June 7-9. Mr. Kopp is a special- 
ist in the field of tax problems concern- 
ing life insurance and family relation- 
ship, and the author of reference works 
on this and kindred subjects. Malcolm 
C. White, Oklahoma City Pacific Mu- 
tual general agent, served as a com- 
mitteeman. 

x * Ok 


Karl Ljung, vice president, agency op- 
erations, Jefferson Standard Life, has 
— elected a board member of Nationai 

Sales Executives. International in scope, 
National Sales Executives is composed of 
280 clubs having more than 29,000 mem- 
bers. Mr. Liung was one of the founders 
of the Piedmont Sales Executives Club 
in Greensboro, N.C. 

* kk 


Jack Herlich, sales training director 
of U nited States Life. was recently elect- 
ed chairman of the New York Associa- 
tion of Life Insurance Training Direc- 
tors. He replaces Earl Cryer, Guardian 
Life, former chairman. New secretary 
is Ted Weise. Mutual Benefit. Erwin W. 
Hahn, Manhattan Life, preceded Mr. 
Weise as secretary. Among the member 
companies of the Association are Metro- 
politan Life, Prudential, New York Life, 
Mutual Benefit. Manhattan Life, United 
States Life, Guardian Life, Equitable 
Society, Mutual Life of New York, Colo- 
nial Life and Bankers National. The 
Institute of Life Insurance, the LUTC 
and LIAMA are also members of the 
association, 

A. J. Smits has been elected a direc- 
tor of Griswold and Company, Inc., of 


which J. C. Griswold is president. This 
is a general insurance brokerage firm 
in New. York City. Mr. Smits is vice 


president of the company. J. F. Kelsey 
has been named an assistant vice presi- 
dent. 


* * x 
John F. Nubel, president of Nubel 
\gency, Inc., New York, is now con- 
Vi ilescing at his home—Bedford Center 


Bedford Hills, Y.—from a ma- 
He is in good spirits and 
return to busi- 


Road, 
jor operation. 
is looking forward to a 
ness in the near future. 


* * * 


Miss Q. Johnstone, manager, person- 
nel department, Standard Accident, De- 
troit, and affiliate, Planet, has been 
awarded the merit award key of the 
National Office Management Association. 
The award is in recognition of her 
worthy effort “in promulgating and in- 
stituting management in the office” at 


the Detroit chapter of the group. She is 
a former director of NOMA and _ has 


served on various commissions of the 
Association. 


* * * 


Arthur F. Heine, assistant vice presi- 
dent of Allstate Insurance Co., has been 
named resident manager of Allstate’s na- 


tional accounts branch office. He ‘had 
previously been in charge of the home 
office underwriting department. He be- 


came assistant vice president in charge 
of home office underwriting in 1952. 


L. K. Kirk, president of Standard Acej- 
and affiliate, Planet 
member 
commerce honor 


dent, 
made 


Beta Gamma Sigma is the only sc 


Detroit, 


an 
Gamma Sigma, 
at the University 


honorary 











et, was 
ot Beta 
S( iclety 


of Detroit at the an- 
nual banquet of the organization recent- 
ly at which the was the principal ve aker, 


iolar- 


ship honor society in the field ory com- 


merce 
American 


and 


business 
Association 


Schools of Business, 


of 





recognized by the 
Colle giate 


John A. Diemand (left), president, In- 


surance 
Companies, 
honorary Doctor of Laws degree 


Company 
is shown above receiving an 


of 


North 


America 


from 


the Very Reverend Edward G. Jacklin, 


5.J., president of St. 


Joseph’s 
annual com- 


Philadelphia, at the college’s 


Inencement 


exercises 


on 


Ce lege, 


June 3. Mr. 


Diemand holds honorary Doctor of Laws 


degrees 
Jeffers: mn 


from 


Jucknell 


University a 
Medical College and Medical 


and 


Center, and an honorary degree of Doc- 
tor of Science in Commerce from Drexel 
Institute of Technology. 


Howard Ennes, director of the Bureau 


of Public 
Assurance Society, 
for his leadership 
American public 
international scale. 
planning 
health 


ot a 


eight public 
the United States, 


Health 


for 


Equitable 
was honored recently 
dramatizing 
activities on an 
Ennes, chairman 
representing 
throug 


role in 
health 
Mr. 
committee 

agencies 
received a silve: 


Life 


hout 
cup 


from Dr, Claire E, Turner, president ot 
the International Union for Health Ed- 


ucation of the Public. Mr. Ennes, who 
received his Master of Public Health 
Degree from Yale in 1948, was also 
elected vice president of Interna- 
tional Union f Health Education ot 
the Public. Present at the award cere- 


monies in New York last month was 
Norvin C. Kiefer, chief 
tor for the Equitable. 


* 


medical direc- 


Former Assemblyman John Lamuia 0! 
of Lamula_ and 


the 


Freundlich, 


York, 


insurance 


firm 
130 William 
has been elected in primaries as 


Street, New 


a delegate’ from the 19th Congress onal 
district to the Republican National Con- 
Mr. Lamula is the Republican 
leader in Lower Manhattan whose lis- 


vention. 


trict 
ance 


embraces 
centers 


and is 


the financial and insur- 
executive 


member 


of the Lower Manhattan Republican 
Club. 

Abraham I. Weisbart, who heads his 
own brokerage business 60 John 
Street, New York, has been elected @ 
life member in the Valorous Lodge No. 
1063, F.& A.M., New York. 
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How to Retire 

The Chamber of Commerce of the 
United States has issued a booklet which 

calls “Look Forward to Your Retire- 
ment.” It seeks to foster the spirit of 
self reliance which has long characterized 
the American people. 

This booklet is a joint project of the 
insurance committee of the U. S. Cham- 
ber which is headed by Chase M. Smith, 
general counsel of Lumbermens Mutual 
7. es and the economic security 
committee, headed by Allen D. Marshall, 


vice sie le of General Dynamic Cor- 
poration, The project was originated by 
nadvisory committee to the abov € com- 


dele, headed by H. Bruce Palmer, 
president of Mutual Benefit Life. The 
text of the booklet is written by Ben- 


jamin B. Kendrick, research associate 
fi the Life Insurance Association of 

\merica, under the general guidance of 
the advisory committee. 

Discussing the need for planning, the 
booklet says: 

“Take money, for instance. We need 
enough income in retirement to be inde- 
pendent of others. Self-respect, which is 
hasic to contentment, often hinges on 
self-support. 

“Apart from money, the main things 
needed for a full enjoyable life after we 
retire are good health, a good home life 
and something useful to do with our 
time These things can usually be had 
by carrying out a thoughtful plan.’ 
Suggestions are then given for financial 
independence, good health, good home 
life and being useful in retirement. 

Under “Good Health” advice is to 
“watch your diet, stay fit, avoid accident 
tisks, keep from worrying, get adequate 
m edical care. 

“The big problem about diet for many 
fus is that as we grow older we simply 


eat too much. And overweight comes 
irom overeating—a point about which 
you should not deceive yourself. 

Usually the best weight for you as you 


grow older, doctors say, is about the 
same as what you weighed at 18 or 20.” 
Keeping fit, says the booklet, does not 
mean sruelling exercise and rigorous liv- 
ing. “Far from building up your health, 
n undermine it by attempting in 
“our 49’s or 50’s, the sam? violent activi- 
ties you may have enjoyed in your 20s. 
Plenty of fresh air, ample relaxa- 
adequate sleep are wonderful phy- 
s ” 





me other observations made: 

‘A great many accidents are not truly 
accidental. They could have been pre- 
vented by simple carefulness. Your main 
aim should tbe to correct or avoid situa- 
tions that you know very well lead to 
accidents. 

“The big factor to rez ang about worry 
its uselessness. If you can do some- 
ng constructive about a sich then 


thir 
If you cannot do any- 
accept the 


Either wavy, 


by ; Il means do it. 
thir g helpful, then trv to 
Situation philosophically. 


Worrying is no help and often interferes 
Fre- 


With proper action or adjustment. 

















futility of 
break the 


realizing the 
able to 


quently, after 
worry, people are 
worrying habit. 
“Having a happy home life in retire- 
ment is not just a matter of getting 
along with your wife (or husband). 


Fabian Bachrach 
KENDRICK 
Wrot2 Chamb>r’s Retirement Booklet 


BENJAMIN B. 


Other things are also important. What 
changes will you make in your living ar- 
rangements? How about moving to a 
warmer climate. You will have more time 
to cuitivate friendships—will you have 
friends? You will have more time for 


hobbies—have you started to develop 
them ? 
“We should not consider the time 


when we leave our regular jobs as mark- 
ing the end of our working days. We 
should plan in advance on having some- 
thing useful to do for many years after- 
wards. One _ possibility is part-time 
employment. Or you might be more in- 
terested in operating a small business. 
Such a business might develop out of a 
hobby or out of your previous work. 
Many people plan on a small place in 
the country when their regular job ends 
—perhaps a chicken farm.” 

Several -constructive suggestions are 
made on how to plan for an adequate 
retirement income, with life insurance, 
of course, playing a major role. 

Single copies of the booklet are free 
on request to the United States Cham- 
ber. Copies may be had in quantities at 
5¢ each. 


x * x 
10% Stock Dividend 

The board of Stockton, Whatlev 
Davin & Co.—diversified Florida rea! 
estate, mortgage loan and_ insurance 
firm—has declared a 10% stock divi- 
dend. There are presently outstanding 
553,930 shares of common. stock, par 
value $4. Brown L. Whatley is presi- 
dent. 





U. S. Merchant Marine 


Herbert C. Bonner, North Carolina 
Congressman, has introduced in Congress 
a bill which would place passenger ves- 
sels in a position to receive the same 
Government privately-fi- 
nanced construction as other special-pur- 
Existing provision for 100% 


guaranty of 


pose vessels. 
Government financing will still be avail- 
able as alternative to the attraction of 
private capital. 

Congressman Bonner said that there is 
a deficiency of 15 large passenger ves- 
sels in the active American merchant 
marine, There are only two American 
flag passenger ships in the North At- 
lantic service and he said one of them 
is becoming obsolete. Forty-one foreign 
passenger vessels are now taking the 
bulk of the business. He said: 

“It is too soon to tell just how success- 
ful Government-insured private financing 
is in comparison with direct Government 
financing which has been responsible for 
the present strength of our merchant 


marine. One thing has become clear, 
however. That is that the extremely 
specialized nature of passenger ships, 


the long period of construction, and their 
great cost is clearly a deterrent to at- 
tracting the use of private funds without 
the maximum of Government guaranty.” 

Continuing he said: 

“Despite the present demands _ for 
transocean passenger accommodations, 
it is unreasonable to expect that private 
investment sources should make avail- 
able its funds in great amount for long 
periods of time and also assume a heavv 
portion of unsecured risk on a national 
asset such as a modern version of the 
great steamship ‘United States.’ The de 
velopment of atomic energy and other 
advanced ideas in ship propulsion and 
design make understandable the reluct- 
ance of private interests, such as insur- 
ance companies, to enter upon extensive 
long-term commitments in an industry 


which has traditionally been one of 
feast and famine. 
“Yet the Government’s stake and its 


need is both real and immediate as long 
as deficiencies in our mobilization base 
exist.” 

* ok Ox 


Export Credits Ins. Corp. 
Corp. of 


protecting 
that ECIC 


Credits Insurance 
Canada since 1944 has been 
exporters. Here are risks 
covers for exporters: 
Insolvency or protracted (a year or 
more) default of the foreign buyer 
Exchange restrictions in the buyer’s 
country which prevent payment to the 
Canadian exporter. 
War or revolution in the customer’s 
country. 
Cancelation of an import license, or 
imposition of import restrictions on 
goods not previously restricted. 
Any other cause beyond the control 
of both exporter and_ buyer, _—_ 
from events occurring outside Canada 
and the continental 'U. S. 
Insurance written by ECIC falls into 
two main classes—general commodities, 
sold short, or normal credit terms with 
payment to be made within six months 
or less; and capital goods (plant equip- 
ment, heavy machinery and the like), 
with provision for progress payments 
over a somewhat longer period of time. 

President of Export Credit Insurance 
Corp. is Hugh T. Aitken; A. W. Thomas 
is assistant general manager. 


Export 


* * * 
’Phone Company Says “Thanks” 


Latest in public relations: 

New York Telephone Co. is sending 
out the following letter to clients who 
pay their bills promptly: 
“thank you” 

We've been reviewing 
and we notice that all through the 
vears you’ve been our customer you 
have been very prompt each month in 
paying your telephone bill. 

We appreciate that, and we want 
vou to know it. The reason is simple. 
Your consideration means we_ have 


letter. 
our records, 


This is a 


more time to devote to bettering the 
many services we offer our customers. 
Thanks again. 
ROBERT L. EVERET, 
Manager. 
* Of * 


Catholic Youth Campaign 


The Catholic Youth Organization of 
the Archdiocese of New York, 122 East 
Twenty-second Street, has appealed to 


under- 
summer 


benefactors for funds to send 

privileged children to its two 

camps. The camps, one for boys and 

one for girls, are in Putn: im Valley, 

seven miles from Peekskill, N. 
* * * 

To Try Former Com, Murphy 

A special term of the General Sessions 
Court of South Carolina will convene 
July 9, purpose of the special term 
being to try former Insurance Commis- 
sioner D. D. Murphy and three other 
insurance men indicted on conspiracy 
charges in connection with the sale of 
an insurance company in 1954. These 
other defendants are George R. P. Far- 
quhar and Bradley Layton of Columbia, 
S.C., and Paul Temple, a ‘Chicago insur- 
ance broker. Charges have also been 
made against O. T. Hogan, chairman of 
United Insurance Co, of Chicago, but 
Governor Stratton of Illinois has  re- 
fused to extradite him. 

The company sold was United Insur- 
ance Co. and its purchaser was the 
Capital Life of Columbia. Allegation of 
the Circuit Solicitor T: Pou Taylor is 
that the company was sold for consid- 
erably less than its value and that Mur 
phv used the influence of ‘his office in 
influencing the sale. 


xk * Ok 
White House Conference 


A conference at the White House on 
June 12 had as its objective discussion 
of people-to-people communications, It 
was called by a letter from President 
Kisenhower reading in part as follows: 

“Our Government, as you know, ‘has 
a relatively modest apparatus for trying 
to make the United States’ objectives and 
principles better understood throughout 
the world. I have asked Congress for 
additional funds to strengthen this ac 


tivity during the fiscal 757. 
“But, clearly, there will never be 


enough diplomats and information off 
cers at work in the world to get the job 
done without help from the rest of. us 
Indeed, if our American ideology is 
eventually to win out in the great strug 
gle being waged between the two op 
posing ways of life, it must have the 
active support of thousands of inde 
pendent private groups and institutions 
and of millions of individual Americans 
acting through person-to-person commu- 
nication in foreign lands.” 

The Conference was attended by 34 
citizen leaders, 

* * * 


$30,000,000 Anti-Trust Suit 


Machines Cor 


International Business : 
answer, in the 


poration has filed its 
United States District Court for the 
Southern District of New York, to the 
$30,000,000 anti-trust suit brought against 
it on December 27, 1955, by Sperry Rand 
Corporation. The IBM answer was a 
categorical denial of all charges of un 
lawful practices. At the same time, IBM 
filed a counterclaim against Sperry Rand 
charging infringement of thirty-five pat- 
ents. 

The IBM counterclaim states that ap- 
proximately fifteen Sperry Rand ma- 
chines are involved in the alleged in- 
fringements, including models of the 
electric computer known as UNIVAC 
and a number of punched card account 
ing machines. 

The counterclaim asks that IBM’s 
damages for the infringements be deter- 
mined upon an accounting and the dam- 
ages be trebled because of the alleged 


willful, wanton and deliberate nature of 
the infringements. It asks for both tem 
porary and permanent injunctions pre 


venting the manufacture, sale and lease 
of equipment involved in the alleged in 
fringements. 
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Society School Holds 
Closing Exercises 


KING ON PROGRESS IN YEAR 
Daytime acetone will Start in Fall; 
Certificates Awarded to Graduates; 
Prize Winners Cited 


leaders in all fields 
students, in- 


hundred 
graduating 


Several 
of insurance, 


cluding prize winners and others filled 
the Great Hall of the Chamber of 
Commerce of the State of New York 
in New York City at noon Tuesday to 


participate in the closing exercises of the 


School of Insurance of the Insurance 
Society of New York. This annual affair 
is impressive, dignified and in keeping 


with the high position of the Insurance 
Society School 9 the industry. 

Dean Arthur >. Goerlich, who is also 
executive vice Sh na of the Insurance 
Society, introduced President Edward 
King—president of the Hooper-Holmes 
Bureau, Inc—who told the large audi- 
ence that the School of Insurance, com- 
pleting its 55th year, gives instruction 
to approximately 3,000 students per year 
and the Insurance Library houses over 
70,000 volumes. 


Largest Insurance School and Library 
in World 

“This school and this library are the 

largest of their kind in the world. Their 

contributions to insurance have won rec- 


ognition both here and abroad,” Presi- 
dent King said. 
“As ‘The School Without A Classroom,’ 


s come to the 
public on a 
number of occasions. To have survived 
these 55 vears, by using borrowed and 
donated classroom space, the school has 
shown a resiliency and a vitality which 
it would be difficult to match. It has 
been able to carry on in this fashion 
only because of the dedicated ley tion of 
its teaching and administrative staff 
The task of scheduling and supervising 
students in 88 courses of instruction in 
over a large sec- 
administrative 


Insurance ha 
general 


the School ot 
attention of the 


classrooms sc attered 
tion of the city is an 
feat which taxes the imagination. 
“Beginning with the new academic 
year, in September, the School of Insur- 


ance will have three classrooms of its 
own, These will be located in the new 
administrative offices of the society at 
225 Broadway. The general problem of 


classsroom space will not, by any means, 
be solved since dependence will still be 
on donated space for most classes. But 
there will be, at least, three classrooms 
always available and ready to meet some 
of the need of the school. 
Daytime Classes 

School of In- 
to give day- 


“For many years, the 
surance has been besought 


time instruction. These requests have 
come from many parts of the United 
States and from a meee vie of foreign 


Because of the availability 
new classrooms, experiments in 
daytime classes will be conducted be- 
ginning with the fall term. 

“It is obvious that the correct solution 
of the classroom problem of the School 
of Insurance is a building of its own 
Because of the very high costs of land, 
labor and materials, which have existed 
for so many years, the problem of pro- 
viding adequate housing for the School 
has been a knotty one. A number of 
leaders of the city’s insurance fraternity 
have wrestled with this problem long 
and devotedly but without, as yet, reach- 
ing a solution. 


countries, 
of three 


Dedicated efforts toward 
the acquisition of a building still con- 
tinue. It is my ardent hope that these 
efforts will come to fruition before many 
more years go by.’ : 
Certificates Awarded 


General Manager Lewis A. Vincent of 


Nubel Agency Joins 
Merchants Fire, N. Y. 


NUBEL MADE VICE PRESIDENT 
Will Head Beehanae Department of 
Company for Countrywide Business; 

Mandeville Metropolitan Mer. 
Fire Assurance 
York announces elec- 
tion of John F. Nubel as resident vice 
president of New York City as of 
July 1. Mr. Nubel will head the broker- 
age department of the Merchants Fire 
for countrywide business. The counter 
of the company at 102 Maiden Lane will 
move to the present location of the 
Nubel Agency on the 17th floor of 111 
John Street. The following classes of 
insurance will be written—fire, automo- 
bile, casualty, workmen’s compensation 
and marine. 


Arthur W. 


The Merchants Cor- 


poration of New 


Mandeville has been ap- 
pointed metropolitan manager of the 
Merchants Fire to assist Mr. Nubel in 
the operation of the new office. Mr. 
Mandeville has been with the company 
for 13 years with duties in underwriting 
and production in suburban and metro- 
politan New York. For several years he 
vas special agent in New York suburban 
territory for the Merchants. 

Mr. Nubel has been in insurance for 
15 years, starting in 1911 with the Royal 
Indemnity where he rose to superintend- 
ent of the metropolitan department, He 
later organized his own agency in Brook- 
lyn and in 1928 moved to Manhattan 
when appointed downtown ‘borough 
agent for the (Globe Indemnity. Later 
the business was switched directly to 
the Globe when Mr. Nubel became pro- 
duction manager of po company. 

In 1938 he joined the Standard Surety 
»§ vice president in hrs irge of production, 


He re-entered the agency field in De- 
cember, 1941, which agency is now 
being merged with the Merchants Fire. 


He has a large following among brokers. 





National Board of Fire Underwriters pre- 
sented certificates to nine recipients, 
each of whom has completed 480 hours 
of classroom work. These were Edward 
C. Winters, Adams & Porter; Chris- 
topher S. Kempf, Providence - Washing- 
ton; John Martin, Commercial Union- 
Ocean Group; Ivo J. Garbarini, self- 
employed; Richard E. Staveley, London 
Assurance; George R, Tessmer, Ameri- 
can Home Agency; Morris L. Cohen, 
self-employed; Harold E. Lapp, Jr., 
North British & Mercantile, and John C. 


(Continued on Page 29) 


Ed Schenke New Pres. of 
Insurance Ad Conference 


BULAU V.P. AND CLEMENT SEC’Y 


New Directors Are W. H. Hackett, W. 
J. O’Meara, T. H. Sherlock—2-Yr. 
Terms; Careers of New Officers 


June 12 Edmund V. 
advertising manager of the 
Insurance Group, was 
Insurance Adver- 


Skytop, 
Schenke, 
Royal-Liverpool 
elected president of 
tising Conference at the business ses- 
sion here this morning of its 33rd an- 
nual meeting. Mr. Schenke succeeds 
William H. Doty, supervisor of publicity 


of Aetna Insurance Group, who has 
served as IAC president during the 
past year. 

Alwin E. Bulau, assistant secretary 
and advertising manager of the Home 
Insurance Co., was elected vice presi- 


dent of IAC, and W. Winthrop Clement, 
manager of public relations of American 
International Underwriters Corp., was 
named secretary-treasurer. 

New members of the executive com- 
mittee, elected for two-year terms, are 


W. H. Hackett, advertising manager, 
American of Newark Group; William 
J. O'Meara, advertising and publicity 


department, Aetna Life Affiliated Com- 
panies, Hartford, and Thomas H. Sher- 
lock, assistant advertising manager, Fi- 
delity & Deposit of Baltimore. 


Harry V. Carlier, assistant secretary, 


Pach Bros., N.Y. 
ALWIN E. BULAU 
Northern Assurance, IAC past president, 
was chairman of the nominating com- 
mittee and serving with him were Irv- 
ing D. Bothwell, superintendent of 
printing and __ publicity, Commercial 
Union-Ocean Group, and Walter H. 
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Not only protects your assured’s goods 
but also saves him gas and motor repairs too. 
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Affiliated Photo—Conway 
EDMUND V. SCHENKE 


Riley, advertising manager, American 
Surety, also IAC past presidents. 
Schenke 27 Years with Royal-Liverpool 
Edmund V. Schenke is now in his 
27th year with the Royal- Liverpool In- 
surance Group. He had initial publishing 
experience in the theatrical field before 





W. WINTHROP CLEMENT 


For some years 


his present connection. 
Smiley, 


he was assistant to Ralph W. 


then advertising manager of Royal- 
Liverpool, who is a past president of 
IAC. In 1944 Mr. Schenke was _ pro- 
moted to be advertising manager of the 
Globe Indemnity, and the following year 
took charge of advertising and pub- 
licity for the Eagle and Royal Indem- 


IAC Convention News 


Additional news articles on the 
annual meeting of Insurance Adver- 
tising Conference this week at Sky- 














top, Pa. are contained in the cas- 
ualty department. See pages 38, 39 
and 40. 

nity Cos. Upon Mr. Smiley’s retire- 
ment in 1948 he became head of the 
advertising department for the entire 


Royal-Liverpool Group. 
Alwin E. Bulau 26 Years With Home 


This is Alwin E. Bulau’s 26th year 
with the Home Insurance Co. and_ he 
has been its advertising manager since 
April, 1952. His insurance career began 
in Los Angeles as a local agent. From 
there he went to St. Paul, Minn., where 
he conducted his own agency for a time. 


(Continued on Page 40) 
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John A. Neale New 
President of NFPA 


THOMAS, HARTFORD, FIRST V. P. 














Neale Chief Engineer of National Board; 
Bush of San Francisco is Second 
Vice President 


The new president of the National 
Fire Protection Association is John A. 
Neale. He and other officers were elected 
by the international fire safety group at 
the final session of the NFPA’s week- 
long 60th annual meeting at the Hotel 
Statler in Boston last week. 

Mr. Neale is chief engineer of the 
National Board of Fire Underwriters, 


New York. He joined the NBFU in 1950 


v 





National Roard of Fire Underwriters 


JOHN A. NEALE 


and before that he was associated with 
the Chicago Board of Underwriters and 
later the Underwriters’ Laboratories, Inc. 
He is a past president of the Society of 
Fire Protection Engineers. He has been 
active in the NFPA for over 32 years 
and has served as an officer and director 
for the past ten years. 

Also elected to NFPA offices for the 
coming year were: first vice president, 
Chief Henry G. Thomas, Hartford, Conn. 
Fire Department; and second vice presi- 
dent, Loren S. Bush, chief engineer, 
Board of Fire Underwriters of the Pa- 
cific, San Francisco. 

Vernor and Freeman Re-elected 

Richard E, Vernor, manager, Fire 
Prevention Department, Western Actu- 
arial Bureau, Chicago, was re-elected 
chairman of the board of directors, and 
Hovey T. Freeman, president, Manu- 
facturers Mutual Fire, Providence, was 
re-elected NFPA secretary-treasurer. 

Charles H. Bunn, Jr., of Esso Re- 
search and Engineering Company, Lin- 
den, N. J., and L. R. Sanford, president, 
Shipbuilders Council of America, New 
York, were each elected to three year 
terms as members of the NFPA board 
of directors. 

Re-elected to three year terms on the 
board were: A. Leslie Ham, manager, 
Dominion Board of Insurance Under- 
writers, Montreal; George J. Richardson, 
secretary-treasurer, International Asso- 
Claticn of Fire Fighters, Washington; 
and Udell C. Young, vice president, Gen- 
eral Foods Corporation, White Plains. 

John A. Neale Career 

Mr. Neale began his career in 1915 as 
a fire protection engineer after gradu- 
ation from Tufts College in Medford, 
Mass., with a degree in civil engineering. 
He is a licensed professional engineer 
in New York, Illinois and California, and 
has long been active in numerous engi- 

neering societies and associations. From 
1952 to 1954 he was president of the 
Society of Fire Protection Engineers. 
Soon after World War I—having 
Served with the A.E.F. as a lieutenant 
ot artillery—Mr. Neale joined the Ten- 
nessee Inspection Bureau and later be- 


4 


came its chief engineer. There he organ- 
ized and operated an engineering depart- 
ment handling municipal fire protection, 
inspection of sprinklered risks, general 
fire protection engineering and rating. 

Five years later, in 1924, he became 
associated with the Chicago Board of 
Underwriters as chief engineer to direct 
similar activities. He remained there 
until 1938, when Underwriters’ Labora- 
tories, Inc., engaged him to take charge 
of one of its major testing departments. 
Later UL made him its chief engineer 
and vice president in charge of depart- 
ments handling protection against burg- 
lary, chemicals, building materials, com- 
bustion equipment, gases, oils, and other 
substances. 

In March, 1950, Mr. Neale joined the 
National Board of Fire Underwriters as 
chief engineer. 


North On Changes 


(Continued from Page 1) 





money too, and their use does not ef- 
fect savings immediately because so 
much capital outlay is required. I do not 
advocate that we postpone the use of 
these cost-saving devices, in fact, we 
use many of them now, but we must also 
become more realistic in our review of 
the combined field and agency costs, if 
the American Agency System is to be 
maintained on an efficient basis. 

“We believe it is the vital link in our 
distribution method to which the sales 
effort of most agency companies are 
geared, but now some of the agency 
companies themselves seem to show 
evidence of hedging through the me- 
dium of relating commissions to volume 
rather than to services performed. This, 
itself, is a trend the implications of 
which may be more far reaching than 
agency leadership has yet realized. 

“Simplification of forms, endorse- 
ments, rules and regulations, accom- 
panied by clarification, would seem to 
be in the interest of all, including the 
public, but the recent trend has been 
in the opposite direction. It is too much 


to expect our agents to devote more 
time to making calls and to sales efforts 
in general, if we continually add com- 
plications, changes, new forms, and pro- 
duction hurdles which may tie our sales 
forces down to their offices. 

Lower Commissions—Greater Profit 

“Any modification of agents’ compen- 
sation must, it seems to me,” stated Mr. 
North, “be ‘based on a sound prospect 
of greater premium production and more 
net profit to both agent and company. 
Unless agents and their companies can 
find some joint and agreeable method of 
competing for the mass market business, 
both as to price and service, that market 
will soon be lost. But if we can be more 
realistic about it than we are now, then 
our respective increase in net profits 
should fully justify such a joint effort. 
One thing certainly comes first —we 
must have the business before we can 
have the profit! 

“The trend in current loss and loss 
adjustment expense ratios is upwards of 
55% of earned premiums. Average com- 
mission ratios are about 25%, and all 
other expenses are now reaching 18% or 
more. Thus a negligible margin remains 
for the stockholder in the underwriting 
or insurance business end of our enter- 
prise. 

“An average underwriting profit of 
2% for the past 5 years is not the kind 
of a trend that develops much _ hope. 
While it is important to both our com- 
panies’ future and our agents that we 
pay losses promptly, that we take ca- 
tastrophies in our stride, that we per- 
form safety and loss prevention services 
in the public interest, we still must real- 
ize that the owners of our companies 
have set us up in business for one pri- 
mary purpose—and that is—to make a 
reasonable profit! 

Need Price Appeal to Hold Market 

“Unless we can modify our expenses 
and retail a margin of profit, it will 
hardly be possible to offer any price 
appeal, regardless how good the service, 
to the policyholders in the so-called 
mass market. By 1975 that market may 
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JOHN A. NORTH 


have disappeared as far as we are con- 
cerned. In fact, nearly one-half of the 
has 


automobile passenger car market 
already gone! Homes and their fur- 
nishings may be next. These risks do 


not actually require a great deal ot 
service,” observed President North. 

“The price of the protection essential 
to these policyholder needs is almost a 
tax, because insurance is a necessity for 
mortgage or finance collateral. This 
compelling influence minimizes sales ef- 
fort and magnifies price differential. 
During the past few months, several in- 
telligent agents have told me personally 
that they would happily contribute to 
some sound method of recapturing a fair 
share of this market. They cannot and 
should not be expected to make such a 
sacrifice by themselves But with the 
cooperation of their principals, some 
expense saving might be developed in a 
manner that could be reflected in a more 
competitive price than the 15-20% dif- 
ferential which exists now. 

“It is not my belief that the trend 
toward packaging is the answer. Pack- 
age policies have their greatest appeal 
to high income groups. Admittedly this 
market is increasing, but it still does not 
compare with the larger number of mod- 
est valued homes whose owners never 
could afford the multiple coverages 


combined in our present day package 
combinations. 

“Furthermore, while these elaborate 
forms of contract may save sales ex- 


pense, they are no bonanza in the home 
office. First there is multiple under- 
writing attention needed; then the cod- 
ing, statistical, and tabulating becomes 
multiplied and the multiple costs begin 
to get fantastic. Even 60 punched cards 
per daily report—and a half day of cleri- 
cal time devoted to one risk becomes 
too commonplace on some forms. On 
the contrary, the simple type of policies 
applicable to a larger number of risks 
is what I refer to when thinking of a 
mass market. 
Competition at Policyhclder Level 

“In this internal struggle for com- 
petitive advantage at the agency level, 
we are sidestepping the purpose of Pub- 
lic Law 15 which aimed at providing 
competition at the policyholder level. 
We seem to be competing for the poorer 
classes of business on a commission 
basis, while the non-agency companies 
seem to be free to follow their individual 
desires in selecting whatever risk they 
want because of the retail price differ- 
ence. 

“We offer relatively little competition 
at the policyholder level on such class 
rated risks as automobiles and dwellings. 
It is also becoming true more and more 
on banks, office buildings, schools and 
public property. The competition we 
engage in is primarily among ourselves 
at the agency level where we are con- 
stantly boosting our own costs. This is 
ridiculous as we are virtually handing 
the non-agency companies the business 
on a silver platter.” 
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Breaking The Many Resistance 
Barriers Through Time Sales 


By W. E. UnzicKErR 
President, Afco 


Part I 


During 1955 installment buying by the 
American public continued its incredible 
post-war growth and reached the point 
where outstanding consumer credit at the 
end of the year was 306 billion dollars- 


an all time high. This figure does not 
include the enormous volume of real 
estate and life insurance credit. When 





Fabian Bachrach 
W. E. UNZICKER 


you consider that outstanding consumer 
credit today is 15 times greater than it 
Was only ten years ago, you can appre- 
ciate the tremendous impact of time 
sales on our economy. 

The present high standard of living 
which we enjoy is to a large extent due 
to the installment method of buying 
which has become such an important 
part of our lives. Only in a credit econ- 
omy can people enjoy today those things 
which would normally take years to ac 
quire through savings. People do not 
only prefer, but also expect to be able 
to budget their purchases. 

The television industry is only 
years old, yet there are 34 million 
in use today. This has been made 
sible almost entirely through time sales 
The tremendous sales growth in almost 
every other business you can think of 
particularly automobiles and appliances 
is attributable to credit. 

Credit can do the same thing for the 
fire and casualty industry. It is because 
of modern credit merchandising methods 
that insurable values are at record levels 
today. Thus you have before you an 
unprecedented opportunity to develop a 
substantial amount of additional busi- 
ness, but to do so, you must offer your 
product on a convenient payment basis 
as has been so successfully done in other 
industries. Only in that way can you 
best compete for the consumer dollar. 


nine 
sets 


pos- 


Factors Responsible for Time Sales 


Why did business make easy payment 
facilities available for the purchase of its 
products? It was faced with certain 
major barriers which placed a ceiling 
mm sales and, therefore, curtailed pro- 
duction and profits. These were the 
barriers of sales resistance, competition 
and income. 

1. The Sales Resistance Barrier—One 
of the greatest barriers to be broken was 
that of sales resistance. The consumer 
simply did not have the cash to pay for 


the product in advance. His only altern- 


atives were to pay cash in full or do 
without. This sales resistance barrier 
was broken by giving the public the op- 
portunity to acquire the product by mak- 
ing a modest down payment and then 
paying the balance of the purchase price 
in small instalments out of current in- 
come. 

2. The Competitive Barrier—Secondly, 
business was faced with a serious com- 
petitive barrier. Not only were sellers 
competing with other sellers of similar 
products but they were also competing 
with sellers of all other types of mer- 
chandise for the limited consumer dollar. 
Recognizing the problem, certain far- 
sighted companies broke the competitive 
barrier by making time sales available. 
Their sales volume expanded so rapidly 
that other competitors were faced with 
the choice of making similar facilities 
available or losing a substantial portion 
of their market. 


3. The Income Barrier—An income 
barrier was faced as well. It was found 
that cash sales produced only a limited 
volume which in turn meant limited 
profits. With the introduction of credit, 
sales volume was tremendously increased 
thus increasing income while at the same 
time lowering unit costs. 

The fire and casualty insurance in- 
dustry has been faced with the same 
barrier for many years and to date has 
taken only limited and inadequate steps 
to remedy the situation. In addition to 
the barriers of sales resistance, income 
and competition, the insurance industry 
is also confronted with a time barrier. 
All of these barriers can quickly and 
easily be overcome by selling fire and 
casualty insurance on a time sales basis. 

Let us now examine each of the bar- 
riers which face the insurance industry 
and consider how time sales can break 
them all. 


Breaking the Sales Resistance Barrier 

First, let us consider the sales resist- 
ance barrier. As you know it has been 
traditional for producers to. sell fire 
and casualty insurance for cash in ad- 
vance regardless of the term of the pol- 
icy. It is only in recent years that 
limited and inadequate installment pay- 
ment facilities have been made available 
in fire lines, and even more limited facil- 
ities in the casualty field. 

The selling of fire and casualty insur- 








by acts and services 








package policies 


The public’s expectation of convenience and efficiency in 
every phase of home and business life now is influencing 
the insurance business. To meet this situation, progressive 
companies are offering various “package” style policies 
which embrace protection against both Fire and Casualty 
perils which threaten the homeowners’ security. 


This trend is leading insurers to look to one agent of 
one company or group of companies. to handle all of their 
insurance needs. It is of utmost importance therefore for 
agents to represent Fire and Casualty companies that are 
prepared to issue the new “package” policies the public 
is demanding. The companies of the Commercial Union— 
Ocean Group are writing these policies now. 

The “One Policy with One Premium” way to buy re- 
lated insurance protection is more economical than numer- 
ous separate policies and your clients will find that 
arranging loss settlements is simpler and more satisfactory 
when their interests are handled by One Agent of One 


Group of Companies. 


Keeping abreast of the public’s changing insurance 
buying habits and providing the latest style policies it 
wants, is another example of the Commercial Union— 
Ocean Group’s policy of “Endorsing the Local Agent by 


Acts and Services.” 
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ance on a cash in advance basis produces 
substantial sales resistance. This sales 
resistance can be overcome by insurance 
producers in the same way it was over- 
come by sellers of other commodities; by 
up-to-date merchandising on a cost per 
month basis. I am sure that you can 
appreciate how much easier it would be 
to sell a $200 homeowners policy by 
quoting a price of less than $10 a month 
for 24 months instead of $200 at the out- 
set. Similarly, how much easier it would 
be to offer a commercial insured a 4g 
monthly payment plan at slightly over 
$100 a month as opposed to an_ initial 
outlay of $5,000. The ability to pay smal! 
convenient installments is generally more 
important to most purchasers than the 
total cost of what they buy. How many 
of us when buving our homes or cars 
were concerned with anything 
the monthly installment cost ? 

You may be interested to know that a 
large west coast automobile dealer re- 
cently began advertising cars on the 
basis that it would cost the buyer only 
9¢ an hour. It does not take long to 
figure out that this adds up to $65 per 
month, which is in line with the prices 
offered by other dealers. However, the 
sales value of this approach was soon 
borne out by the enthusiastic response 
of the public. 

Once you place an insured’s present 
coverages on an installment basis and 
remove the financial burden of paying in 
odvance the atmosphere will be cleared 
for discussions regarding additional coy- 
erages and increased limits which he may 
need but was formerly unable to carrv 
Keep in mind the convenience to the 
insured and, therefore, the advantage to 
you of offering an installment program 
which embraces an insured’s entire ac- 
count regardless of the number. type 
or term of the policies, or the number of 
companies involved. 


beyond 


Breaking the Competitive Barrier 


_Now we come to the competitive bar- 
rier, which can be broken down. into 
three component parts: 1. Competition 
with direct writers: 2. Competition with 
other independent insurance producers: 
3. Competition with sellers of other com- 
modities. 


Direct Writers 

The rapid growth of direct writer busi- 
ness in recent years represents an in- 
creasingly formidable problem for the 
American Agency System in view of the 
price differential. The active and intelli- 
gent use of time sales merchandising can 
be of great help to you in your fight 
against the growing encroachment of di- 
rect writers. 

The price differential between your 
product and that of the direct writer is 
greatly minimized when the cost. is 
spread over a long period of time You 
can meet the dollars-and-cents challenge 
presented by the direct writers while at 
the same time giving the insured a qual- 
ity product as well as the counseling and 
servicing that goes with it. 

The ability to pay in small installments 
is generally more important to the aver- 
age consumer than the ultimate purchase 
price of the product. The experience of 
most businesses has conclusively shown 
that quality products can outsell Jower 
priced lines if the public is given an 
opportunity to pay for the merchandise 
over an extended period. 

Further, if you adopt a modern time 
sales approach, not onlv will you retain 
your present worthwhile business, but 
vou will have a good chance of recover- 
ing that portion of your business you 
may have lost to direct writers. 

(Concluded Next Week) 
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Allstate to Open New 
Denver Regional Office 


Allstate Insurance Company will open 
a new regional office in Denver to super- 
vise company operations in a five-state 
area, Judson B. Branch, senior vice 
president, announces. The Denver oitice 
territory will include Colorado, Montana, 
New Mexico, Utah and Wyoming. All- 
state’s policyholders in this area pres- 
ently are being served by regional of 
in other states. 
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Seminars, June 18-20 
sHERATON-ASTOR HOTEL, N. Y. C. 








Problems of General Insurance and Risk 
Manager’s Responsibility 
To Be Discussed 





Problems of general insurance and 
ywanization of the risk manager’s re- 
sponsibility will be discussed at two 
gnall-group seminars to be conducted 
by the American Management Associ- 
ion at the Hotel Sheraton-Astor, New 
York, June 18-20. Corporate insurance 
managers from all parts of the country 
“ll attend the two seminars, part of a 
sroeram of more than 400 such small- 
vroup meetings the management educa- 
onal association will hold this year. 

One of the two three-day seminar 
eroups will review problems and develop- 
ments in general insurance coverages. 
Topics to be discussed include determin- 
‘ng corporate policy for insurance; use 
¥ blanket versus specific fire and ex- 
wnded coverages; output policies; mul- 
tiple line; deductibles; self-insurance ; 
business interruption; loss prevention; 
wentifving extent of contractual and 
seneral product liability; retrospective 
nd experience rating methods; and 
sources of coverage. 

The general insurance seminar will be 
led bv Hodges Childs, insurance mana- 
ver, Crown Cork & Seal Co., Baltimore, 
Md. He will be assisted by Edward 
Dilworth, insurance manager, Lever 
Brothers Co., New York. 

Risk Manager’s Responsibility 

The other seminar, on organizing the 
risk manager’s responsibility, will cover 
Iministering the insurance function, 
jiorms of communication, and the func- 
tions of the insurance department. Spe- 
‘ific items on the agenda include lines 
{ responsibility, corporate policy state- 
ments, areas of authority, insurance 
manuals, types of reports, workable 
records, selection of broker and carrier, 
letermination of policy on self-insur- 
ance, and apportionment of costs on an 
intra-ccompany basis. 

Chairman of this seminar group will 
he Nathan Siegel, insurance manager, 
Detroit Steel Corp., Detroit. His asso- 
jate will be Earl McCarter, insurance 
manager, Burroughs Corp., Detroit. 
AMA workshop seminars are limited 
to groups of 15 executives who meet for 
three full days under the guidance of 
experienced discussion leaders to ex- 
change knowledge and experience in a 
particular area of management thought 
ind practice. 

Since the group seminars are run con- 
— it is not possible to attend 
oth 


Brooklyn Brokers Hear 
Koelsch on AFCO Program 


Louis L. Koelsch, Jr., field represen- 
ative of AFCO, spoke on “Premium 
rinancing” at the monthly meeting of 
‘te Brooklyn Insurance Brokers Asso- 
‘tation held June 7 at the Hotel St. 
“eorge. AFCO is an insurance premium 
udgeting organization which has more 


tan SOQ) fire and casualty insurance 
‘ompanies subscribing to its facilities. 

Mr. Koelsch discussed the basic role 
ter lit in the American economy and 
mphasized how brokers can increase 
feir business substantially by adopt- 
Ng time sales merchandising methods 


selling their product—insurance, and 
; same time reduce their expenses. 
He also outlined AFCO’s recently re- 
“ised program which offers small pre- 
mums and unique, time-saving non- 
‘gnature facilities. The new program 
nables an agent or broker to budget 
‘remiums totaling as little as $50 under 
monthly or other payment plans with- 
a requiring the insured to sign a 
lote 





ALBANY WOMEN MEET 
Police Commissioner Kirwin of Al- 
bany N. Y., addressed the annual guest 
night dinner of the Insurance Women 
of Albany at Jack’s Restaurant, Albany. 
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This ad of The Home Insurance Company is aimed at getting an 


audience for you — the best businessman in your town. 


You get a group together — or even a single prospect. Your Home 


fieldman will help you to turn talk into premiums! 


This advertisement appears in color in: 


Business Week—July 7 » Newsweek—July 16 * Time—July 16 * U. S. News & World Report— 
July 27 « Nation’s Business—August + Town Journal—August * American Home—August 
Better Homes & Gardens—August 





Agents Guests of PLM 
At New H. O. Building 


IMPRESSED BY COLOR DECOR 
Tour of Historic Phila. and Inspection 
of PLM Offices Arranged by Pres. 
Ludwig and Exec. V. P. Ford 
Fred H. Ludwig, president of Pennsyl- 
vania Lumbermens Mutual of Philadel- 
phia, and his fellow officers were hosts 
on Wednesday, June 13, to agents at- 
tending the mid-year convention of Na- 
tional Association of Mutual Insurance 





FRED H. LUDWIG 


Agents. At the invitation of PLM all 
delegates to the meeting, held in Atlantic 
City June 11-14, spent Wednesday in the 
newly completed home office of Pennsyl- 
vania Lumbermens. 

The delegates and their wives traveled 


from Atlantic City to Philadelphia in 
air conditioned, glass-domed buses to 
Cherry Hill Inn in Haddonfield, N. J 


where they were joined by PLM officers. 
From there they drove through some of 
the historic sections of old Philadelphia, 
viewing en route such shrines as the 
Betsy Ross home, the burial place of 
Benjamin Franklin, Old Christ Church, 
the Independence Hall and Mall. 
Greeted by Ellen, the Secretary 

At PLM’s new home office, formerly 
the Ritz-Carlton Hotel, the agents were 
greeted by Ellen, the Secretary—a PLM 
personality—who has been featured in 
trade journal ads of the company over 
the past several years. She distributed 
gifts to all visitors as a souvenir of their 
visit. The tour, which included inspec- 
tion of the building, was arranged by 
John J. Ford, executive vice president of 
PLM 

The agents were particularly impressed 
by dynamic use of color which is the 
outstanding feature of PLM’s home 
office, as well as new uses of textiles 
and building materials which are demon- 
strated. It was explained to them how 
the PLM commissioned a woman artist- 
technician—Wanda Norstrom—to _ pro- 
vide for the first time the application of 
functional color design and_ layout 
theory. In the execution of her assign- 
ment, aided by Eve Peri, artist in fab- 
rics, Miss Norstrom took the attitude 
that office workers, immersed in num- 
bers, statistics and mathematical data in 
general, are entitled to some relief. This 
relief, best described in the newly coined 
word, “hue-thentics,” has been supplied 
by the expert use of 38 different shades. 
It has transformed the former office 
drabness into a cheerful and stimulating 
decor, aimed at increasing employe 
morale and efficiency. 

Press Preview Last Week 

First preview of the PLM _ building 
was last week when representatives of 
the press were guests of Pennsylvania 
Lumbermens. A key presentation was 

(Continued on Page 32) 
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National Board President Names 
Members of Standing Committees 


James C. Haullett, president of the 
National Board of Fire Underwriters, 
has announced appointments of stand- 
ing committees of the board for 1956-57. 

New committee chairmen appointed 
are: Olaf Nordeng, Aetna Casualty & 
Surety, Hartford, committee on adjust- 
ments; William C. Ridgway, Jr., United 
States Fire, New York, committee on 
finance; S. Dwight Parker, Springfield 
F. & M., Springfield, committee on fire 
prevention and engineering standards; 
H. Clay Johnson, Royal-Liverpool, New 
York, committee on laws; K. E. Black, 
Home Insurance, New York, committee 
on maps; J. R. Robinson, Phoenix As- 
surance, New York, committee on mem- 
bership; and E. H. Forkel, National of 
Hartford, Hartford, committee on sta- 
tistics and origin of losses. 

Chairmen re-appointed are: Charles P. 
Jervey, Travelers Fire, Hartford, ac- 


tuarial bureau. committee; George D. 
Mead, Glens Falls Insurance, Glens 
Falls, conference committee; C. M. 


Gallagher, Atlas Assurance, New York, 
committee on construction of buildings; 
John Newlands, Scottish Union & Na- 
tional, Hartford, committee on incen- 
diarism and arson; A. E. Heacock, Pa- 
cific Fire, New York, committee on pub- 
lic relations; and G. L. Armstrong, Cale- 
donian, Hartford, committee on uniform 
accounting, 

The standing committee appointments 
are as follows: 


Actuarial Bureau 


Charles P, Jervey, chairman, Travelers, Hart 
ford; W. J. Newark; 


Christensen, Firemen’s, 


A. T.  Fleischhauer, Fireman’s Fund, New 
York; H. K. Haag, Hartford Fire, Hartford; 
J. C. Qualmann, Royal-Liverpool, San Fran- 
cisco; F, A, Roberts, Glens Falls, Glens Falls; 
B. L. Thornhill, U. S. Fire, New York; H. P. 
Winter, Continental, Chicago; F. John Barclay, 
Maryland Casualty, Baltimore; Felix Hargrett, 


Home Insurance, New York; Harlan T. 
Springfield F. & M., Springfield. 

Also Addison Roberts, Fire Association, Phila 
delphia; R. R. Wilde, American 
York; F. H. Chegwidden, Fire, Cam- 
den; E. H. Forkel, National of Hartford, Hart- 
ford; W. C. Harris, Phoenix New 
York; Martin, Insurance, 
Hartford; Joseph G. Niederlitz, Great American, 
New York; Richard Orlob, Atlas 
San Francisco; G. Leycester Parker, Sun, New 
York; H. C. Stocker, Northern Assurance, New 
York, 


Pease, 


Equitable, New 
Camden 


Assurance, 
Edward J. Phoenix 


Assurance, 


Adjustments 

Olaf Nordeng, chairman, Aetna C. & S. Hart- 
ford: P. Y. Alverson, Northern Assurance, San 
Francisco; Grant Bulkley, Springfield F. & M., 
Springfield; Edwin H. Ely, Home Insurance, 
New York; W. R. Ewald, Great American, New 
York; J. P. McCormick, Royal-Liverpool, New 
York; F. G. Buswell, Continental, New York; 
E, Scott Hale, American of Newark, Newark; 


i. KF. Hall, Pacific Fire, New York; R. M. 
Hubbs, St. Paul F. & M., St. Paul; T. B. 
Kelley, Commerc:al Union, New York. 

Also K. L. McCallum, Travelers 
ford; C. L. Welter, United States Fire, New 
York; Philip S. Beebe, Hartford, Chicago; V. 
L. Gallagher, Pearl, New York; A. Campbell 
Miles, Royal Exchange, New York; Junius L. 
Powell, Federal, New York; G. L. Scott, North 
British & Mercantile, New York; F. W. Sulli- 
van, Firemen’s of Newark, San Francisco; F. I. 
White, National of Hartford, Hartford; R. C. 
Williams, Hanover, New York. 

Conference Committee With Other 

Insurance Companies 

George 1). Mead, chairman, Glens Falls, 
Falls; C. L. Allen, Aetna, Hartford; 
Heacock, Pacific Fire, New York; A. B. 
Paul F. & M., St. Paul; Bert A. 
of Newark, Newark; F. H. 
Morgan 


Fire, Hart- 


Glens 
A. E: 
Jackson, St. 
Jochen, American 
Spencer, California, San Francisco; T. 
Williams, Home Insurance, New York. 
Construction of Buildings 
C. M. Gallagher, chairman, Atlas Assurance, 
New York; J. M. Hutch, Norwich Union, New 
York; Charles P. Jervey, Travelers Fire, Hart- 
ford; H. T. Lewis, Royal-Liverpool, New York; 
Fred H. Morasch, Fireman’s Fund, San Fran- 
c'sco; Olaf Nordeng, Aetna C. & S., Hartford; 
Edward A. Larner, Employers’, Boston; H. A. 
Clark, Firemen’s of Newark, Chicago; J. A. 
Munro, Prudential, New York. 
Also J. R. Robinson, Phoenix Assurance, New 
York; George D. Vail, Jr., American Equitable, 


New York; F. F. White, National of Hart- 
ford, Hartford; Sam G, Browning, U. S. 
F. & G., Baltimore; Rush W. Carter, Aetna 


C. & S., Chicago; H. C. Davis, New York Un- 
derwriters, New York; Wm. B. Miller, Ameri- 
can of Newark, Ward, 
Hanover, New York. 


San Francisco; J. V. 
Finance 

William C. Ridgway, Jr., chairman, U. S. 

Fire, New York; D. R. Ackerman, Great 

American, New York; K. E. Black, Home, New 


York; John L. Mylod, Pacific National, San 
Francisco, A. C. Seymour, Royal-Liverpool, 
New York; C. L. Allen, Aetna, Hartford; 


George D. Mead, Glens Falls, Glens Falls; E. D. 
Patton, Northern New York; Peter 
J. Berry, Security of New Haven, New Haven; 
J. Victor Herd, Continental, New York; W. A. 
Rattelman, National Union of Pa., Pittsburgh; 
P. Smith, Norwich Union, York; 
Smith, London & Lancashire, Hartford. 


Assurance, 


Everard New 


WwW. W. 


Fire Prevention and Engineering 
Standards 

S. Dwight Parker, chairman, Springfield F. & 
M., Springfield; Robert G. Clarke, Reinsurance 
Corp., New York; John A. Heinze, Unity Fire 
& General, New York; Edward J. Martin, 
Phoenix Insurance, Hartford; H. L. Miller, 
Buffalo, Buffalo; H. C. Pitot, Royal Exchange, 
New York; George B. Salter, Providence, Wash- 
ington, Tompkins, Scottish 
Union & National, Hartford; Frank F. Dorsey, 
U. S. F. & G., Baltimore; R. B. 
Zealand, San Francisco. 


Providence; G. S. 


Masters, New 








PRITCHARD 


Consultants 


the best. 
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Cull Wl W. Happy lo Se You 
AT HIS FINE RESTAURANTS 
23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 


Newly Elected Member of Esquire Charge 
also members of 
Diner’s Club and Trip Charge Systems. 


EMIL PANGAL—Genial Host to Downtown Diners for over 26 Years 
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213 PEARL STREET 
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Also A. L. Ross, United States Fire, New 
York; F. P. Walther, Continental, New York; 
David A. Barry, Assurance, San Fran- 
cisco; Frank W. Franzen, Firemen’s of Newark, 
Newark; Robert S. Aetna, Hartford; 
John Glendening, Home, New York; James C. 
Assurance, San Francisco; S. T. 
Skirrow, American, New York; Clarke 
Smith, Royal-Liverpool, New York; Everard P. 
Smith, Norwich Union, New York; R. T. 
Sweeney, Caledonian, Hartford. 


Pearl 
Garvie, 


Hitt, London 
Great 


Incendiarism and Arson 
John Newlands, chairman, Scottish Union & 
National, Hartford; E, E. Erickson, Fire Asso- 
ciation, San Francisco; John Glendening, Home, 


New York; Robert G. Horr, Agricultural, 
Watertown; H. K. Jarvis, Pearl, New York; 
E. D. Lawson, Firemen’s Fund, Chicago; H. 
K. Seibels, Birmingham Fire, Birmingham; 
Leonard B. Bogart, Aetna, Hartford; Roy E. 
Carr, Providence Washington, Providence; H. 
W. Cowles, Glens Falls, Glens Falls; Lester 


S. Harvey, New Hampshire, Manchester. 

Also Continental, Atlanta; 
Robert Wareing, Fire, Hartford; 
Charles A. Dupuis, Firemen’s of Newark, New- 
ark; T. B. Lee, Commercial Union, New York; 


Louis P. Jervey, 


Travelers 


J. L. Magenheimer, North British, New York; 
A. C. Posey, Hartford, San Francisco; Calvin 
N. Shepherd, Security of New Haven, New 


Haven; George F. Thomas, Phoenix Insurance, 
Hartford. 
Laws 
H, Clay Johnson, chairman, Royal-Liverpool, 
New York; James F. Crafts, Fireman’s Fund, 
San Francisco; John R. Barry, American Equi- 


table, New York; K. B. Hatch, Fire Associa- 
tion, Philadelphia; Millard Bartels, Travelers 
Fire, Hartford; P. J. Priore, Sun, New York; 


Francis Van Orman, American, Newark; John 
A. North, Phoenix of Hartford, Hartford; 
Frank F. Dorsey, U. S. F. & G., Baltimore; F. 
Elmer Sammons, Hanover, New York; Philip S. 
Brown, Fire, Hartford; Raymond N. 
Fore, New York. 

Also Jos G. Niederlitz, Great American, New 
York; Paul E. Laymon, Planet, Detroit; William 
MacLean, National Union, Pittsburgh; W. E. 
McKell, American Surety, New York; E. H. 
Forkel, National of Hartford, Hartford; Lester 
S. Harvey, New Hampshire, Manchester; A. E. 
Heacock, Fire, New York; Charles A. 
Home, New York; Olaf Nordeng, 
Aetna, Hartford; George D. Mead, Glens Falls, 
Glens Falls; A. L. Ross, United States Fire, 
New York; S. T. Shotwell, North British, San 
Francisco, 


Hartford 


Caverly, America 


Pacific 
Loughlin, 





Maps 

K. E. Black, chairman, Home, New York: 
J. L. Erhardt, Royal-Liverpool, New York; W. 
A, Seaver, Agricultural, Watertown; H, p, 
Vore, Fizemen’s of Newark, Newark; Paul Wij. 
Planet, Detroit; R. D. Billings, Greg 
American, San Francisco; C. C. Otto, Westem 
Fire, Kansas City, Mo.; Bruno C. Vitt, Ameri. 
can of Newark, Newark; W. B. Winchell, Pa. 
cific National, Philadelphia; William H. Berry, 
Continental, York; C. D. McVay, Ohio 
Farmers, LeRoy, Ohio; A. Brooks Parker, Jr., 
Boston, Boston; M. E. Peterson, Springfield 
F. & M., Chicago. 


Membership 
J. R. Robinson, chairman, 
ance, New York; W. W. 


son, 


New 





Phoenix Assur k 
Corry, National Fire, 


Hartford; E. A. Henne, Continental, Chicago: ne 
E. L. Mulvehill, American Reinsurance, Ney ee 
York; John P. Breeden, American Equitable, 





San Francisco; Charles M. Close, Great Ameri 
can, New York; Allen M. Mills, Camden Fire, \fr. 
Camden; S. Dwight Parker, Springfield F. & M, ; 


Springfield; Leonard Peterson, Home, New a6 
York; A. L. Polley, Hartford Fire, Hartford; cen 
P, J. Priore, Sun, New York; Percy Chubb II, 
Federal, New York; K. B. Hatch, Fire Associa seri 
tion, Philadelphia. Is 
Public Relations mt 
A. E. Heacock, chairman, Pacific Fire, New em] 
York; J. L. Biglen, New York Underwriters, Wd 
San Francisco; C. T. Hubbard, Aetna, Hart. , 
ford; Albert C. Knox, Phoenix Insurance, Hart ter 
ford; B. J. Oswald, Pearl Assurance, New ane 
York; H. A. Payne, Home, New York; W. A. es 
Rattelman, National Union, Pittsburgh; A. 0 ne 
Robinson, Yorkshire, New York; Kenneth J. on 
Bidwell, London Assurance, New York; Roland — 
H. Gwyn, Century, New York. | 
Also A. L. Ross, United States Fire, New 
York; J. S. Sheppard, Phoenix Assurance, San ti 
Francisco; Lothar Sudekum, Union Reinsurance, i 
New York; F. H. Witmeyer, Excelsior, Syra 
cuse; Walter E. Beeson, Great American, New 
York; John N. Cosgrove, American of Newark, M 
Newark; Erwin H. Luecke, Continental, New 
York; H. C. McAllister, New Hampshire Fire, 
Manchester; H. M. Mountain, Aetna, Hart- 
ford; H. C. Pitot, Royal Exchange, New York; . 
George V. Whitford, Fire Association, Phila aN: 
delphia. : 
Statistics and Origin of Losses the 
E. H. Forkel, chairman, National of Hart M. 
tord, Hartford; George Dearborn, Gen. Acct th 
dent, Philadelphia; John Glendening, Home, sp 


New York; Fritz K. Kleene, Home of Hawaii, Au 


(Continued on Page 32) 








REINSURANCE PLANNED and 
NEGOTIATED - DOMESTIC and 
FOREIGN MARKET FACILITIES 


* 


99 John Street 


New York 38 
Telephone: BEekman 3-4191 





ALBERT WILLCOX & CO., INC. 


Established 1916 


Reinsurance Broker 






















Facultative 





Treaty 







Excess of Loss 
Fire 
Marine 


Inland 











Casualty 
































Yew York: 
York; W. 
n; HD, 
Paul Wi. 
ngs, Great 
0, Western 
‘itt, Ameri. 
nchell, Pa. 
H. Berry, 
Vay, Ohio 
’arker, Jr, 
Springfield 


1x Assur 
onal Fire, 

Chicago 
ance, Ney 
Equitable, 
eat Amer 
mden Fire, 
d F. & M, 
me, New 
Hartford; 
Chubb II, 


re Associa 


F ire, New 
derwriters, 
tna, Hart 
ince, Hart 


v 
New 





i 
enneth J. 
k; Roland 


Fire, New 


France, San 





ican, New 
f Newark, 
ntal, New 
shire Fire, 
na, Hart 
vew York; 


on, Phila 


»sses 

of Hart 
pen. Acci- 
¢, Home, 


»f Hawaii, 














Hyjune 15, 1956 








Page 29 











a 
—_— 


| Ross Appears on “Today” 


TV Program of Garroway 





Na- 


Insurance Agents, 


Kenneth Ross, president of the 


ional Association of 


left, shaking thands with Frank Blair, 
newscaster on the NBC-TV_ program 
“Today” which stars Dave Garroway. 


Mr. Ross of Arkansas City, Kan., ap- 


neared on the morning program re- 
cently. He discussed the independent 
‘al agent and described some of the 


services he provides for his clients. He 
lso reviewed some of the recent trends 
1 the insurance business, with particular 
mphasis on package policies for home- 
yners. 

Mr. Ross appeared “live” on three dif- 
ierent hourly segments of the program, 
nd for the Far West reception a kin- 
escope version of the program was 
ued. Reaction from agents was immedi- 
iteand heartwarming. One local associa- 
tion wired that Mr. Ross’ appearance on 
ove Garoway’s program “was a super 
success here. Congratulations 
hope it can be repeated many 
This is public relations at its 


lossal 
nd we 
mes, 


Maryland Agents Hold 


1956 Summer Convention 
Arthur L. Schwab of Staten Island, 
\. Y., immediate past president of the 
New York State Association of Insur- 
ice Agents, was a leading speaker at 
the 16th Summer convention of the 
Maryland Association held June 10-12 at 
the Commander Hotel in Ocean City. He 
spoke on the New York compulsory 
uitomobile insurance law. The conven- 
tion also received a report from the spe- 
‘al committee on the uninsured motorist 
problem. Committee members are Avery 
Hall, Joseph D. Lazenby, Guy T. War- 
ield and KE. Stuart Windsor. 

A forum session on the new mercan- 
tle block policy had as panel members 
amer |. Rhody of Louis Gordon & Com- 
pany, lic., moderator; Philip J. Dubey 
1 the Travelers, Douglas E. Howie of 
the Hanover Group, Clinton D. Shepherd 
‘tthe American Insurance Company and 
M. Thomas, Jr. of the Hartford 


John M, 
rire Group. 





Fred S. James Names 
Stewart and Nichols V.P.s 


George W. Blossom, Jr., chairman of 
Ne board and president of Fred. S. 
ames Ww Co. announces election of War- 
en T. Stewart and G. Edward Nichols 
‘S vice presidents of the 98 year-old firm 
“! insurance brokers, Mr. Stewart and 
‘ir. Nichols are located at the company’s 
Sew York office at 90 John Street. 

Mr. Stewart has had a long insurance 
ind has been with Fred. S. Jones 
for a number of years. Mr. 
4 joined the company in January, 
196, and is currently servicing as vice 
tesident of the National Association 
% Insurance Brokers. 


1? 





Closing Exercises 


(Continued from Page 24) 


Sage, Providence-Washington. 

Carl E. McDowell, executive vice pres- 
ident of the Board of Underwriters of 
New York, presented prizes to winners, 
who were the leading students in the 
many courses offered by the Society. 
There were more than 30 prize winners, 


with Paul P. Rossetti of the American 
Casualty winning three prizes. They 
were in the courses on suretyship and 
fidelity coverage. David N. McIntyre of 
the Liberty Mutual won two prizes in the 
fidelity courses. 

Harry S. Keefe, Boston, won the In- 
land Marine Claims Association prize 
for the best essay on inland marine 
claims adjusting, and Edward P. Lalley, 
American Airlines, Inc., was the winner 
for an essay on reinsurance. The prize 
was awarded by Sterling Offices, Ltd. 


Insurance Superintendent Leffert Holz 
of New York State, the principal speaker, 
told the graduates that these were not 
actually “closing exercises” for they are 
enrolled in a life-time course of study 
in order to keep abreast of new and 
challenging problems in insurance. The 
business is ever concerned with meeting 
new social and economic needs, and 
these place a constant educational bur- 
den on students. He congratulated the 
students on their perseverance and suc- 
cess and the School on its high educa- 
tional standards. 





America Fore’s advertisements continue 


spotlight the importance of the independent agent 


and broker. This one appears currently in: 
* THE SATURDAY EVENING POST * LIFE * FORTUN 
* READER’S DIGEST * TIME * NEWSWEEK 
* NATIONAL GEOGRAPHIC 
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Waters Cites European Doubts on 
U.S. Entry Into Package Policy Field 








William A. Waters, partner, 


European insurance men who 


had the 


the United States are 


Many 
have not opportunity of visiting 
doubting the wis- 
rapid tran- 
Wil- 


under- 


dow of American companies’ 
policy field, 
ot the 
Henshaw, in 


sition into the package 
A. Waters, 


firm of 


partner 
Hall & 


declared 


liam 
writing 
New York City, 


Having recently 


this week. 
from a Six 


Mr. Waters 


in an ex- 


returned 
trip abroad, 
Underwriter 
that 
industry, 


week business 


told the Eastern 


interview foreign directors 


ES: 


clusive 
over a two 


this field 


wonder how 


year period, was able to enter 


basis—including homes 
and multiple line block 
various other forms—without 
ing experience on ‘hazards not previously 
covered. European officials cautioned 
against the hurried filing of multiple line 
forms without serious consideration 


given to the removal of ambiguities. 


on such a wide 
policies and 
some rat- 


Different Business Face 
Mr. Waters revealed 
queries on multiple line coverage were 
lifficult to answer except by pointing 
out the different pace of business in the 
U.S. as compared to the European mar- 
ket. It is interesting to note, he 
that the European work week is 25% 
longer than the American work week. 
Competitive market conditions in this 
country caused American insurance’s 
quick adoption of package policy cover- 
age, Mr. Waters accra to foreign 
insurance men. He feels that a three to 
five year experience record will be neces- 
sary before multiple line policy rates 
reach proper | 


that many of the 


level. 

During his European trip, Mr. Waters, 
accompanied by his wife, Helen, visited 
Switzerland, England and Holland. The 





Hall & Henshaw, 
above aboard the liner S.S. United States enroute home after the recent ssuccess- 
ful European tour. 


and his wife, Helen, are shown 


major portion of their time was spent 
in Zurich, the home oflices of Switzer- 
land General Insurance Co., Ltd., an 
the Federal Insurance Co. Mr. Waters 
attended the annual meetings of both 
companies while there. 

Company Representations 


Hall & Henshaw New Jersey, Inc., 
are managing general agents for Switzer- 


land General in 19 eastern and south- 
eastern states. H.&H. are United 
States managers for New York Fire & 


Marine Underwriters, Inc., Federal’s 
American affiliate. 

While in London, Mr. 
at the executive offices of the Employ- 
ers’ Liability Assurance Corp., Ltd., and 
the Scottish Union & National Insurance 
Co., also represented by Hi 1 & Henshaw 
in this country. He visited with Charles 
Gould, chairman of the board of (C.F. 
Heath & Co.; General Manager Keysell 
and R. F. Shaw-Kennedy, deputy secre- 
tary of the Employers’ Liability; Baron 
Anstey, Scottish Union & National. 

Mr. Waters, who is also president and 
director of New York Fire & Marine 
Underwriters, Inc., this week welcomed 
Dieter Zoelly, son of the chairman of the 
board of the Federal Insurance Co., 
Zurich, to New York. 

Mr. Zoelly joins Hall & Henshaw for 
approximately one year to study Amer- 
ican insurance business methods and cus- 
toms. His father is a prominent banker 
in Zurich and a director of many Euro- 
pean eee 


Waters called 


WOLFE IN SOUTH JERSEY 


The Great American has appointed 
Harry C. Wolfe as special — to be 


associated with Special Agent C. Neville 
Wight, with headquarters in Philadel- 
phia. Mr. Wolfe will cover the south 
New Jersey field. 


On Study Committee of 
New York Agents Assn. 


NEUMANN RENAMED CHAIRMAN 


Other Members are Blum, Schwartz, 
Grab and Brewer; Aims To Improve 
State Association Operations 


C. Fred Ritter of Middletown, 
dent of the New York State 
of Insurance Agents, 


presi- 
Association 
has made two new 
reappointed 
others to the association study commit- 


appointments and three 


tee. The new appointees 
Grab of Rochester and Herbert S. Brew- 
er of Lockport. 


are Robert J. 


Reappointed are Chair- 
man Joseph A. Neumann of Jamaica, 
Arthur F. Blum of Rockaway Park and 
Irving Schwartz of Syracuse. 

The association ‘study committee, 
sometimes called the Neumann Commis- 
sion, was created last year to study and 
examine all operations and activities of 
the New York State Association with a 
view towards improving operations and 
streamlining administration. Many of 
the committee’s recommendations have 
already been adopted by the directors of 
the New York Association and others 
are receiving study. 


Careers of Members 


Chairman Neumann is immediate past 
president of the National Association 
as well as past president of the New 
York State Association. Mr. Brewer is 
treasurer of the New York State Asso- 
ciation and has served the association 
as regional vice president, member of 
the executive committee and chairman of 
the membership committee. 

Mr. Blum is a member of the executive 
comunittee of the state association, a past 
president of the Queens County Associ- 
ation and director of the Suburban New 
York Association. 

Robert J. Grab is an officer of the 
well known James Johnston Agency in 
Rochester and a past president of the 
Rochester Underwriters Board. He is 
regional vice president and director of 


the New York State Association and 
served last year on the executive com- 
mittee. Irving Schwartz is an up and 


coming young agent in Syracuse and has 
just i apg ie a term as president of the 
Onondaga County Association of Insur- 
ance Agents. 


Monroe County hignons’ 
Big Membership Drive 


formed Insurance Agents 
Association of Monroe County in New 
York State is putting on an intensive 
membership camp. ign which will con- 
clude with a “victory” meeting and 
luncheon in Rochester on June 20. The 
speaker then will be Richard H. Barrell, 
chief of the financial responsibility sec- 
tion of the Motor Vehicle Bureau in 
Albany. He will discuss the new euto- 
mobile compulsory insurance law and tell 
how it will be administered and how it 
will affect agents, companies and_ the 
public. 

Invited to attend this meeting are the 
members of the Rochester Adjusters’ 
Club, Insurance Field Club of Rochester, 
Rochester Insurance Women’s Associa- 
tion and the Branch Managers Associa- 
tion. 

The Monroe County Association was 
formerly the Underwriters Board of 
Rochester and is now expanded to in- 
clude the entire county. The membership 
committee is aiming at exceeding the 
total membership of such leading county 
associations as Nassau with 235 members 
and Orange with 215 members. The Mon- 
roe County Association has membership 
on an individual agent basis, rather than 
just one membership for an agency which 
might have several producing members. 


The newly 





PEARSON SPECIAL IN TENN. 

The Phoenix of London Group an- 
nounces appointment of Mason R. Pear- 
son as special agent in Tennessee under 
direction of J. G. Hughes, manager of 
the group. 
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AGENCY MANAGEMENT SCHOOL 


Conducted by tine York State Associa- 
tion, It Will Be Held June 17-20 on 
Sagamore Lake; Program Outlined 


The second Agency Managemen 


School, conducted by the New York 
State Association of Insurance Agents, 
will be held at Sagamore Lodge on Saga- 
more Lake in the Adirondacks Fone 17- 


20. Sagamore Lodge is the former Van- 


derbilt Estate now used by Syracust 
University for such courses. 

Robert B. Douglass of Potsdam, N. be 
member of the executive commitice an 
chairman of the education committe 
of the New York State Association an 
chancellor for the school, announced that 
the course would provide a better un 
derstanding of some of the basic leg@ 
problems which may be expected | 
develop in a local insurance ency 
The subject matter is concerned wit 
the types of agency organizations, agen: 
cy agreements, ownership of expirations 
and the valuation of an agency ne 
course is designed to provide the agen! 
with more enlightenment and a_ better 
understanding of this vital phase ©! 
agency management, 

Mr. Douglass stated that Th mas J 
McKernan, CPCU, of Staten Island wh 
is director of education and research 10f 
the National Association, and John 
Stott, prominent agent of Norwich N. Y., 
a past president of both the Nationa 
Association and the New York State 
Association of Insurance Agents, \oul 
be members of the faculty. A represen 
tative of Burroughs will discuss ust 
of machines in an_ insurance ent’s 
office. ; 

Registration for the course Is nom 
nearly fifty, with one-third of the sttr 
dents repeaters from the previous yea 
Seventy dollars covers cost of the entir 


course, including room and board. 
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New York City Agent Offers Unique 
Glossary As Insurance Training Aid 


As June is the traditional month in which 
there is an influx of new-comers to the in- 
surance ranks, a prominent New York City 
agent. observes that these hopefuls will 
have to learn the “lingo” of the business 
as rapidly as possible. Towards this end, 
he has devised a unique glossary to help 
speed young Mr. Trainee on his way. 
Written in a “tongue in cheek” vein, it fol- 
lows : 

“Building has been condemned by the 
city.”—-\Ve want this marked off because 
it is a good account and we do not want 
to bill them for an earned premium. 

“Assured reports a claim under his 
HOC.”—We don’t know whether it is 
covered or not but we’re hoping for the 
best 

“Every other company has sent in its 
draft except you.”—The boss raised the 
devil with me because none of the drafts 
are in. 

“I think I told you.”—There is some- 
thing I should have told you but didn’t. 
Any how, you’re supposed to anticipate 
these things. 

“This return premium looks wrong.”— 
It’s too complicated for me to check so 
I want you to re-check it just in case. 

“The adjuster was positively insulting 
to the assured.”—My client feels that 
there shouldn’t be any depreciation even 
though the suit is seven years old. 

“I’m putting it in the mail tonight.”— 
I forgot all about it but you'll have it 
tomorrow. 

“We feel that our mutual interests 
would be best served.”—This one is 
really bad and we want to drop it. 

“However, as an accomodation to your 
good offic2.”—Frankly, we don’t want 





N. Y. Brokers Directory 
Published by “Advocate” 


The 1956 Insurance Brokers Directory, 
a list of persons, partnerships, associ- 
ations and corporations licensed as_ in- 
brokers in the State of New 
been published by the 


surance 
York, has just 


Insurance Advocate, New York insur- 
ance trade magazine. 
Containing more than 28,000 names 


listed alphabetically and with addresses 
and license numbers, the directory is the 
only published source of this informa- 
tion. The data is officially supplied to 
the Insurance Advocate by the licensing 
division of the Insurance Department of 
New York State in Albany. The 1956 
Directory shows the status of all licen- 
sees as of February 1, 1956. Supple- 
mentary issues during the year give 
subscribers all changes and revisions in 
license status including the names of 
new licensees who pass the State’s quali- 
tying examinations during the year. 
The Directory may be obtained from 
Insurance Advocate, 135 William 
eet, New York 38, N. Y. Delivered 
r New York City, including sales tax, 
fhe price is $10.30. Delivered elsewhere 
1 the United States and Canada, the 
rice is $10.00. 


Pace College Insurance 


Courses in Summer Session 


Pace College will offer two six-week 
ummer sessions for the first time in 
s 50-year history, it is announced by 
Or. S. A. Nock, registrar of the col- 
ge. The sessions will run from June 
s to July 25, and from July 30 to Sep- 
ember 6. Courses will meet two or 
‘nree times a week, Monday through 
Chursday evenings. : 
_ A two-term special Summer course in 
nsurance Practice and Brokerage will 
‘ncorporate academic requirements for 
the New York and New Jersey state 
insurance brokerage examinations. Reg- 
istration is now open for new students 
at Pace College, 41 Park Row, Manhat- 
tan, 


any of it but if you insist, well, we still 
need your business. 

“If you will refer to paragraph 3, line 
14 of the standard policy conditions.”— 
Please! We know that you know and we 
want you to know that we know too. 

“We are at a loss to understand your 
second paragraph.”—We know what you 
mean allright, but it doesn’t fit into our 
plans. 

“Vandals damaged the right rear fen- 
der.” —Cost of repairs is less than $50. 

“Please have the adjuster call any Sun- 
day between 10:30 and 11 p.m.”—We 
know that this is impossible so why 
don’t you let us take a proof? 

“Is it possible that the mutual pays a 
35% dividend?”—I've got a line that 
needs a little “treatment.” Are you lis- 
tening ? 

“And when we changed at Jamaica, 
they sent us all over to the wrong plat- 
form,” or “I met Worthington Chumley 
on John Street this morning and—,” or 
“Made a stop uptown on my way in this 
morning.”—]! overslept. 

“In all the years we’ve been doing 
business I have never asked you for a 
favor.”—Standard procedure. 








ANNOUNCING THE FORMATION OF 
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OF NEW YORK 
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LAWRENCE G. HOROWITZ 
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565 Fifth Ave., New York 17, N. Y. * 


ye) a ep § Young Adjustment Co., Philadelphia 
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Lena Asendorf Wins 
$100 Prize for Ad Idea 


Ridgewood, N. Y. 


insurance 


Asendorf, 
proof 


Lena 
agent, is 
women can compete with insurance men 
on an equal footing—and she has $100 
in cash to prove it. Mrs. Asendorf, a 
member of the Agricultural Insurance 
Co. family of agents is the third of 12 
“Ag-Empire” agents to be awarded $100 
in cash for true insurance experiences 
submitted in that group’s contest among 
its agents for “ad ideas.” 


again that 





Robert C. Mehorter 
Raymond Andreasen 








... TO FIND US 


WE’RE IN THE HEART 
OF THE INSURANCE DISTRICT! 


City —Suburban — Countrywide Facilities 


e Fire e Homeowners 

e Marine e Comprehensive Dwelling 
e Auto e Life 

e Water Damage e Trip Insurance 


McDANIEL & CO., INC. 


John D. Hickey 


Whitehall 3-0616 
15 GOLD STREET, NEW YORK 38, N.Y. 
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Samuel A. Mehorter 
Alfred T. Young 








Mrs. Asendorf’s prize-winning idea 
was a true life story, and relates how, 
while on vacation, she netted a $126,000 
line by leaving her “Ag” fieldman’s 
telephone number with a girl hired for 
vacation replacement. 

{rs. Asendorf received her check from 
former “Ag” representative Raymond F. 
Wiley, who was recently promoted to the 
home office in Watertown, N. Y. 


Vermont Agents Approve 
Statewide Ad. Campaign 


The Vermont Association of Insurance 
Agents will conduct a statewide local 
newspaper and radio advertising cam- 
paign to sell the public on the values of 
dealing with independent local agents 
this Summer and Fall. The association 
voted unanimously for the program at its 
midyear meeting in Woodstock. 

Six Vermont agency mutual fire insur- 
ance companies will pay half the $8,500 
cost of the advertising, and the other 
half will be paid by the association mem- 
bers. The companies’ names will not ap- 
pear in the advertising, but the names 
of agency association members will be 
in the ads in their own localities. The 
agents’ half of the advertising cost will 
be raised by assessing each agency 
member an additional 75% of its graded 
annual dues. 


Canadian Superintendents 
Meet at Edmonton in Sept. 


The Association of the Superintendent 
of Insurance of the Provinces of Can- 
ada will hold its 39th annual conference 
September 17 - 21 at the MacDonald Ho- 
tel, Edmonton, Alberta. General sessions 
will be held on Monday, Tuesday and 
Wednesday, September 17-19, while 
Thursday and Friday will be devoted to 
executive sessions of the Superintendents 
of Insurance only. 

Subjects to be considered will include 
the address of President Fred Swaine 
and the following reports: valuation of 
securities and annual statement blanks, 
Georges Lafrance; life insurance law 
revision, E. B. MacLatchy; agents and 
brokers, Mr. Lafrance; automobile insur- 
ance, R. B. Whitehead; assigned risk 
plan, Mr. Swaine; accident and sickness 
insurance, J. A. MacPhee. 


Clark Fire Manager for 
Schiff, Terhune & Co. 


Schiff, Terhune & Company, Inc., of 
New York City announce promotion of 
Percy C. Clark to manager of the fire 
insurance department. He will act as 
administrative assistant to F. P. Wolf, 
vice president in charge of all fire in- 
surance operations. Mr. Clark is a di- 
rector of the Insurance Square Club of 
New York, Inc. and has had 40 years’ 
experience in insurance. 


CHARLES SEIDEL ON THE MEND 

Charles Seidel, veteran insurance bro- 
ker who is associated with Abraham | 
Weisbart at 60 John Street, N. Y., is 
convalescing at his home in Forest Hills, 
L. I., from a heart attack. He hopes 
to be back at the office soon. 
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Miller Outlines Trends Towards 


Multiple Covers, Federal Legislation 


Two important trends in insurance, 
namely development of multiple line 
covers and the expansion of Federal 


regulation over insurance, were discussed 
by Elmer Miller, insurance editor of the 
New York Journal of Commerce, when 


he spoke at the Pennsylvania Insurance 








MISSISSIPPI'S 


Iron Monster of the 
YAZ00 


In 1862, a revolutionary fighting 
craft, the ironclad, shallow-draft 


Arkansas’, steamed down the Yazoo 
River. All guns blazing, this Con- 
federate ‘monster’ bored through two 
Union fleets! Engine failure was its 
undoing, but not until commander 
Isaac Brown's gallant forays had elec- 
trified both North and South. 

Revolutionary, too, is modern pow- 
er farming that has emancipated man 
and mule in the Yazoo’s fabulously 
rich Delta. And prophetic, in the light 
of post-war solidarity, was early choice 
of the American eagle as the emblem 
for Mississippi's Great Seal. 


A “Great Seal’ of the insurance business 
Is PACIFIC NATIONAL’S, below, 
token of strength, security and service 
to Agent, Broker and Assured. 


ea 
~ 
PUL LS 


* PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 





HOME GFFICE + SAN FRANCISCO 
FOREIGN DEPARTMENT * NEW YORK, SAN FRANCISCO 
EASTERN DEPARTMENT + PRILADELPHIA 
WESTERN DEPARTMENT * CHICAGO 
SOUTRERN DEPARTMENT + ATLANTA 






INTERNATIONAL FACILITIES” 





Educational Conference at Pennsylvania 
State University this week. 

Mr. Miller said there probably will be 
in the future two policies available to 
homeowners. One is protection against 
loss or damage to his own property and 
the other protection against liability im- 
posed by law for loss or damage to 
others. 

“The homeowners and the compre- 
hensive dwelling policies eliminated 
many of the individual contracts such as 
fire, extended coverage, additional ex- 
tended coverage, residence and outside 
theft, water damage, residence boiler, 
personal effects floaters, rental and rent- 
al value. and several others,” ‘he said. 

“The 3D policy eliminates mercantile 
open stock, money and securities, safe 
burglary, etc. The farmers comprehen- 
sive liability policy, similar to the com- 
prehensive personal, is also available. 
Individual policies such as dog liability, 
employers liability, bicycle liability, fire 
legal liability and so on, no longer need 
be written because of these comprehen- 
sive forms. 

“The commercial block policy will tend 
to eliminate many of the individual fire 
contracts and burglary contracts. There 
is some rumor that there will be a 
special automobile policy applving to a 
private passenger automobile which 
would eliminate many endorsements now 
necessarv under the present standard 
automobile policy. With the many 
changes in the homeowners forms, it is 
not inconceivable that the personal prop- 
ertv floater will also disappear. 

“These are not ‘all-risk’ policies and it 
is not proper to refer to them as such. 
3ut they tend in that direction. They 
are not pure all-risk forms because they 
do not cover flood and earthquake dam- 
age, for example. It is not unthinkable. 
however, that in time, the problems of 
adverse selection, rating and nationwide 
coverage, which impede progress toward 
the goal of pure all-risk insurance, will 
be overcome.’”” 

Meeting Competition 

Discussing competition Mr. Miller 
stated that the cost of the product must 
be brought down if the inroads of the 
large indenendent insurers are to be 
stopped. To accomplish this he said 
there appear to be two main approaches: 

“1, Initiate further cost studies aimed 
at trimming off every penny of excess 
expense from agency and company oper- 
ations. This may give you a jolt because 
it means reappraising traditional meth- 
ods of doing business. It means giving 
serious consideration to such things as 
continuous policies, direct company bill- 
ing, payment in advance and a searching 
analysis of the commission structure. 

“2. Do an intensive job of research of 
the needs and desires of the personal 
insurance market, with the idea of dis- 
covering better and more economical 
methods of merchandising personal in- 
surance. 

“Basically, the problem facing you and 
your companies is to find ways of mass 
selling insurance that is essential to 
home and car owners. Don’t forget what 
happened to the local retail merchant.” 


Trends in Regulation 


Mr. Miller told) the Pennsylvania 
agents and their employes at the confer- 


ence that what is best in the public 
interest will decide whether Federal 
regulation of insurance will supplant 


state regulation. “My personal prefer- 
ence is state regulation,” he said, “but in 
all honesty I am compelled to agree with 
Insurance Commissioner Wade O. Mar- 
tin of Louisiana that many states have 
failed to assume the responsibilities im- 
posed on them by Public Law 15. If 
deficiencies in state regulatory laws are 
not corrected, the time will surely come 
when the question here propounded will 
ibe answered for us. Regulation will go 
by default to the Federal Government.” 
Mr. Miller feels that there now exists 


a form of duality of regulation, state and 
Federal. He said that “only two weeks 
ago the National Association of Insur- 
ance Commissioners became aroused to 
the point of clearing the way for court 
action which is expected, eventually, to 
send the question of the Federal Trade 
Commission's jurisdiction over accident 
and health insurance advertising to the 
Supreme Court of the United States. 

“Lhe commissioners’ association will 
join with the American Hospital & Life 
of San Antonio in appealing from the 
FTC’s 3-2 decision in which the Federal 
agency asserted its control over all inter- 
state insurance advertising, regardless of 
state regulatory law. 

“The commissioners abandoned tem- 
porarily a proposed trip to Washington 
to recommend that Congress enact legis- 
lation restricting Federal Government 
regulation of the insurance business. A 
proposal to seek a rehearing before an 
FTC examiner also was discarded. It 
was felt that all legal remedies should 
be exhausted before making an appeal 
to Congress for legislation. 

“Some company and state officials are 
calling this crucial legal problem the 
most important Federal regulatory issue 
that has arisen since the South-Eastern 


Underwriters Association decision de- 
claring insurance to be in interstate 
commerce. 

Must Challenge FTC 
“During the past few weeks, state 
governors, commissioners, agent and 
company representatives have made 


statements charging that the FTC’s 3-2 
decision asserting jurisdiction over all 
interstate insurance advertising, regard- 
less of state regulatory law, is erroneous. 

“All agree, however, that the decision 
in the American Hospital & Life case, 
if it goes unchallenged, would eventually 
give the Federal Government over-all 
control of insurance and render mean- 
ingless a provision of the McCarran Act 
stipulating that the FTC Act ‘shall be 
applicable to the business of insurance 
to the extent such business is not regu- 
lated by state law.’ All agree that the 
industry should challenge the decision.” 





New Springfield Cover 
On Office Equipment 


The Springfield Insurance Companies 
have introduced a new “all-risk” furni- 
ture and fixtures form for office equip- 
ment in several states, including Massa- 
chusetts, Vermont, ‘Connecticut, New 
York, Pennsylvania, Maryland and Ten- 
nessee, The new form insures “against 
all risks of direct physical loss or 
damage caused to the property from 
any external cause except those herein- 
atter excluded.” 

Exclusions include loss or damage re- 
sulting from wear, work or process, 
infidelity, war, flood, earthquake, mys- 
terious disappearance, dampness and 
“contamination by radioactive, fissionable 
or fusionable materials.” 

The new form is written for the 
fire and extended coverage rate plus a 
loading of 15 cents per $100 on the 
first $10,000 of insurance and 10 cents 
per $100 on the excess over $10,000. 


PLM Building 


(Continued from Page 27) 





part of the ceremony, held in the board 
of directors’ room. Thomas Pillion, pres- 
ident of Albert M. Greenfield & Co., 
the rental agents, presented a _ large, 
brightly colored key to the new building 
to President Ludwig. Miss Philadelphia 
—Mary Jane Mangler—assisted in the 
ceremony. 

After inspection of the home offices, 
conducted by Miss Norstrom and C. 
Robert Gruver, of Gray & Rodgers, the 
Philadelphia ad agency which handles 
the PLM account, the press representa- 
tives were luncheon guests of the com- 
pany at the Bellevue Stratford Hotel. 

Inspection of the new home office by 
families of PLM employes and policy- 
holders is scheduled for the last week 
of June. 


1955 LOSS, EXPENSE RATIOS 


Tables Issued by New York Insurance 
Dept. Give Countrywide Premiums, 
Losses and Expense Analysis 


The New York Insurance Department 
has issued a table of 1955 loss and ex- 
pense ratios, on an aggregate basis, for 
all fire and casualty companies for major 
lines of insurance. The Department 
recomputes the for commissions 
and brokerage and for taxes and fees on 
the basis of written rather than earned 
premiums, All other ratios are based on 
earned premiums. The tables, are taken 
from the new booklet “1955 Loss and 
Expense Ratios” which will be available 
at the New York State Insurance De- 
partment, Albany, N. Y., about August 1, 
at $1.00 a copy, states Insurance Super- 
intendent Leffert Holz. 

Some of the leading figures for stock 
companies follow: fire, countrywide net 
written premiums, $1,160,603,969; loss 
ratio 46.2% and expense 47.9% ; commis- 
sions and brokerage 25.7%. 

Extended coverage, written premiums 
$404,752,046; loss ratio, 58.8% and ex- 
pense 57.6%; commissions 27.2% 

Inland marine, premiums $29,174,035; 
loss ratio 53.3% and expense ratio 
47.6%; commissions 22.2%. 

Ocean marine, premiums $147,548,176; 
loss ratio 52.7% and expense ratio 
36.5% ; commissions 18%. 

Automobile collision, premiums $468,- 
078,970; loss ratio 44.1% and expense 
44.6%; commissions, 24.3%. 

Automobile fire, theft and comprehen- 
sive, premiums $208,270,770; loss ratio 
49.4% and expense ratio 47.9% ; commis- 


sions 24.5%. 


ratios 





Johnson, Shaw Asst. Secys. 
Of North America Cos. 


Edgar R. Johnson and Robert W. 
Shaw have been elected assistant secre- 
taries of the Insurance Company of 
North America and Philadelphia Fire & 
Marine. The directors also approved 
appointment of Edward W. H. Cowper 
as resident secretary for Australasia. 

Mr. Johnson and Mr. Shaw are execu- 
tives in North America’s administrative 
underwriting group at the head office in 
Philadelphia. 


Nat'l Bd. Committers 


(Continued from Page 28) 


Honolulu; Cliff C. Jones, Kansas City F. & M.. 
Kansas City, Mo.; Robert F. Miller, National 
Union, Pittsburgh; W. L. Nolen, North British, 
New York; F. S. Perryman, Royal-Liverpool, 
New York; C. M. Gallagher, Atlas Assurance, 
New York; E. V. Goodwin, Security of New 
Haven, New Haven. 

Also C. S. Hart, Boston, Boston; J. C. 
Hiestand, Ohio Farmers, LeRoy, Ohio; Charles 
M. Kerr, Jr., Farmers Fire, York, Pa.; Nicholas 


Dekker, Continental, San Francisco; B. B. 
Gracey, Hartford Fire, Hartford; Robert G. 
Horr, Agricultural, Watertown; L. M. Michel, 
Fire Association, Philadelphia; John A. Nort! 


Phoenix Insurance, Hartford; E. D. Patton, 
Northern Assurance, New York. 


Uniform Accounting 


G. L. Armstrong, chairman, Caledonian, Hart- 


ford; Frank W. Boyle, Employers’, Boston; 
D. J. McCarthy, Phoen:x Insurance, Hartf : 
J. J. Magrath, Federal, New York; W. J. 


Schmidt, Firemen’s of Newark, Newark; H. L. 
Horn, Calvert, Baltimore; H. I. Bartictt, 
Boston, Boston; K. E. Chapman, Agricultural, 
Watertown; R. G. Espie, Aetna C. & S., Hart: 
ford. 


Van 


Also Milton W. Mays, Continental, New 
York; A. J. Stocklmier, London & Lancashire, 
San Francisco; Carl Typermass, Home, New 
York; Sidney E. Adams, American Equiteble, 


G. Guthrie, American of 
ark, Newark; Roland H. Lange, Hartford Fire, 
Hartford; A. V. McKowen, New Hampshire 
Fire, Manchester; Alan Mateer, Norwich Union, 
San Francisco; A. R. Matthews, Pacific Fire, 
New York; William R. Phelan, U. S. F. & G. 
Baltimore. 


New York; R. 
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Forum Questions and Answers on 


Automobile, Multiple Line Coverage 


When the Eastern Agents Conference 
met recently in Hartford one of the fea- 
tures of the convention was a forum ses- 
ston on modern coverages. Participating 
as experts were John J. Maguire, Phila- 
delphia; Richard C. Hubbard, Middlebury, 
Vt.; Roy H. MacBean, Cranford, N. J., 
with William N. Woodland, Boston, editor 
of the “Standard,” as moderator. Some of 
these questions asked by agents and answers 
collated by the “U. S. Review” follow: 

© 1. Mr. Smith has a policy on his 
dwelling which provides protection up to 
a limit of $250 on trees, plants and 
shrubs. What is the limit of liability to 
his lawn? 


A 1. Is your question properly 
phrased? Forms 1-A, 1-B and MPIRO’S 
“(” covers 5% of the dwelling item on 
non-commercial trees, shrubs and plants, 
not more than $250 to apply on any 
me tree, shrub or plant. Lawns are 
neluded without such restriction, being 
limited only by the amount available to 
the dwelling item. The conventional 
form and MPIRO’S “A” and “B” poli- 
cies exclude trees, shrubs, plants” or 
lawns. 


Competitive Auto Policy 


© 2. Can we agents expect to have a 
truly competitive auto policy soon? 
competitive is meant competitive as 
coverage rather than peril ? 

\ 2. Yes we expect a new competitive 
eutomobile policy within the next six 
months, and we sincerely hope that for 
the first time in many years it will be 
competitive in coverage in that it will 
embody an occurrence basis for both 
B. l. and P. D., it will embody complete 
DOC coverage for members of the fam- 
ily domiciled with the named insured 
without having to be endorsed sepa- 
rately on the policy, and it will we 
hope, have complete DOC physical dam- 
age rather than DOC physical damage 
limited to collision accidents. 

© 3. Mr. “A” has two sons—one 24 
years old and the other 18 years old. 
The 18-year-old took the high school 
driving course saving 10% of his pre- 
mium. Does the 24-year-old with = six 
years’ driving experience without even 
a parking ticket have to go back to 
high school ? 

\ 3. The question is of course humor- 
ous, but the answer would be that under 
the present N.B.C.U. rules the son 18 
years of age with a high school driving 
course providing it was of approved 
scope would receive a reduction in pre- 
mium and if there was a second car in 
the family—the second car operated by 
the one 24 years old—he would receive 
no reduction on this car. 


Unattended Vehicles 

© 4. Explain the exclusions for un- 
attended vehicles on public ways, public 
garages and public parking lots. Aren’t 
most public garages considered as at- 
tended, if so, why the exclusion? 

A 4. The prudent person will not leave 
personal property in the “back seat” of 
an unlocked car while on a parking lot, 
in a public garage or on the street—he 
will place such property in the trunk 
and detach the trunk key from the key 
ring, otherwise it is an open invitation 
to theft. Usually on a parking lot or in 
a public garage it is necessary to leave 
the ignition key in the car, the thief, 
then, to gain admission to the so locked 
trunk usually must use forcible means. 
While the words “unattended in any 
private passenger, etc.,” are not defined, 
1 am inclined to feel the courts would 
rule the attendent in a parking lot, pub- 
lic garage, etc., does not override this 
specifically worded exclusion, for you 
will note while the car itself may be 
“attended” the policy distinctly states 
“unattended in, etc.” Furthermore on 
many lots the so-called attendant leaves 
the lot at a given hour, usually 6 p.m. 


Q 5. Auto—Will the accidental death 
clause, now optional, be added to the pol- 
icy just as additional medical payments 
was added last year? 

A 5. I assume the question refers to 
the recent action by some companies of 
providing accidental death and weekly 
indemnity to automobile policies, and of 


course whether it will be added as medi- 
cal payments to the original policy 
rather than be handled by endorsement 
I do not know. In any event it will, of 
course, undoubtedly, be an elective cov- 
erage and not included. In other words, 
it will still be handled the same way as 
medical payments in that the insureds 
may purchase it or may decide not to 
purchase it as their individual desires 
may dictate. 
Auto “Occurrence” 

© 6. Give an example of a claim 
(auto) involving an occurrence—not an 
accident. 

A 6. An example of an automobile 


—= 


claim involving an occurrence would be 
in my opinion, a case wherein a young 
mother standing on the corner with her 
child sustained a nervous breakdown or 
other serious complications because she 
thought that her child was about to be 
struck by a car turning the corner rather 
closely. There was actually no a cident 
no contact, but the mother’s reaction t, 
the narrow escape would be such that ap 
occurrence would definitely give cover. 
age whereas a policy written on 4 
“caused by accident” basis may not pro- 
vide coverage. 

There is also the possibility that an 


(Continued on Page 35) 
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Reelected President 
Of Seamen’s Agencies 





CARL 


E. McDOWELL 


At their Chicago conference the Na- 
tional Council of Seamen’s Agencies 
elected Carl E. McDowell to his second 
term as president of the group. He 
is executive vice president of the Amer- 
ican Institute of Marine Underwriters 
and also executive vice president of the 
Board of Underwriters of New York. 

Mr. McDowell saw three years of 
active duty during World War II in 
the port director service of the Naval 
Transportation Service. He served with 
the War Shipping Administration in 
Washington, D. C., in 1942 and again 
in 1945-46 as deputy to the assistant 
to the Administrator. He has also served 
as consultant on transportation to the 
National Security Resources Board. He 
is a member of the board of directors 


of Seamen’s House, YMCA in New 
York. 
Elected as vice presidents for the 


various districts of the National Coun- 
cil of Seamen’s Agencies were Captain 
XL. W ynne for the Gulf Coast; Frank- 
lin E. Vilas, East Coast; Hugh Galla- 
gher, Pacific Coast; Rev. Wm. McLean, 
Canadian district, and Mr. Scott Os- 
good, Great Lakes district. 

Other officers reelected were Treas- 
urer Clarence G. Michalis, chairman of 
the board, Seamen’s Bank for Savings; 
Assistant Treasurer Dr. James C. Healy, 
chaplain, Seamen’s Church Institute of 
New York, and Executive Secretary 
Orion C. Frey, special services manager, 
Seamen’s Church Institute of New York. 





Agents’ Forum 


(Continued from Page 34) 


Irate motorist may, if he is an employe 
of the owner of the car and owner is 
not in the car, become so mad at traffic 
ahead of him that he may purposely run 
his vehicle into the car ahead in order 
teach that so and so a lesson.” This 
©r course would not be caused by acci- 
—— would be done on purpose but 
ievertheless it would be an occurrence 
mpi undoubtedly a policy of this type 
would provide coverage for the owner 
even though the cause of the loss was 
an occurence and was also assault and 
battery by an automobile. 
Q 7. Home Owners A & B: Does 


Fischer and Cullen 
Named Marine Managers 


The New Hampshire Fire Insurance 
Group has announced that titles have 
been changed from marine superintend- 
ent to manager for the following field- 
men: Frank J. Fischer, Jr., western ma- 
rine department, Chicago, and A. 
Cullen, Middle Atlantic marine depart- 
ment, Upper Darby, Pa. 





definition of premises include premises 
of additional dwellings owned by as- 
sured. For example, $3,000 theft from 
summer cottage. 

A 7. Yes and no. Theft is covered 
from a summer cottage only while in 
actual use as such, otherwise there is no 
theft coverage under MPIRO’S “A” or 
“B” policies. 

Autos in Care and Custody 

Q 8. Has any form of legal liability 
been developed to cover a business firm 
for damage to automobiles in their care 
and custody. This would involve an oc- 
casional borrowed car or a car left for a 
short period at the insured’s premises 
for the owner’s convenience. The aver- 
age risk would not warrant. 

A 8. Question No. 8 of course is an 
interesting question because there is 
garage keeper’s legal liability § which 
would cover the legal liability for dam- 
age to vehicles in the care, custody and 
control of garages, parking stations, 
parking lots, etc. I imagine, however, 
from the tone of the question that this 
is not directed to that form of exposure, 
but, on the other hand, is directed to 
the necessary coverage for firms other 
than garages, parking lots, repair shops, 
etc. If the new automobile policy will 
have DOC physical damage coverage 
and if it is not limited to private pas- 
senger cars only, then, of course, you 
would have the equivalent of the cover- 
age which the proposer of this question 
desires. However, I rather imagine that 
the next revision of automobile insur- 
ance will make the all physical DOC 
coverage apply only to private passenger 
cars so that the coverage would not 
apply to commercial vehicles. This is a 
most interesting question and posailily 
one that should require some attention 
from the insurance industry. 

Loss on Home Owners Policy 
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under a Home Owners if the policy con- 
tains credit for existing insurance with 
another company? 


A 9. Such a loss is handled as any 
other loss involving two or more com- 
panies where the insurance is contrib- 
uting; for example should the Home 
Owners policy be in the one company 
and the “credited” insurance be in an- 
other company there probably would be 
two adjusters (unless the loss was 
trifling), one for the first and the other 
for the second. In some_ instances 
should the “Bureau” be assigned losses 
by each of the companies involved 
there would be but one adjuster, how- 
ever each company would pro-rate the 
loss. Should a personal property Floater 
be involved (in lieu of the Home Own- 
ers policy) you would have an entirely 


different adjustment inasmuch as_ the 
“credited” insurance is primary insur- 
ance while the P.P.F. is excess, conse- 


quently until the “credited” insurance is 
exhausted there would be but one ad- 
juster, he representing the “credited” 
company. 


( 10. What good reason is there for 
not allowing liability coverage to be en- 
dorsed on a H.O. policy to cover doc- 
tor’s office located in a downtown office 
building ? 


A 10. I agree with the proposer of the 
question. There is no good reason for 
not allowing liability insurance coverage 
to be endorsed on a Home Owners 
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policy to cover a doctor’s office located 
in a downtown office building, and | 
believe this will very shortly be possible 
in connection with further revisions of 
the Home Owners policy. 

Q 11. Is theft away from premises un- 
der Home Owners “A” (in Connecticut) 
worldwide ? 

A ll. Believing the “Connecticut” cov- 
erage corresponds with the “Pennsyl- 
vania” coverage—yes. 


Inland Marine Interpretations 


The new interpreations, Nos. 91 and 92, 
on inland marine coverage have been is- 
sued by the Committee on Interpretation 
of the Nation-Wide Marine Definition 
through Executive Secretary Joseph G. 
Bill. These deal with household appli- 
ance dealers and milking machines. The 
interpretations follow: 


No. 91—Milking Machines 





Q 9. What company handles a_ loss Inquiry: “Automatic milking machines 
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installations are becoming more and 
prevalent in the 


installed in 


more modern farm. 


These machines are dairy 
replacing the 


milk 


barns and are gradually 
separate milking 
coolers. 

“Most of the large milk dealers are 
gradually requiring that the farmers 
from whom they pick up milk have the 
automatic installation, This installation 
is built into the dairy barn. The 
milkers operate, as you know, by vacuum 
and the milk is carried through plastic 
and stainless steel lines hung along the 
ceiling. The milk is carried to stain- 
less steel tanks where it is cooled and 
held for pick wp. The vacuum equipment 
involves a pump, which is part of the 
installation. The cooling involves re- 
frigeration equipment, which is part of 
the installation. 

“This installation is not mobile in the 


machines and 


true sense of the word. There are, of 
course, milk coolers and milicing ma- 
chines of a mobile nature which are 


usually in the dairy barn and which, as 
your inquirer understands it, are written 
by companies under a mobile agricultural 
equipment policy.” 

Opinion: While insurance of milking 
machines of a portable or mobile nature 
is classifiable as inland marine, never- 
theless insurance of the machines de- 
scribed is not. 


No. 92—Househo!d Appliance Dealers 


Inquiry: A number of states have 
amended the Nation-wide Marine Defini- 
tion to include household appliance deal- 
ers policies within the inland classifica- 
tion. The question is whether or not in 
such states a wholesaler dealing entirely 
in radios and television comes within the 
scone of the household appliance dealer 
designation. 


Opinion: In the opinion of the commit- 


tee the answer is in the negative. 
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N.Y. Dept. Examines Mutual Insurance 
Rating Bureau; Notes Its Expansion 


Insurance Departinent 


The New York 


has released its examination report ot 


the Mutual 
covering the 
1955, 


Bureau, 
1948, to 
expansion 
that 


Insurance Rating 


period of June 1, 
January and noted the 


of Bureau activities during time. 


conducted by Senior 
Silver, 


pract ices, 


The examination, 


examiners Abraham related gen- 


procedure 


MIRB 


ee, | 
erally to methods, 


and manner of operation of the 


as a rating organization, 

The principal operations of the Mu 
tual Bureau are carried on in New York 
although the range of its activities ex 
tend countrywide. Statistics and rating 
procedures of the MIRB in other states 
were also reviewed. 

With the exception of California, 
Idaho, Missouri and Montana where the 
Bureau does not function and Louisiana 
where it is authorized in an advisory 
capacity only, the Mutual Bureau is hi 
a rating organization in all 
District of Columbia. 


censed as 
states and the 


Mass.—North Carolina—Texas 


It sugvests and files rates for all lines 
of insurance under its jurisdiction with 
the few exceptions noted below: 

1. In Massachusetts, as respects auto 
mobile liability insurance, the Bureau ts 
a rating organization for property dam 
age coverage only 
2. In North Carolina, the Bureau is 
not licensed as a rating organization 
for automobile liability insurance but 
functions in an advisory capacity. 

3. In Texas, the Bureau does’ not 
make rates for automobile liability in- 
surance but statistical agent 
for such line. 


acts as a 


F. A. Fleming is general manager of 
the MIRB and has held the post since 
the organization’s inception in 1929, J, 
M. Muir was elected secretary in 1934 
and has been reelected annually ever 
since. All other officers as are deemed 


necessary are appointed by the MIRB 
governing comunittee. 

With the enactment of legislation ex 
tending multiple line powers to both 
fire and casualty companies and the. or- 
ganization of the Multiple Peril Insur- 


ance Rating Organization, the attention 
of the Mutual Bureau has been increas- 
ingly focused on the many questions 
generated by multiple peril underwrit- 


ing, the Department reported. 

In addition, to meet the 
many stock companies for exercise of 
their multiple line charter and_ license 
functions within the jurisdictions of the 
various rating organizatinos the Inter- 
bureau Insurance Advisory Group de- 
veloped the comprehensive dwelling 
policy program. The Interbureau_ In- 
surance Advisory Group is an advisory 
stock company organization and as such 


desires of 


has recommended? the program to the 
various stock fire, casualty and inland 
marine rating organizations. The Mu- 


tual Bureau is participating in the pro- 

‘am on behalf of its companies through 
its cooperative agreement with the Na- 
tional Bureau of Casualty Underwriters. 


Homeowners Policies 


Filings of homeowners policies pro- 
viding combinations of various cover- 
ages in a single package with rates on 
a combined indivisible premium basis 
were made during the early part. of 
1954 by the Multiple Peril Insurance 
Rating Organization and by the North 





\inerica companies, Subsequently dur 
ine 1954. the “Pransportation Tnsurance 
Retine Bureau ade filings identical 


woth those of MPIRO. 


During 1955, homeowners policies and 
rates developed by the MPIRO> were 
filed in the various states by the local 


fir’ insuranes rating organizations, the 


National Bureau of Casualtv  Under- 
writers, the Inland Marine Insurance 
Bureau; and also by the Mutual Insur- 
ance Rating Bureau in New York. 


In addition to the general procedures 
of promulgating manual rates by class, 


territory, area and the various other 
standard measurements of hazard = or 
liability, the rating organization em- 


ploys a number of supplemental rating 
plans for application to individual risks 
or to special classes of risks eligible for 
rating under such plans, 


Detailed Statistics Emphasized 


The New York Department examina- 
lion report points out that the MIRB, 
curing the period considered, placed 
more emphasis on the obtaining of de- 
tailed statistics. 

Unit reports for 
were introduced and in 
limited lines of rit! 


automobile insurance 
other than the 
and glass, such 
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WADE G. BOUNDS SUCCUMBS 


New York Claim Division Manager of 
Maryland Casualty; Served Com- 
pany for 31 Years 


Wade G. Bounds, 
manager of Maryland 
New York office died in 


divisions 
Casualty Co.’s 
Memorial Hos- 


claims 


pital, New York, June 8, after an illness 
of several months. He was one of the 
most widely known claims men in the 
insurance field and was connected with 
the Maryland for 31 years. 

A native of Princess Anne, Md., Mr. 
Sounds received his law degree from 


the University of Maryland in 1925 and 
started to work that year with the 
Maryland as a special attorney in’ the 
bonding claim division of the home 
office, 

Ile subsequently was 
Inanager of the fidelity and public offi- 
cial claims section. In 1937, he was 
transferred to New York as manager of 
the bonding section of the New York 
office and after successive promotions 
was made manager of the entire New 
York claims division in 1947. 

He was interested in many civic and 
philanthropic enterprises, and was a 
member of the board of trustees of the 
Northern Dispensary in New York, an 
organization for bringing medical relief 
to the poor. 

He is survived by his wife, Mrs. Helen 
Crawford Bounds and a daughter, Miss 
Patricia Bounds, as well as a sister and 
tour brothers. 


promoted to 





RIVER IMPROVEMENT CONTRACT 
Clyde W. Woods & Sons, North Hol- 


lvwood, Calif., have been awarded a 
contract by the U. S. Engineers, for Los 
Angeles River improvements from At- 
lantic Avenue to 63rd Street, at their 
bid price of $1,462,710. Surety on the 
work in the Fidelity & Casualty Co., of 
New York. 
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CASUALTY UNDERWRITER 


Position available for person with two 
or more years experience in automobile 
and general liability lines. Write the 


National Grange Mutual Liability 
Company, Keene, N. H., Att: C. L 
Howard. 














Training Devises Count 
For Driver Rate Credit 


NAUA AND NBCU ANNOUNCE 


Simulated Training Devices Acceptable 
Towards Behind-the-Wheel Instruc- 
tion; Effective June 13 


The manual provision for a 10% driver 
training credit applicable to automobile 
liability and collision insurance premiums 
has been revised so that instruction in 


an approved simulated driver training 








Mutual Bureau Revision 


The provision for applying a 10% 
driver training credit to automobile lia- 
bility insurance premiums has _ been 
amended to permit the substitution of 
instruction in an approved simulated 
driver training device for a portion oi 
the required actual driving experience. 
The Mutual Insurance Rating Bureau 
announced June 12 that the changes 
would apply for male drivers under 25 
years of age who have successfully com- 
pleted driver education course sponsored 
by a recognized secondary school, col- 
lege or university. 

Thirty-six states and the District of 
Columbia have approved the new _ pro- 
vision effective June 13. 





device may be substituted for a portion 
of actual driving experience in recog- 
nized secondary school, college and um- 
versity driver training courses. This 
change was announced June 12 by the 
National Bureau of Casualty Under- 
writers and the National Automobile 
Underwriters Association on behalf of 
their member and subscriber companies. 

The change was effective June 13 in 
all states except Illinois, Louisiana, 
Massachusetts, New Hampshire, North 
Carolina, Pennsylvania, Texas and \ir- 
ginia. It is also effective on that date 
in the District of Columbia, Alaska and 
Hawaii. 

Behind-the- Wheel Instruction 


The manual change provides that the 
behind-the-wheel instruction requirement 
of six hours may be reduced to three 
hours if there are 12 hours of instruc- 
tion in an approved simulated driver 
training device. In addition, any time in 
excess of 12 hours spent in a simulated 
practice driving device may be applied 
to the required minimum of 30 hours 
of classroom instruction. 

Pointing out that their companies en- 
courage driver training programs, 1/i¢ 
two rating organizations stated that tlie 
simulated method of practice driving is 
gaining rapid recognition in school sys- 
tems as an economical means of extend- 
ing their driver training instruction to 
reach a larger number of students. 7/1e 
organizations explained that in areas 
where a simulated training device [is 
been in operation it is the opinion «1 
school authorities that this training Is @ 
satisfactory substitute for a portion 0! 
the behind-the-wheel instruction. 


School Bus Discount Increased 


The National Bureau of Casualty Un- 
derwriters also announced a larger li. 
bility insurance rate discount for schoo 
buses, other than private passenge 
school buses, owned by municipalities 
or school districts; these vehicles as @ 
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Acceptable Surety Companies Listed 
By U. S. Treasury Department 


rhe new list of acceptable surety companies, issued by the United States Treasury 
Department, with underwriting limitations—net limits on any one risk, finds the Insur- 
ance Company of North America heading the list with authorization of $43,199,000. 
Fireman's Insurance Co. of Newark, of the companies approved for reinsurance only, 
leads with an authorization of $10,331,000. 

The list of approved sureties and their underwriting limitations follow : 


Net Limit on Any One Risk 
1955 1956 


Aetna Casualty & Surety .........cceece reece cess c cree etereeseenees $8,674,000 $15,517,000 
Aetna inontenee at nn en arora Prac eee 6,159,000 7,094,000 
AMeHICAN AUROMIODNE .5c.o55 ce cccee cee sesh eee eset seewegeneese 3,282,000 4,160,000 
I eg nn ore Re rey Sn ae terre rere 472,000 587,000 
WieeriCaey REIT Gass 0c :0 sc ie soe co eee nee gs wine se wes eiag aoes ces 343,000 372,000 
Pmerican CARUEIUG, ooc5 5650s oiecc Seen sede beste cette eadiew ences 1,364,000 1,634,000 
American Credit Indemnity ...........-: 5: eee e este ete terete eens 1,096,000 1,118,000 
American Employers’ ...........cc0cccccscc cece cc ccesersseeereecees 1,581,000 1,758,000 
American Fidelity .....0. 02000. ccccs cere es cece ence cess ese rercncees 192,000 216,000 
PGETIGHT “HORIIEPAL % oooieis tieie co oon 0 o2ers: ob ale re Sie en's Sele SieKe tere SMe Nee des 806,000 1,007,000 
American Guaranty & Liability ...........0: eee e eee eee e erent enes 628,000 693,000 
American Home Assurance ..........-ceecceesrcrccc ce sseeeseeeeees seeens 1,988,000 
Arnerican EOOOMMEY. < o.osocs cee cebvinisic sie win tiie esse eeineitios sense wes 401,000 489,000 
American MOOTIStS. 2.2.20 .05 cece ccs eee rss ceeen esse sabre taceesocene 700,000 800,000 
American Mutual Liability ......... BRIE ea aca er eanens tare cle Haase 2,711,000 3,343,000 
American Re-Insurance ...........ccccsscsccrccceccesseresseseeseee 2,316,000 2,522,000 
PCGTICHH REMEES. 5.6 6.ci6cic.s.5 sais oc oe isieierers eininio bis sie Fie. e eeieie Sis 6.8) ¥ 0 s:Fr0i9 eee 821,000 860,000 
America SUTEEY) 2.0 ccc ccc ce sc cccewe cess po ees cinseeesareng ens seieee 2,363,000 2,525,000 
PGICHOR, CCAMUEIEY, onc.5 5a. ie 5 0. 0-6 0:0 oie tie mini bie $09 (6' 0 ad joieie its 660 apni ssireies 327,000 339,000 
Associated: Indemnity ...........ccccccc cence sec ccc sees rs csreeeeeceee 1,102,000 1,249,000 
Auto-Ownets Insurance Co, ......-ccccccccc cece scr cscceecersenres 1,103,000 1,292,000 
Bie HAM HITE <5 ois G5 6ios 6.55 0:6 oboe es nese sc swie neces ster ewes eseeee 232,000 353,000 
esate) MMUMIET RIE MOG) 5.5 e955 016.46 0-0 01s © 0100.8 9 669 4 0-050 55 Stale eS ein sass 3,750,000 4,047,000 
The Buckeye Union Casualty ........--seseee sere e ert eeteeertenees 798,000 1,074,000 
Camden Fire Association ..........ccc cece cece tere rete nr et ete eeees 1,577,000 1,757,000 
Capitol IMGGMMity 2... 2c ccc cece cece s ete esenee cs cerreeesecees 56,000 45,000 
Carolina (COMUAIGG 5 oie5 6: 00:0 sic cc eicinlns sc tiee es oeins cise esses eseinine esse 167,000 220,000 
Mire) OPM ERIETIE, 55a o 6b hse ecg eicsaie oa olelb Suis 9 Wiviele emg enmeieeeccecesinisitis —  issadgais 327,000 
Central Surety & Imsurance .........----e esse eee cette ete t eee estes 648,000 680,000 
entity MGC Mty oie sos 6 oe 4s wisest ei sienie twee Ke mleimaie ae wise Hie See 983,000 1,039,000 
REAPING COMIN O 2 ooo eve oseserea eo 1s olers 21s esis aie oles Fn: ole 8166100 018 69 870 189,000 205,000 
COMIMIG) CCBBNGNEY. 555s 5.5 5 50 0c coos 50 69 Foie ciaieisipre Hie sie S59 OS eee ele ee 728,000 812,000 
Commercial Insurance Co... 5. ..ccc een cect cece seme resect ee seee 1,547,000 1,932,000 
Mle in rea RINNE) 8-2. Jo. occ nco2s0e cveveu-00ale 9uetus in siele- sian, shoim elgual Ore o-wisiniereds 366,000 357,000 
PO MENOE PINGMEMNGG. 520 cs6 co oo kien. os sean nORedmeeageiees 5. eeimelsend 731,000 
MOPAR TEE UNE forse csi ce oi ave-siviw cco lance s/dire ailevecarbie is wie ai eiwie sreubrerepeite:-sneverarpieye 3,436,000 3,899,000 
COMMECHOIE RINCEMITEY: 6 oe 52. y:51clcu< 0-5 c's sus oels Horse o's mies eemine sie eienetielesi 665,000 653,000 
MCGTICRHIEMARAL) CC HBURIE 5-00 cco pos seloce o2ee wles cielo ea esis oie pieomitin sl Ame heme ewe 5,541,000 6,201,000 


Employers Casualty—Great American Indemnity 





a te ppeueley Rte ta ate Benne cers 0 Oca ee Nano duay auata as Cvosar ata tera —— pry 
PRP Ete TE bays eae. ooacg ie ore wa oras oa) sie sn ace 'ale ani eisleiny einieastin aseiissersir er J A 

Employers Mutual Casualty ...........-.-.cceccecnccceeeeteeeeeaces 1,013,000 1,118,000 
Employers Mutual Liability .............0 see eee cece reece eee e ee eeees 3,853,000 4,424,000 
BMIDIGUVELR FREMIBUITENICE 5 o5s.6 ccc 3.6 ccs tcietcarwicees aciesins eesnseeteavie 1,346,000 1,602,000 
UR SS ere eee ee ee 1,157,000 1,308,000 
EMreiray SCR cola so tories sino cle ie a iatclelo ss bres nie ors eis alent ee Salem eines 232,000 322,000 
Farmers Elevator Mutual Casualty .......-.-.-.+e-eeee seer cee eeees 80,000 96,000 
Federal TNCs ai. Siew a:'u.5 5 0 silorke 6) a5 Sere 6. 6 cas we pie elle 6) Sales wee) d 19/6 \e/ 414" 7,680,000 8,604,000 
Fidelity & Casualty Co. ........-eeece eee e eee sete et ee cette etenees 9,759,000 11,700,000 
Fidelity WE TIE ROGEE CO. oie. o sic big oes in ins 0:0 00 89:8 00 sais 06 0d S60 + se eee scie 3,555,000 3,962,000 
— Pum MNES pe oid) s isco ois nie oie Scie 0146 arececers 30's lersie'a Sunlaretere Mw arecens bynes pyre 
iremen’s Fund Indemmity ..........cccccsccccvccscncveccvcceceses ‘ is A rt 

Firemen’s Fund accenee Re Aes Ce tw natn nreG oh Rae ieee Oe ee 14,636,000 15,647,000 
PGOUNGETE ERBUTHECE CO. cc oc cc vices once ERb es ceeseses ns eeteeasawres 276,000 317,000 
ANTENA EERs oig. oa ss ce 5 in 0. 015 10-5 dels o0'ti vce seein ee wise els 8 wea HOe cee 1,252,000 1,508,000 
General Fire E Gasaiiey Ne ree hav hs Asad ea eg ev abate Sr iae ates ea 403,000 461,000 
ee ee re er race re oe a 5,207,000 6,229,000 
General Insurance Corp. ..........--:sssseccescer reese seseceees : 249,000 238,000 
General Reinsurance ........ ccc ccs cccccseceecrsssarcceseseseserns 3,426,000 3,786,000 
Glens Falls Insurance Co..........-..sseeeeececee cece cece eeerceees 3,672,000 4,115,000 
Globe MIS oa ios 56.50 5/4 01 56 08 oie ele Be Oars nie #18 9/et's pie b Stace ieceww eia\e 3,076,000 3,360,000 
Rema Oy I soa e- oioeie ere are bod d 0.6, 4: 8 aro eialwliamieiole sinLsperdhie wee iaecee 535,000 607,000 
Great Americans THGemMity ... 6.655 586 cc ccucwwecese Pip ates nine rei 2,446,000 2,789,000 


Hanover Fire—Minneapolis F. & M. 
$2,159,000 $2,865,000 


CEES) Oo) pee che nan eae COSC OTRO RT OR A 
Hartford Accident & Indemnity ........... sees eee erect ee tee eeeetes 9,559,000 11,192,000 
FIAWEEYOUBOCUNIEG 6.0 c.oie)s 0.0 «00641010 loins wsinie 6 Fela wiciaisisinin $6 en tisiebeisieisiereie 241,000 261,000 
HOMe TMGOMMICY 5 6605 oss ccc cten sos toes tees see ces ese ccreevemsrs 2,005,000 2,256,000 
PROtE SHIA OG 5a occe oo ono aioe ic ces seen 8 ee ese acre 8908 ae eee 21,675,000 24,903,000 
RCM I eo ao hon a 5k ow wie pte, © 0 al al SOS N a lela disses Roo B10 6 WOI9:9 #0050 0Ke'8 572,000 572,000 
Indemnity of North America .........ccecscscccccccccccssesecccees 7,534,000 8,968,000 
Industrial MAAR AMLROG, aio gis ais 5 wisn cars aie se in Hoi G's Ste esl aioiic ase ee me eo ueie:s 664,000 678,000 
Insurance Company of North America........+--+++e+seeeeeeeerees 36,092,000 43,199,000 
International Fidelity ........-.ccccecsssscccccccccccresesescseseecs 206,000 209,000 
Kans SPI ats MOAT COAG PIE MT ERIC ECO er er eee 69,000 71,000 
Rehias rane her SAPs Fee evan mw enero keke panei wien wise olackian) oshynipian® 266,000 324,000 
Rape 1 IE 24 50a vw Sun ib fein) pc a, 0 vera wantin @ wesein i6i4 wlar6 eee Oa Gib 0:4 Fee's 6,799,000 8,237,000 
Loni & Lancaster Indemnity ........... 2. cece ccs crcccerecseees 422,000 457,000 
Lumbermens Mutual Casualty ..........-ceeccceeccrceeceeceecseees 2,500,000 2,700,000 
Maine, Wpnditie & CASUBIEY  6o'.5505.080.ceee os so esicee pa dere gibt en.ces 113,000 120,000 
Manutaetirers CASUalty oo. tcc cc cece sess ceceecesotsorsecnene 1,044,000 1,109,000 
Margin COBUMIEG occ ccc ccc cece cence es eee se snteeverseccescescces 6,125,000 6,753,000 
Massachusetts Bonding & Insurance ..........cscccscccccvcccoccsscs 1,848,000 2,085,000 
Mercere TOGUTONICE Ol PIMEPICR osc cic cio vies. s6e cs ceeeesedesasicseee  —, sateen 664,000 
RINNE si, acre Siac mois o.0< wee a8 Oe a ee Ree WW e erates SO SiGs 6)09:0'5:6 3,475,000 4,139,000 
MGECHAME. TRUCMIINEG oo 5 co.cc csiccocss sees ness cosescccssesoesiasces 1,442,000 1,687,000 
Metropolitan Casualty ...........cccccccsc cer ceccescesccssccccccess 1,433,000 1,746,000 
Ua MORENO 5 oa ini Sis ndie ck 5 a:40.e 0.sisia.s.0°4-4.0 9 90's is'4ie 60. 0.eivi0,bip eis wie de ine eieieie 173,000 176,000 
MIRMEMOOIE. Wate Oe PREEING 6.6.60ccoc sss case cwccseeccnssceseeisecoem 8 — keieisiers 428,000 
National A. & C.—Royal Indemnity 
National Automobile & Casualty ..........6.c0cccccccecsscsevess , $241,000 $266,000 
BREMEN 6 555. cies po cade wcwiece ds siewc ceminicn ga denwateee ee 550,000 700,000 
RURTEUNNNIN IR Soca che 6S cies mioisrs 9S os Se wee se wees ee ates 4,600,000 5,186,000 
National Grange Mutual Liability ..........-.---scecccsecceeseees 725,000 774,000 
National THGGMMItY  .6... ..ck c eee cs et nee te steesaeescessoes ee 138,000 154,000 
National RNR oy sincs ny aioe i<.caioile. c's o4:s)ee ¥)0re 9: ciel s(erete <'pi9'di die sin’ o-slein wretsieieie 2,620,000 2,911,000 
DUE NEN REA aig 5 ae 45 0 01s:4 gis, Sure oiolse i olere wie oldies sie NBs, Owe eee Reles 2,384,000 2,789,000 
INBCIOMEN IS TIGT THOPMINIES ooo oo 5 oc 0 ot 0s hse wee nce tess tececeves 307,000 331,000 
Dar NOTRE RMIT go 5 ys. -0 ccs in lois sie eislelne SietSiate.o sisisieiasie.s a'ee.sis 2,975,000 3,166,000 
My omrnEnNE IMEIIIOE (OS 5 oc ok ce slekis os ac ecinbinn shady eacvsecees 919,000 1,022,000 


iii i ea ee A A a eaten 1,781,000 2,194,000 





Net Limit on Any One Risk 
1955 1956 


ee ee erasbewntiepieeeenscocnd nh eked sween 1,145,000 
North American Casualty & Surety Reim..............cccccsccccccece 1,616,000 
BEC Eb ERUOP TEM MUIRMNEE GO hig'.i 0.0.4 c0-c'ocs he diese esis cu casiserc nae clae.esiie 3,563,000 
Ce COIN oes cn eec ence dacnancceencteneddeceeiuasiccncomeses 1,500,000 
Coaa eek tie LOU RMCIOMMNINONS 6 ooo ice ccce cel tne +ueeeesices eves teceaes 501,000 
oi a OR Re Peewee Creer rt eee ee Te ree Pere 1,562,000 
Pacific Employers .......ccstieoscccccesces ey eT EC Ce 614,000 
PMCING LUOOMOIE o.oo cc ceccecs ces soe cencenaseceeeceseseeneedtes 1,728,000 
PAGING SNSUPONCE (COG oii c kicks vce cnese cobs e revi ecetioscerenveeeues 117,000 
eee REMI ISO o507% cla cow g. ok ao a Ml elese Wikio W o-cle ee taeie ne cece Reaaes 1,977,000 
RCO CCE) ae Cr OC Tater Cee ee ee et eee 1,025,000 
CMa AEE EERUEMNOE 6 ociccov dcic cc ccaseebecerewesexteneseeeee weneas 
MIRE POMNMROO CONE Sec 0 Gao sg cocclecces cheer bdedeeneecedechedesse | | eeeees 
PRC NUMEROUS Olek, oa ss 5c occ acre ooee a Helse diel ee necmas a iemeaitaeae 9,817,000 
1 OO aCe EOC De ree eT etree 312,000 
Providerice Waalkincton ENGemmty 6 ec.c.ccstececescescvciveseios ‘ 312,000 
PLOVIMICHGCE WRSHINGtON INSULENCE CO i. icin 6 iis. doce csiedeie Hie ee wanes 1,250,000 
UAE IGE URUIG MME MENS C24 eee oa Renda aide e Nu ieald Wieiekiwineheces. > Mawel 
CRUCenie BORMEOICO NCO, 6 cso ovikkeele bacc.c ade ise nbagaad weeemrnteaes var 2,926,000 
RROMMNGOl LNRM RTC ON GONE fe os. ¢ ono’ wa cet eaeieae nan Daled ate weteeeteeea 726,000 
muiversiqe mnsusance Co., Little ROEM. <esécccsccnccececcsidecececcacse . oames 
Royal Indemnity ................. AN PN eet Vr et ee are 3,257,000 
St. Paul F. & M—Yorkshire 
Sopeme LU OY sca oat VE Tae eS Nid i Oates BME 1 
St. ere ONG TM RM OGEIIE og. acoc s s1a. pA wlohe wrdl@rardnive nee Waaloede bviadwn bey 
NCANATUMNSULGt mS fee ee Nac eG... naan doauneenaat uaa: 1,169,000 
Security COC AE Cr, SUS aa Tita ee Ene 5 aN Une aie 1,301,000 
RICCUMER IE PRIA IMD CURUAIUM So! e085 hal cics bao ERR GESO MELE REL aaa Maki 
ei rg Ce en ee Re ORLEV A eR tear tobe EM ee 
Oh oid yal oh Sona BRR aaa Re NE RUE ee rg Are Wr Peres eed 
SARA SUE CG Cit Ra Peete Sa ne reaie ee rnRIn nae eet Sy eee $005,000 
SRtaIElaY Ces PH BURAIICON DUNBM alas 6 ocho Gra levels n.d cade wae ale OU daleelok os 
SWRANGQGEG! ENMNCBMER OL INCOM eo: oe /oisciscs dc) cred noe woe a keenee heewhaun 1,069,000 


RONEEM MRIURTN NI ofc Serangoon cco eas Ca GAEL RI 481,000 
AERA MIMI MNNIRE NN geo oars wo lain Ao iagw tenia a das CEO E EERE KORE 84,000 
Traders CEMOERE Ne 3) lad shciens cdeae alee ca nas ee Kaetee oad ae utes 287,000 
JOT OOAL SCS. ES Seer ee See eh ee RSE eee eA = aiite 1 558,000 
PRM AUIEU EE CM MNSRNE 60.2.0 516, Ces cise Gd d Nols S MORAY SEER REA ROKER WEL eke 304,000 
ERS LE SAI UNMET S510 760 hd Slave, wear cleiat Slee wie RL Kta win Ra ORB AVENE ER 441,000 
fash GG TOMO RTE E IROOM 520. 5.0: 415 olMGabalet she Scie nals wicks Bw cree eee MEL OER ORES A 5,550,000 
PR BURUGU ONE MONGMINS cc cSciere Chee Mene de ods Cop EAI ERS ROnRem CCE 1,198,000 
PCR HtG CCD MMO. ce 3.2 cicarc oa uletawaa hb eae ERA oe Ra RR CURE TORS 141,000 
RAISER CE Re ONN gate. as oid ale iss cinicinuns arin oe ea wae ha mebe eee ts 644,000 
WISMREdE | SUREOR CHIMES i050 aso ccs eens: c Soiesaceeeanecennewincenend 1,049,000 
UMited tates -Migenty Oe GUASAMO Ss i6. 6566/0656 caeccecdaccimaibane ee neiqeacnonne 10,828,000 
RPSERCORUT SRMIR BA ERC OI. © si a.cians: ad iercictimand oeihexica s,ediiie oa eae Meda eee’ 5,871,000 
VIGNIAIY / ENBOUANEE 56/0, 6-s-6)o5-05 Sntceisinad said saulbie cee aba rkaseiweeRee’ 1,193,000 
NAN SERIA EOE CO ROE OS ise cin ela Wort di Bale ads cre Otis eo neiweave Se Rea e Oana Ree A 110,000 
Se IMR Saas eats Si ten Fn andr Sr akin aa a RS Oe biae Ale Sat eCauR a acale Baers 168,000 
SWRI MEIONIN OS ts art cc an ons srelen Dale andi AaK oa wees wee 3,472,000 
ANE MIE Oe CIEE OU S65. frau’, ck aad. cs. ne wa wenrindenoadesedeorebes 1,039,000 
ee a os wale cad bipicca ue Cand dee leRelb aaGid we daumelawea vee aeews 542,000 
RCE BINS NOC 56 s'sae: Sed. ene ard tothe Sista ard ORO ES ONC Ra Kaela Rea wOae 256,000 
RCAC NC ENN 5 coos dew d uh ge trdsrie dlaeimcdigel bint n weed adaelte RG A 752,000 
Wee ON OS dain. bei care A Reresenald idee RRekee Sed Rar COLACAS EURO AS KES BORGES 448,000 


Reinsurance Companies 


1,288,000 
1,808,000 
3,947,000 


1,700,000 
584,000 
1,731,000 


824,000 
1,906,000 
130,000 
2,276,000 
1,062,000 
1,535,000 
1,176,000 
10,970,000 
347,000 
280,000 
1,414,000 
384,000 


3,264,000 


845,000 
105,000 
3,580,000 


$9,821,000 
2,282,000 
1,302,000 
1,813,000 
845,000 
188.000 


57,000 
941,000 


87,000 
301,000 
1,584,000 
337,000 
466,000 
6,500,000 
1,411,000 
252,000 


724,000 
1,131,000 
12,093,000 
6,493,000 


1,247,000 
120,000 


231,000 
3,833,000 
1,204,000 

656,000 

295,000 

841,000 


459,000 


The 23 companies authorised for reinsurance only, with process agents appointed in 


the District of Columbia, follow: 


Net Limit on Any One Risk 
1954 1955 


et aE i I, ONO ES a obo io 6 boa oP SRG. COMERS ARETE RR ORORE ORES SS $542,000 
FN EPL TTT eee ee YT Teer ee eee ee aa 463,000 
REIN ee ea oe a hebeewed nt otethennsabetsvegen eds 162,000 
Comstetiation Insurance Co. . 2... cccciccicdccscceresencecenseecece are re 
TESOIOMGES:  LAMED  oc-c.0 bpaesinle 50 0b n6 PRAMed ee werewedned.neeede RECEKS 3,328,000 
Piremems Teemramee Co., NMOWerk 6... Kccccccsedtccseveccceteecses © cevecs 
General Security Assurance COL, cick cceciercccnccicerancocsetecsee sae 
Guarantee Co: cf NoOrtly AMG@tiC8 sc iicd cacti cies eccesecenngewensces 156,000 
ES POP reek Terre ee eT ee ee Te 1,079,000 
rr re eC. . d. caser dase eheeceadeeee. éeeenakes 1,253,000 
TIE nooo ccc cece hac h ec breueceoceddscceccccopeceeeece 555,000 
ene CRUMINRNE CO os i orcs on ccc ne SesctnscesececOeswenseweane — “waatrers 
Wael Ben Vranktin Ina, Co.. cf Pictebutais oicic icc ccgseccvssicsssaweses 8 _erseces 
WUACIOMEL TRENTBUEENOE 6 o.oo cvse.6cc cece dec enegcetveccceet nesses sleds 984,000 
North American Fire & Marine Reins. ..........ccccccccscccccccccce 230,000 
UCN SOIT Ee REO EERE 5g cern akc Sas a otes Cedleceacenecaheuseewawe 5 lepmbas 
Ocean Accident & Guarantee .........cccccccccccsccece eae urneuenee 1,242,000 
Reinsurance Corp. of N.-¥. oi. ccccccwccccccccccsccevcessccesesecons 1,343,000 
Royal Insurance Co., Ltd. «i020. .cccccccscccccctocccscsscccesecess§  s6aces 
ee RN reo oon. a baw as Heniee ce Wetesbedeedeewkasenaneveres 674,000 
Swiss REiMSUPANCE 2. o.c cc cc ce ccc cc cccerccscccseeoccrececseesesecees 2,349,000 
TraneMlGle TROMMRUEBNEE oc o.5.5cs6 cccnenCesdedesceccnteeisebngweseays 229,000 
Unity Fire & General Insurance .........c.eeeeesee terre reseereeees teense 


$678,000 
447,000 
182,000 
267,000 
3,688,000 
10,331,000 
415,000 
171,000 
1,392,000 
1,381,000 
558,000 
2,137,000 


813,000 
1,050,000 
241,000 
959,000 
1,416,000 
1,627,000 
2,339,000 
696,000 
2,559,000 
273,000 
346,000 


R. I. DRIVER DEMERIT SYSTEM tty, which sponsored the conference. 


eS The R. I. registrar said he had been 

To Be Effective August 1; Accumulation advised by the state attorney general 
of Demerits Will Cause License that he has authority under the state 
Revocation motor vehicle code to institute the point 


A point system providing automatic spears 
gee s ° ° thorization., 
loss of licenses for drivers whose rec- 


system without specific legislative au 


; ; Under the plan outlined by Mr. Lussier, 
ords accumulate too many demerits will 4 license would be revoked 


when a 


be put into effect August 1 in Rhode driver’s demerit points reached a total 


Island, according to announcement by of 12. Drivers collecting 


eight points 


State Motor Vehicle Registrar Laure would face automatic license suspensions 


B. Lussier. His announcement followed of at least 10 days. Drivers 
a conference at which the plan was — points would be called before ¢ 


with five 


regist! \ 


supported by police, district court judges hearing officer for a conference and 


and representatives of traffic safety or three demerits would bring a warning 
ganizations. letter. Points would be erased by three 


Mr. Lussier said he would revise some  vears without any new demerits. 


details of the plan, he proposed to take Serious offenses would 


rated at 


into account suggestions offered at the eight or 12 point demerits and would 


conference. The point system was unani- result, as now, in automatic 
mously backed by the new 12-member license. Demerits for other 


Rhode Island Council on Highway Safe- would rate down to three. 


loss of 
offenses 

















Insurance Advertising Conference Meeting, Skytop, 


Pa., June 10-12 





Agent Training Vital 
In Today’s Competition 


INSURANCE AD MEETING TOLD 





A. E. Redding, Aetna C. & S. Secretary, 
Parallels Company’s Adv. and 
Educational Depts. 

Skytop, Pa., June 11—Training insur- 
ance agents to perform a high standard 
of professional service have never been 
more important than in today’s competi- 
tive market, Amos E. Redding, secretary 
of the Aetna Casualty & Surety Co., told 





REDDING 


AMOS E. 


the Insurance Advertising Conference 
here at the opening of its annual meet- 
ing. 

Recognized as one of the nation’s 
leading insurance educators, Mr. Red- 
ding is the founder and director of the 
Aetna C. & S. sales course, which re- 
cently marked its 5,000th graduate, more 
than any other school of its kind in the 
country. 

“Not only in the general insurance 
business but in practically every other 
business as well, the competitive effort 
in the field of distribution has been 
sharpened to the point that it is now the 
most acute in the current century,” Mr. 
Redding declared. 


Strong Link Needed 

Acknowledging the key position of the 
agent in our method of operation, Mr. 
Redding declared that unless the agent 
is a strong link in our organizational 
chain “the agency system of operation 
can be successfully attacked by organ- 
izations following other competing plans 
of distribution.” 

The speaker drew a parallel between 
the role of the advertising and educa- 
tional departments, which he described 
as building up the agent on a _ sound, 
substantial basis and equipping him with 
the tools to convince the public of the 
value of agency service. 

The veteran educator pictured direct- 
writing companies as the “discount 
houses” of the insurance field. Although 
these organizations have made headw ay, 
he said there is no need for alarm “pro- 
vided we are strong at the point of sale 
and have men properly qualified to pre- 
sent to the public the case for entrusting 
such important matters as insurance pro- 
tection to well-informed local agents.” 


Agent’s Necessary Knowledge 
Too many educational and advertising 
Programs overlook an essential part of 
an insurance agent’s necessary knowl- 
edge, stated Mr. Redding, pointing out 
that knowing the business goes beyond 
a mastery of policy forms, their scope 
and limitations, rating methods, and cur- 


(Continued on Page 40) 


Gund Wins “Oscar” for 
1955 Best Advertising 


IN IAC’S ANNUAL COMPETITION 


Crawford, Neb. Agent Receives Award 
in Banquet Presentation; Other 
Agents Recognized 


Skytop, Pa., June 11—G. Fred Gund, 
Jr., of Crawford, Neb., received the In- 
surance Advertising Conference “Oscar” 
for “best use of advertising in 1955’ at 
IAC’s annual banquet given here tonight. 

The “Oscar,” a bronze statuette, is the 
top award in a nationwide contest among 
local agents, staged each year by the 
Conference, national organization of ad- 
vertising, publicity and public relations 
officials of capital stock property-cas- 
ualty insurance companies. 

Mr. Gund and four other prize win- 
ners in this year’s competition accepted 
their awards from William H. Doty, 
Aetna Insurance Co., president of the 
Conference, and Willard S. Burt, Na- 
tional of Hartford Group, chairman of 
the contest committee. In addition to 
the trophy, Mr. Gund received an all- 
expense trip from Crawford to the IAC 
annual meeting, now in session here, and 
honorary membership in the Conference 
for one year. Each of the other winners 
was given a scroll of merit and all are 
guests of the Conference while they are 
here. 

The acclaim of the insurance adver- 
aa men made this a big evening for 
Mr. Gund. The winner in Division I, 
his agency is the “under $50,000 pre- 
miums per year” category. His exhibit, 
on display with the others at this meet- 
ing, demonstrated his alertness to the 
value of radio, local newspaper and di- 
rect mail advertising. 


Other Award Winners 


Other winners in the competition in- 
cluded Tom Bartlett of North Baltimore. 
Ohio, Division IT—$50,000 to $100,000 
annual premiums; D. A. Traynor, Platts- 
burgh, N. Y., Division ITI—$100,000 to 
$250,000 annual premiums; Fred W. 
Tannasch, Gary, Ind., Division IV—over 
$250,000 annual premiums, and the Essex 
County (N. J.) Insurance Agents Asso- 
ciation, which received the TAC citation 
for the best local board advertising in 
1955. The award to the Association was 
accepted by Sydney A. DeRoner, CPCU, 
chairman of the association’s executive 
committee, and immediate past president 
during whose term of office the prize- 
winning advertising was done. 


The Board of Judges 


A highly qualified board of judges, 
representing both the insurance business 
and the advertising business, selected the 
four winning agent entries and the local 
board winner in TAC’s competition. They 
were Frederick W. Doremus, manager, 
Eastern Underwriters Association; J. M. 
Hickerson, president, Hickerson Adver- 
tising Inc.; Tohn McLatchie, advertis- 
ing director, Time Magazine: Arthur M. 





O’Connell, executive committeeman of 
National Association of Insurance 


Agents, and William N. Woodland, edi- 
tor, The Standard of Boston. Decision 
of the judges. it is noted, was based en- 
tirely upon the quality and the results 
of each agent’s advertising program, 
measured by comparison with other en- 
tries within the same premium-volume 
category. 

The careful evaluation of their adver- 
tising programs by the four winning 
agents indicated an analvtical approach 
to the value of radio, TV. local news- 
paper advertising and publicity, and di- 
rect mail. In competition with two other, 
older agencies, and one direct writing 
company, one agent for example. created 
an advertising expenditure of $2.000. 
crediting it with an increase of $20.000 
in his premium volume. One half of his 
new business, he told the TAC, “walked 


in the front door in response to adver- 
Another award winner credited 


(Continued on Page 39) 


tising.” 





Hobart Considers Market Analysis and 
Brand Advertising of Ins. ‘Musts’ Today 


Skytop, Pa., June 11—Donald M. Hobart, 
senior vice president of Curtis Publishing 
Co., Phila., delivered a_ challenging 
message on “Manufacturing Customers 
for Insurance” to the Insurance Adver- 
tising Conference, which onened its 33rd 
annual meeting here at Skytop Lodge 
this morning. As Curtis director of re- 
search Mr. Hobart has a keen awareness 
of the changing insurance market and 
the conclusion he has reached is that 
in this dynamic age markets are as 
important as capital and investments and 
premiums. 

“They have to be built as carefully 
as factories, machinery and company 
standing,” he emphasized, “and they are 
far more fragile. They must be kept in 
good repair.” He ins’sted that demand 
for insurance has to be created and that 
demand sustained through the “manu- 
facture” of customers. He further de- 
clared that “customers for the insurance 
industry are best manufactured by 


product, improvement, analyzing mar- 
kets, intelligent personal selling and 


strong national advertising.” 


A Hard Look at Markets in Immediate 
Future 


In opening his address Mr. Hobart 
gave his [AC audience what he described 
as a “hard look at what the market 
for insurance and other products looks 
like now and in the immediate future.” 
Making good use of charts he pointed 
to the rapid increase in the population 
of the United States from 76 million 
people in 1920 to 167,440,000 people this 
year. He predicted that by 1960 the pop- 
ulation will have reached 176,126,000 and 
by 1975 a total of 206,615,000. “Obviously, 
the more people we thave, the more :po- 
tential customers there will be for all 
kinds of products, including fire and 
casualty insurance.” 

Turning his attention to marriages, 
the speaker said there were about 1% 
million U.S. marriages each year during 
World War II, a jump to 2,291,045 ir 
1946, and a fairly constant 1% million « 
year since then. “Every marriage means 
the chance of more sales of all kinds 
of merchandise and for all kinds of 
insurance,” he remarked. 

His next chart illustrated the expected 
increase in households in the United 
States from 47 million today to about 56 
million in 1966, and “this expanding num- 
ber of households reflects your increased 
opportunities.” Part of that growth is in 
new family dwellings, about which Mr. 
Hobart said: “It is estimated that 1,328,- 
700 new permanent family dwelling units 
were started in non- farm areas in 1955. 

. . An ever-increasing percentage of 
these homes are in the suburbs and the 
surrounding countryside. Every new 
home and its furnishings is an additional 
opportunity for the sale of insurance.” 


Rise in National and Personal Incomes 


The speaker then noted that national, 
personal and family incomes have also 
advanced rapidly since 1930. National 
income has risen year by year until it 
reached about $322.3 billion in 1955 as 
contrasted to $75 billion in 1930, $81 bil- 
lion in 1940 and almost $240 billion in 
1950. Personal income, only $79 billion in 
1940, reached $303.3 billion in 1955, the 
highest in our history, and should go 
still higher. Median family income has 
gone from $1,190 in 1935-36 to $4,173 in 
1954. In addition, the pattern of family 
income distribution has changed radi- 
cally. Only 19.8% of the families are in 
the “under 2,000” income bracket today 
compared with 77.7% of the families in 
that bracket in the 1935-36 period. 

Mr. Hobart then pointed out that more 
people at work are earning more monev 
and they are saving at a rate of over $17 
billion a year. “These large savings per 
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year do not mean that consumers have 
slowed up spending. Furthermore, the 
savings represent the future buying 
power that can be motivated through 
advertising.” 

Finally, Mr. Hobart brought out that 
in the 1955-56 academic year over 2% 
million young men and women were in 
college—7,680,000 in secondary schools. 
The number of high school graduates has 
risen steadily year after year for a long 
time. However, college enrollment and 
graduation figures have dropped some- 
what from the peak reached in 1950 
when great numbers were studying un- 
der the G.I. bill, although the figures 
are all still much higher than prewar. 
“We know from many research studies 
that the best customers for the best 
products are those in the upper half 
income and education groups.” 

Substantiating his point that an ac- 
tive buying market of better educated 
people exists now more than ever before, 
the speaker said that total personal 
consumption expenditures of all U.S. 
families had advanced to $252.3 billion 
in 1955. 

Not an Automatic Market 


While these factors reflect some of the 
future sales opportunities which exist in 
the national market, Mr. Hobart cau- 
tioned that they do not constitute an 
automatic market which the manufac- 
turer or the insurance man can have for 
the asking. “He must fight for this share; 
he must fight against competition in his 
industry and against competition from 
other industries. Competitive markets do 
not exist for the asking. They must be 
sought out, analyzed, appraised and 
sold,” he stressed. 

This brought him to the question as 
to how best insurance companies should 
proceed in “manufacturing” customers— 
1.€., policyholders. The means at hand 
are study of the product and the mar- 
kets, personal selling, advertising and 
promotion. “The greatest of all selling 
forces, he said, is the product itselt, 
and so our thinking must start with the 
insurance policies we create and se! 
Are they the best we can provide for 
the market? Are they well designed, 
newly styled, attractively packaged, fair 
ly priced? Are they the kind of policies 
which customers get excited about? Are 
they being created with the customer § 
needs and desires in mind?” 


What Product Study Involves 


Explaining that study of the insurance 
product must be done in relation to the 


' 


June 15, 1956 















— 


pro 
pro 
saic 
sibl 
are 
sug 
me! 
may 


“on 


goo! 
alty 
mos 
can 
less 
safe 
suri 
eve 


are 
the 
son 
eno 
mal 
age 
inst 
ing 
eve 
con 
for 
wit! 
ag 
mai 
as | 
“ 
ap 
bre; 
dis: 
of 
tra 
son 
Sor 
mai 
of 
gre 
to 
imt 
ind 











1956 


ly 





/ 















Insurance Advertising Conference Meeting, Skytop, Pa., June 10-12 





Rages = 
products of competition and to new im- 
provements in insurance, the speaker 
said: “By such product study it is pos- 
sible to find out what insurance policies 
are liked or disliked and why; to secure 
suggestions for changes and improve- 
ments, and to learn of new policies which 
may be added or old policies that should 
be replaced, 

“Your product, as you well know, is 
good. Ownership of adequate fire, casu- 
alty and liability insurance is one of the 
most valuable things a man or a woman 
can possess. ... You are selling a price- 
less commodity—security, protection, a 
safeguard against the which 
surround the lives of every person and 
every business. 

“Your products are continually being 
improved. Compare the types of insur- 
ance and their coverage which were 
available a generation ago with what you 
can offer the public today. There are 
few businesses which compare with yours 
in the services you are prepared to 
render and do render to mankind, and 
your service is continually improving. 

As an example of product improve- 
ment in insurance Mr. Hobart called 
attention to the “package” policy trend 
(comprehensive dwelling) and said that 
“such a modernized product offers your 
customers convenience, economy and 
wide coverage in one ‘policy.” He then 
said : 


hazards 


Insurance Not an Intangible 


Let me remind you of something you 
are apt to forget, of something which 
the insurance industry as a whole has 
sometimes failed to realize sharply 
enough. Insurance is not intangible. Too 
many insurance company executives, 
agents and brokers have looked upon 
insurance as something vague and lack- 
ing in objectivity. The customer, how- 
ever, looks upon it as something pretty 
concrete. In his mind the expenditure 
for insurance premiums has to compete 
with his contemplated expenditures for 
a great miscellany of goods and services, 
many of which are fully as intangible 
as insurance. 

a : ; 

Actually, the insurance industry has 
a physical product. A policy has length, 
breadth and thickness. It should have 
distinctive packaging as well. The buyer 
of insurance wants to look at his con- 
tractual agreement and have it convey 
something of the actuality of its value. 
Some companies have learned this and 
made headway in distinctive packaging 
of the insurance product. There are 
great opportunities for your industry 
to step up your product change and 
improvement activities. It is basic to 
industry growth.” 


Detailed Market Study Required 


Saying that a close ally to the study 
of the products are the markets for those 
Products, the speaker emphasized that 
these markets must be studied as care- 
fully as the products themselves. “You 
must know who makes up the market, 
where they live or where their plants are 
located, what insurance they need and 
want, what they will buy, how often 
and when they can be sold renewals 
or additional insurance. This calls for 
detailed market study, for the develop- 
ment of potentials, and the setting of 
Sales quotas. 

“It means that your selling and ad- 
vertising effort must be placed against 
each part of the market in direct propor- 
tion to each part’s sales possibilities. 
Markets that are here today may be 
gone tomorrow. New people, new fami- 
lies and new business come into the 
market every day; former customers 
disappear. You are not selling a stand- 
ard army—you are selling a parade... .” 
_ Mr. Hobart then posed some search- 
Ing questions dealing with the sale of 
specific lines of insurance. He wondered 
if the companies have made their policy- 
holders sharply aware of the dangers 





all of us run today if not insured or 
underinsured against fire and_ liability 
hazards. “If you Ihave not, you are miss- 
ing one of the greatest sales opportuni- 
ties within your grasp,” he said. 

He also wondered if higher limits for 
automobile liability insurance are being 
pushed. “What once might thave been 
adequate liability insurance may be now 
pitifully inadequate. Have you in your 
advertising and in your personal selling 
made the (public intensely aware of what 
you so well know? 

“T am not at all sure that you have. 
One reason for my suspicion is that 
the insurance business as a whole—that 
is, life, fire, casualty and general com- 
bined—invests only four-tenths of 1% 
of gross receipts in advertising. Contrast 
this with the investments by banks—tra- 
ditionally conservative of about twice 
that, or nearly eight-tenths of 1%.” 


Pre-Selling of Brand Name 


Further along Mr. Hobart pointed out: 
“In recent vears we ‘have seen one very 
important and fundamental change at the 
consumer end of distribution for manv 
products. This has been in the growth 
of supermarkets and the self-service idea 
in other types of retail establishments. 
In the supermarket, for instance, there is 
no longer any personal sales contact be- 
tween the customer and the sales person 
who might recommend this or that brand 
of »roducts. Customers have to be pre- 
sold on a brand before thev enter the 
store. They must be made familiar 
through advertising with the quality of 
the product and with the size, shape and 
color of the package. They must be 
presold through advertising. .... 

“Pre-selling paves the way for the in- 
surance agent. It serves to educate not 
only present Dut potential customers. It 
breaks down resistance and stimulates a 
consciousness of needs. It not only can 
manufacture customers who are familiar 
with your product and its functions, but 
also can manufacture customers from 
that important group of people with ex- 
panded needs and ability to buy insur- 
ance. 

“Your advertising cannot not only pre- 
sell; it keeps policyholders aware of 
the values of being insured with your 
company. Compared to life insurance, 
your policies are of short-term duration. 
When a fire, theft or casualty policy 
terminates, you want your policyholder 
to renew with you, not drop his insur- 
ance or shift ‘his business to a competi- 
tor whose advertising has convinced him. 
A policyholder may move from one state 
to another, from one part of the country 
to another where he does not know 
an agent or a broker. You want your 
prospects or customers fully informed 
that your company offers its protection 
nationally, that he will get the same 
security wherever he moves. You want 
policyholders and prospects fully in- 
formed about insurance, about those 
forms of protection in addition to fire 
and automobile which you write. A 
client may have sufficient insurance to 
protect ‘his home and possessions to- 
dav. Has he enough to cover their val- 
uation ten years hence? All of these 
points he can be acquainted with through 
planned national advertising. 

“We are well aware of these things 
at Curtis. This year ‘The Saturday 
Evening Post’ has initiated an entirely 
new campaign in both life and fire and 
casualty insurance. Among other things, 
the Post is running a series of full- 
page advertisements in the insurance 
trade press. These tell agents what in- 
surance companies are doing through 
their advertising to back up their sales 
efforts. They are intended to sell the 
agent on the value to him of his com- 


pany’s advertising in national maga- 
zines. : : 
“Such advertising establishes brand 


names and brand preferences in the 
minds of buyers—and an insurance pol- 
icy carries a brand name just as surely 
as an automobile, a washing machine or 
a food product. Your company name is 
one of your most important assets.” 


Asks P. R. Institute for 
Fire-Casualty Fields 


DOTY IN PRESIDENTIAL TALK 


Advocates Organization That Can Guide 

Industry Sales and Underwriting 

Decisions 

Skytop, Pa., June 12— An over-all or- 
ganization to handle research, advertising 
and publicity for the entire fire and cas- 
ualty industry was advocated ‘here today 
by William H. Doty, Aetna Insurance 
Group. Addressing the Insurance Ad- 








WILLIAM H. DOTY 


vertising Conference, Mr. Doty, its out- 
going president, said such an organiza- 
tion would help promote capital stock 
and would work with agents and agent’s 
association in preparing advertising cam- 
paigns. 

The speaker declared the proposed 
organization could supply management 
with facts and figures which would guide 
them in sales and underwriting decisions. 
Tt could be built upon the foundations 
laid down by groups already in ex- 
istence, he added. 

However, Mr. Doty emphasized that 
the IAC is not the group to handle such 
an ambitious undertaking—no more than 
the Life Advertisers Associations under- 
takes the work of the Life Insurance In- 
stitute. He went on to point out that 
the IAC, by virtue of its experience 
and training, could assist and advise. If 
such a group is organized, the TAC can 
play a helpful and significant role, in 
Mr. Doty’s opinion. 


Agency Service Newsletter 


Reviewing the year’s activity, Presi- 
dent Doty praised the TAC’s Agency 
Service Newsletter, born some months 
ago. 

“During the year,” he recalled, “we 
activated various standing committees to 
carry out IAC’s many responsibilities. I 
am exceedingly grateful to the contribu- 
tions these committees have made to our 
progress and point especially to the work 
done by the newsletter committee, bulle- 
tin committee and program and program 
and advertising awards committee. Be- 
cause it was fostered by the man who 
will undoubtedly be your next president 
this committee idea will no doubt be 
carried on in the future. It definitely 
should be. 

The annual competition for excellence 
in the use of advertising again proved 
its worth, he continued. “It helps not 
only the agents who enter by giving 
them just deserved publicity; it also en- 
courages advertising by more and more 
producers and strengthens the entire 
industry. Lastly, it gives IAC closer 
contact and greater coordination with 


Wins Advertising Oscar 


(Continued from Page 38) 


his advertising expenditure of less than 
$3,000 with ‘having brought in 216 new 
customers, paying premiums of $16,783. 
There was universal agreement among 
the award winners that advertising ap- 
propriations in 1956 would be higher than 
ever before. 

Appreciation for the assistance rén- 
dered by stock fire and casualty insur- 
ance companies in building the agents’ 
prestige through national advertising, 
and in stimulating agent interest in local 
advertising was repeatedly expressed in 
the entries reviewed by the judges. 


Background of Award Winners 


G. Fred Gund, the “Oscar” winner, 
has operated his agency business since 
1949, when he took over a tax accounting 
and real estate business in Crawford, 
Neb., and began to build his own insur- 
ance agency. Active and popular in his 
town, he has been a city councilman and 
has served as president of his local 
Chamber of Commerce. 

After graduating from the University 
of Nebraska, Mr. Gund spent two years 
studying photography in New York City. 
He served a five-year stint in the Signal 
Corps during World War II as a photo- 
graphic officer. Following his discharge, 
he did free lance architectural photog- 
raphy. 

Tom Bartlett, native of Tennessee, a 
graduate of Ohio Northern University 
and a veteran of World War I, worked 
as a department manager for a wholesale 
hardware house, an assistant sales man- 
ager for a radio distributor, and alumni 
secretary for his university, before he 
bought an insurance agency in 1938, 

Mr. Bartlett has served his community 
as a member of the Recreation Board, 
the Salvation Army, Boy Scouts and Red 
Cross. He is a past district governor of 
District 227 Rotary International, has 
served as chapter chairman of the Wood 
County Red Cross Chapter, and is a 
past president of the sixth district of the 
Ohio Association of Insurance Agents. 
He was an assistant field director for 
the American Red Cross during World 
War II. Mr. Bartlett has contributed a 
number of articles on insurance adver- 
tising to the insurance trade press. 


Traynor and Jannasch 


Upon graduating from the public 
schools in Plattsburg, N. Y., Mr. Tray- 
nor won a scholarship to Williams Col- 
lege. There he received a B.A. degree in 
1926 and returned to Plattsburg, where 
for a few years he was associated with 
his father in the wholesale plumbing and 
heating business. 

Other fields looked greener, and in 
1932, Mr. Traynor opened his own in- 
surance agency. Until recently it has al- 
ways been a one-man agency, but he is 
now contemplating taking in an asso- 
ciate. 

A firm believer in advertising, Mr. 
Traynor has always been willing to share 
his successful ideas with other agents. 

Mr. Jannasch attended Northwestern 
University and Indiana University where 
he majored in commerce and insurance. 
After serving with the United States Air 
Force during World War II, he joined 
the Jannasch Insurance Agency, Inc. in 
1945. 

He is a member of the board of di- 
rectors of the Insurance Board of Gary 
and is active in civic affairs. 





agents. This competition should receive 
all possible encouragement. 


Outstanding Work Done 


“A great deal of outstanding work 
was done by our publicity committee 
during the year.” He expressed his deen 
appreciation to the trade press for the 
publicity they gave IAC’s awards pro- 
gram, as well as our other projects. 

“It is hoped,” said Mr. Doty, “that the 


(Continued on Page 40) 
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Insurance 


Advertising 


LAC Votes to Continue Exhibits of 


Company Advertising at Its Meetings 


Award Winning Agents Welcome Opportunity to Tell About 
Their Local Programs; Skytop Program Well Balanced; 
Emphasis on Market Analysis 


By Wa tace L. CLapp 


Skytop, Pa. 12—Krom start to 


J3re | 


June 


finish the annual meeting of In- 


surance Advertising Conference here 
this week was a success. It brought to 
ecther leading fire and casualty com- 
pany ad managers and sales promotion 


experts from all parts of the country, 
including a number of new faces, and 
provided a welcome opportunity for 
them to compare notes with one = an- 
other. 

One of the major innovations at this 
gathering were the exhibits of member 
companies’ advertising material. They 
were divided into three categories: (1) 
direct: mail—homeowners material only; 
(2) trade journal advertising, any subject, 
and (3) consumer magazine advertising, 


Schenke, IAC 
chairman, 

ballots for 
The win- 
morning’s 


any subject. Edmund V. 
president and program 
invited all attending to cast 
his choice in each division. 
were announced at this 


SESSION, 


VIC 


ners 


In announcing the results of the bal- 
loting for the best of the exhibits of 
member company advertising material in 
the three categories Vice’ President 
Schenke called for a show of hands as 
to whether the [IAC favored a continu- 
ance of this competition. The vote was 
unanimously in its favor. 

Forty-eight ballots were cast for the 
insurance trade journal ads on display 
with Hartford Fire scoring first and 
\etna Casualty & Surety second. J. K. 
Cagney, Hartford Fire, and William J. 
O'Meara, Aetna C. & S. received cer- 
tificates of merit on behalf of their com- 
panies. 

In the 
Liverpool 
ceived the 


mail category Royal- 
Group's exhibit re- 
greatest number of the 48 
votes cast with Aetna C. & S. in second 
place. Mr. Schenke and Mr. O'Meara 
acknowledged the awards, 

The consumer ads of Employers’ 
(;roup Insurance Companies were voted 
the best in that category with a tie for 
second best between Hartford Fire and 
Aetna C. & S. Natalie ee of the 
Employers’ received IAC’ plaudits. 
Forty-eight ballots were ty 


Guest Speakers Held Close Interest 


direct 
Insurance 


Keen interest was shown in the ad- 
dresses at the opening session vesterday 
morning. Amos Redding, — secretary, 
\etna Casualty & Surety, who has di- 
rected the Aetna school for agents for 
25 years, was the first speaker in a well 
balanced program. With justified pride 
he brought out that a total of 154 ses- 
have been conducted and = over 
5,000 agents from all parts of the coun- 
try have completed the Aetna course of 
instruction. His address is highspotted 
on another page. 

Merle Kingman, managing editor of 
Industrial Marketing, Chicago, and Don- 
ald M. Hobart, senior vice president and 
director of research, Curtis Publishing 
Philadelphia, were the two other 
speakers at this session, and their ad 
dresses are also reviewed on another 
page. In particular Mr. Hobart’s mes 
“Manufacturing Customers for In 
surance,” made a deep impression. At 
a time when competition for business 
among various types of companies is at 


stons 


Co. 


sage, 


its keenest, he declared that the insur- 
ance industry must face the fact that 
improvement of their products, market 








analvsis, intelligent 
“name brand” national 
demanded. 


personal selling and 
advertising are 


New Faces Among Those Present 


Welcomed to this gathering were sev- 


eral new members including Natalie 
Fisher, advertising manager, the [m- 
ployers’ Group Insurance Companies, 
Harvey Smith, Agricultural of Water- 
town, N. Y. and J. W. Landers, advertis- 
ing manager of American Fire & Cas- 
ualty, Orlando, Fla. lal of whom at- 


tended their first IAC meeting. 

Graham L. Russell, secretary, Royal- 
Liverpool Insurance Group, also was on 
hand and keenly interested in the pro- 
gram, 

Two Yale University students—Jack 
Fritzinger and Scott Sullivan—were in- 
terested observers at yesterday’s 
sion, Both will be juniors at college in 
the Fall, Mr. lritzinger is managing 
editor of “Insurance > World—1956” 
which will be published in two sections 


Ses- 


by Yale Daily News on October 1. 
Life and property insurance will be 
given careful treatment. He is assisted 


in this project by Mr. Sullivan, editorial 
director of “Insurance World—1956,” who 
is associate editor of the “Daily News.” 

The four agent winners in the 1955 
“best use of advertising” competition 
were in the spotlight last evening at the 
banquet when they received — their 
awards. C. Fred Gund, Jr., Division 1, 


who hails from Crawford, Neb., popula- 
tion 1,800, got a tremendous kick out 
of receiving the “Oscar,” the top prize. 
Tom Bartlett, North Baltimore, O., Di- 
vision II, is a second time winner in the 
competition, and renewed TAC acquaint- 
ances made a year ago at Atlantic City; 
D. A. Traynor, Plattsburg, N. Y., and 
Fred W. Jannasch, Gary, Ind., respec- 
tively Division IT] and TV winners, were 


likewise made welcome by the TAC, and 
also Sydney DeRoner, executive commit- 
tee chairman, Essex County (N. J.) In- 
surance Agents Association, winner of 
the citation for the best local board ad- 
vertising of 1955. 

W. W. Clement Presents Prizes 


At the banquet last 
were awarded for the golf tournament 
winners and in the ladies’ “lucky num- 
ber” contest. W. W. Clement, ATU, 
activities chairman, presented the golf 
awards to Harry V. Carlier, Northern 
Assurance Co.; Jack Conklin of KCS 
Co., Philadelphia, and Mr. and Mrs. 
Coleman D. Asinof, Advertising ‘C 
of America. To the following 
went “lucky number” prizes: Mrs. F. M. 
Jackson (Phoenix of London); 
Amos Redding (Aetna Casualty & 
Surety); Mrs. William T. Wolf (News- 
week); Mrs. Donald E. Wolff (The 
Weekly Underwriter); Mrs. Edmund V. 
Schenke (Royal-L iverpool Insurance 
Group) and Mrs. Clark W. Smitheman 
(Insurance Co. of North America). 

The annual meeting closed this morn- 
ing with election of officers. 


evening prizes 


Award Winning Agents Speak 


The award winning agents held the 
stage at this morning's session, wel 
coming the opportunity to express their 
opinions on the exhibits of company ma- 
terial on display. 

. A. Traynor of Plattsburg, N. Y., 
Division ITI winner ($100,000 to $250,000 
annual premium) spoke on consumer ad- 
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vertising and said that the ‘aiauaiies 
did not do enough of it. He realizes that 
newspaper advertising is expensive, much 
more so than trade journal space, but 
thinks that the stock carriers would be 
smart if they would launch a cooperative 
program stressing quality and_ service 
and thus compete on equal terms with 
the mutual companies which, in news- 
paper ads, stress price. Mr. Traynor 
then said: 

“T think that the life of the insurance 
agent will depend a lot on advertising. 
If he makes good use of it he will thrive; 
if not he will dry up. Since TAC has 
the capacity and willingness to be help- 
tul to agents and has so demonstrated 
by its annual advertising contest, I feel 
that the stock companies should support 


IAC by ‘talking it up’ to their state 
agents and special agents. I’ve talked to 
many of them who did not know that 


IAC existed. 

“State agents and special agents can 
also be helpful if they would talk to the 
agents in their territories at least once 
a year on the value of local advertising. 
They need only to sell their agents on 
the advantages derived from doing some- 
thing on their own.” 

In response to questions Mr. Traynor 
said he considered ad mats furnished by 
the companies useful but he prefers ta 
adapt his advertising from the “copy 
in the company-prepared ads. He also 
said that he pays for his own local ad- 
vertising rather than having his com- 
panies participate in the cost. 


Gund Favors Visual Selling Aids 


C. Fred Gund, Jr., Crawford, Neb., the 
“Oscar” winner in TAC’s competition 
(Division T under $50,000 premium) dis- 
cussed the company direct mail material. 
His own exhibit, featuring visual selling 
aids as well as radio and newspaper ma- 
terial, is a reflection of his persone lity 
and abilitv as an insurance councillor in 
a town of 1,800 population. He did not 
depreciate the value of company-prepared 
material but felt that in his small com- 
munity and with his intimate knowledge 
of its population, he could do a better 
job than his companies on advertising, 
sales promotion and radio. 

He told the TAC that he has practically 
stopped using envelope stuffers after 
testing them for six months. Blotters 
will be continued; other “stuffers” will 
be dropped. They did not bring the de- 
sired return. 

He felt that most of the company di- 
rect mail material on exhibit was more 
useful as visual selling aids than as mail- 
ing pieces. It’s ideal for the agent to 
show to his prospects when he’s making 


Asks For P. R. Institute 


(Continued from Page 39) 





effort to increase membership will be 
stepped up in the future. While most 
of the major stock comps inies are solid 
members of IAC, there is still a great 
potential of membership among other 
agency stock companies and we should 
expend every effort to make non-member 
companies aware of the benefits of TAC. 
The idea of regional meetings might 
enable us to broaden our membership. 
Our fall forum meeting could be slit un 
among such key centers as Chicago, 
San Francisco and New Orleans, en- 
abling more members to attend. The 
life Advertisers Association uses this 
idea successfully. 
“Incidentally, we are 


continuing our 


liaison work with the Life Advertisers. 
I suggest we appoint one or two dele- 


gates to report to us on their annual 
meeting and that thev do likewise. In 
addition, an ‘ll industry’ advertising com 
mittee could be formed, consisting of 
representatives of both LAA and _ the 
TAC. I do not agree with the suggestion 
that we merge with the LAA. While we 
have many common problems, we are 
still concerned with merchz andising a 
form of insurance which is of such a 
nature to deserve a separate advertising 
association.” 


10-12 





a homeowners policy sale, he said, Hoy. 
ever, since he is concentrating his effort; 
on direct mail and radio so as to bring 
people into his office, Mr. Gund said he 
cannot afford the time to go out and 
solicit homeowners policies. He admitted 
that it’s a calculated risk he is taking 
in not aggressively going after home. 
owners business. 

“For one thing,” he said, “a consider. 
able number of people in my town agi 
my advice on insurance who are not m 





clients. Other agents have sold them 
So, 1f they have been given a_ home. 
owners’ sales talk I will hear about 
sooner or later. Also, I have already 


sent out a personalized sales letter about 
the homeowners policy, advising my 
clients that it is a package policy they 
should know about.” 
$2,000 Spent Returned $20,000 in 
Premiums 

As to specific results from his direc; 
mail, billboard and radio advertising Mr 
Gund said he spent $2,000 on advertising 
in 1955 to produce $20,000 in premiums 
His program is designed to increase th 
rapidity with which he can write ney 
business. Thus, he must bring people 
to his office rather than going to them 
He maintains a mailing list of 300 who 
receive a fill-in mimeographed letter, 
personally signed; his match books ar 
given away in every store in town selling 
cigarettes; his billboard “drive safely” 
sign are a constant reminder of Gund 
service, and his radio tape recording 

(Continued on Page 46) 


TAC Elections 


(Continued from Page 24) 


1919, he Westchester 





Then, in joined 


Fire as state agent for Minnesota and 
North Dakota. In 1921 he became spe- 
cial agent for the Aetna Insurance Co, 


in Columbus, O., and five years. later 
took a similar post with the World Fir 
& Marine in Ohio. 


With the Home he has served suc- 
cessively as state agent in Ohio, state 
agent in Indiana, man: ger of the In- 
diana office, and then, in August, 195], 
transterred to the head office in New 
York for special assignments. He is the 


author of a book entitled, “Footprints 
of Assurance,” dealing with firemarks 
W. Winthrop Clement’s Career 

Mr. Clement entered insurance in 1933 
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at New York with the Liberty Mutual 
and in 1939 went with Lerner Stores 
Corp. as insurance manager and admin- 


istrative assistant to the executive vice 
president. From 1942 to 1944 Mr. Cle- 
ment did war work and from 1944 until 
1947 served as executive secretary ot 
Risk Research Institute, organization 0! 


large insurance buyers. In 1947 he be- 
came executive vice president of the 
National Association of Insurance Bro- 


kers and a year later joined American 
International Underwriters in New York 
City as manager of the personal insur- 
ance division. Since then he was ad- 
vanced to manager of public relations 
for AIU. Native of Maine, he is a gradu- 
ate of Colby College. 


A. E. Redding Address 


(Continued from Page 38) 





rent underwriting practices. 

What also must be developed is the 
agent’s ability to apply this fundam« ntal 
knowledge, his skill in social contacts. 
and creating the proper acceptability ™ 
the area where he resides and conducts 
his business, Mr. Redding pointed out. 

Therein lies the big step between he. 
ing able to understand coverages ati 
write policies, and the ability to discuss 
a proposed insurance program persia: 
sively and convincingly in such a wel 
ordered and concise manner that. the 
prospect readily sees the great acdvan- 
tage of becoming a policyholder, Mr 
Redding concluded. 
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Four Field Promotions 
By Standard and Planet 


Accident and affiliate, the 


Standard L : 
the following field 


Planet, announce 



















min- 
vice 
Cle- 





changes : 
Steven M. Mortenson, formerly man- 


ager of the Mt. Vernon (N. Y.) office 
of the co panies, has been made man- 
wer at Peoria, Ill. James P. Clarke, 
‘Geld representative at the Milwaukee 
afice, succeeds Mr. Mortenson at Mt. 
Vernon as manager. William J. Sachse, 
Ir. has been appointed manager of the 
Houston office which is under the super- 
vision of the Dallas branch. James J. 
McGrath has been advanced to man- 
ager, casualty and property underwrit- 
ing department, at the Washington, D. C. 


branch. ; Saal 

Mr. Mortenson, who is a CPCU, 
joined the comp: inies in 1949 as_ field 
representative in charge of the Mt. 


Vernon office and in 1951 was made its 
manager. 

Mr. Clarke started with the Standard 
in 1946 at the Chicago branch. In 1949 
he was made a senior underwriter in the 
hond department and in 1950 was ap- 
pointed field representative at Chicago. 
The following year, he was transferred 
to the Milwaukee office as field repre- 
sentative. 

Mr. Sachse also joined the Standard 
in 1946 as a student in the Training 
School. In 1948 he was made a field rep- 
resentative in Dallas. He left the com- 


—=_—————— oo 





F. M. Cox, Jr., Marks Silver 
Year With Hartford A. & I. 


Francis M. Cox, Jr., 
the Hartford Accident & Indemnity Co.’s 
New York office, celebrated his 25th an- 
niversary with the company recently. 

A native of New York City, Mr. Cox 
attended St. Francis Xavier High School, 
was graduated with an A.B. Degree from 
Fordham University, and attended the 
Insurance Institute of New York. 

3efore joining the Hartford Accident 
in 1931, Mr. Cox worked for Appleton & 
Cox, Inc:, and N. F. Charlock Co., Inc., 
both of New York City. He is a member 
of the Fordham Club and the Columbus 
Council of the Knights of Columbus. 

In accordance with company custom, 
he was presented with a gold wristwatch 
on his anniversary. 


special agent at 





panies in 1952 to join a large general 
agency in Amarillo. Mr. Sachse attended 
the University of New Mexico. 

Mr. McGrath started in 1947 at Stand- 
ard’s Chicago branch as casualty under- 
writer. In 1951 he was transferred to the 
Milwaukee office as an underwriter. He 
was transferred to the Washington 
branch in 1953 as a casualty and property 
underwriter and in 1955 was advanced in 
that office to chief casualty and property 
underwriter. He is a Navy veteran of 


World War II. 
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Trusting insurance planning to chanc 
could lead to serious loss. The Peerless 


Casualty and Bonding protection) and 
Fidelity and Surety Bonds) are effective sales tools because they eliminate 
this danger. By showing a client or prospect the gaps in his coverage, the 
makes him realize the need for more protection. 


“ORGANIZER” 


shows you exactly what to sell him. Write today for full details about 
“SIMPLIFIER.” 


Peerless’ exclusive “ORGANIZER” and 









why depend on this... 


Si, SA SB 


or this 





e€ or memory is mighty risky! It 
“ORGANIZER” (for the sale of Fire, 
“SIMPLIFIER” (for the sale of 


And it 


See, 
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Established 1923 
Confer 


with us 


FIRB 

LIFB 
CASUALTY 
BONDS 


A. W. MARSHALL & CO. 


One of New Jersey’s Leading General Agencies 
744 BROAD STREET, NEWARK 2, N. J. 









Tel.: Mitchell 2-0963-4-5 
v New Jersey 
ee Risks 
Binding Office 


111 John S#., N.Y.C. 
Tel. REctor 2-7667 





MIRB Examination 


(Continued from Page 36) 


statistics are now combined for rating 
purposes with those of National Bureau 
companies. This has meant increased 
responsibility in the maintenance of 
state exception pages and has led as a 
consequence to the contemplated printing 
by the Mutual Bureau of its own man- 
uals. As a result, there has been an 
expansion of the MIRB activities. 


N. Y. Department Recommendations 


Summarizing the recommendations of 
its examiners, the New York Insurance 
Department urged: 

“1, The composite rating plan should 
be reviewed in accordance with the sug- 
gestions contained in the report. 

“2. Companies should be strongly 
cautioned against carelessness in report- 
ing experience and against recurrence of 
inaccuracies. 

Oy kts suggested that the Bureau as- 
sume more active administration of 
casualty experience rating plans in states 
other than New York. 

“4. It is recommended that the sched- 
ule rating plans for the various lines of 
insurance applied in most states other 
than New York be reviewed as to pur- 


pose and practices of application. 
“5. Rate revisions are indicated from 
the experience for burglary insurance 


Southeastern Claim 
Executives Assn. Formed 


association, representing 21 in- 
whose 
are in the nine Southeastern states, has 
been formed in Jacksonville, Fla. The 
group, known as the Southeastern Claim 
headed _ by 


Title & 


A new 


surance companies home offices 


Executives Association, is 
Clemens Hagglund of American 
Miami. 


elected at 


Insurance Co., 

Other officers the 
zational meeting were Parks 
Standard National of Atlanta, vice presi- 
dent; and R. J. Haubenreiser, South- 
eastern Fire of Charlotte, N. C., secre- 
tary-treasurer. 

The first regular meeting of the Asso- 
ciation will be held at the Dinkler Plaza 
Hotel in Atlanta on June 20-21. 


organi- 
Huntt, 





coverages for most territories. 

“6. The elements of trend and pro- 
jection should be studied to determine 
their future use in rate making. 

“7, The adjustment factor applicable 
to the losses of the taxpayer mutuals 
requires review to give greater effect to 
their experience. 

“8. Effort should be made by both 
rating organizations to revise the glass 
insurance permissible loss ratio in New 


York 
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Engineers’ Meet Covers 
Wide Subject Range 


SPONSORED BY THE C. & S. ASSN. 


Discuss Current Difficulties From Re- 
cruiting New Engineers to Special 
Safety Problems 


More than 40 engineers representing 
30 top capital stock casualty insurance 
companies recently concluded a two-day 
administrative engineers’ conference at 
the Gould House in Ardsley, New York. 


At the conference, sponsored annually 
by the Association of Casualty & Surety 


. delegates discussed a_ wide 
range of current problems ranging from 
recruiting and training new engineers to 
special safety problems. 

The conference was divided into three 
sessions devoted to panel discussions of : 
administration of the inspection pro- 
gram: current status of continuing en- 
gineering department administrative 
problems and a group discussion of ad- 
ministrative questions submitted by con- 
ferees. 

In a_ special 
Allen Morris, 
superintendent, 
presented the 
association’s 


Cos. the 


evening session, H. H. 
engineering department 
Century Indemnity Co., 
progress report of the 
ic temo and project 
committee and Thomas N. Boate, mana- 
ger of the Association’s accident pre- 
vention department presented the report 
of that department. Following these re- 
ports, Dr. Walter A. Cutter, assistant 
director of the Center for Safety Edu- 
cation of New York University directed 
a quiz session on general accident pre- 
vention problems. 


Inspection Program Administration 


The session on administration of the 
inspection program was chairmanned by 
Donald G. Vaughan, secretary, Aetna 
Casualty & Surety Co. Panel members 
were Myron A. Snell, supervising en- 
gineer, Hartford Accident & Indemnity 
Co.; John T. West, assistant vice presi- 
dent and ito te of the safety 
engineering department, United States 
iidelity & Guaranty Co., and James P. 
Scobie, superintendent, loss prevention 
department, New England Insurance Co. 

Chairman of the panel on continuing 
administrative problems was E. R. 
Granniss, manager, loss prevention and 
engineering department, Royal-Liverpool 
Insurance Group. Panel members were 
C. O. Larson, superintendent, engineer- 
ing and auditing department, Manufac- 
turers Casualty; R. C. Meldrim, mana- 
ger, inspection and engineering dep: irt- 
ment, Glens Falls Indemnity; H. 
Goodyear, superintendent, engineering 
and safety department, Fireman’s Fund 
Indemnity, and R. B. Miller, assistant 
superintendent, engineering department, 
Fidelity & Casualty of New York. 

Chairman of the group discussion was 
J. W. Strassberger, secretary, engineer- 
ing and inspection department, Com- 
mercial Union—Ocean Group. Those 
serving on the panel were R. H. Balen- 
siefer, assistant secretary, The Saint 
Paul Cos.; K. R. Bush, ge ser 
American Insurance Co.; W. ». Gruber, 


manager, safety engine ering depart- 
ment, Standard Accident; W. B. Le- 
Clair, manager, engineering department, 


Massachusetts Bonding & Insurance, and 
John Wildman, superintendent, engi- 
neering department, E — ers Group. 
Following the final panel, a brief dis- 
cussion of the conference was held. 


Driver Rate Cr Credit 


(Continued from Page 36) 


class have had a more favorable experi- 
ence than privately owned school buses. 
Publicly owned school buses which have 
been written at the applicable school bus 
rate less 15% will be written at the 
applicable school bus rate less 30%. The 
larger discount was effective June 13 in 
all states except Louisiana, Massachu- 
setts, North Carolina, Texas and Vir- 
ginia. It is also effective on that date 
in the District: of Columbia, Alaska and 
Hawaii. 


Too Soon to Evaluate 
Driver Rate Credit 

NAIC C. & S. COMMITTEE TOLD 

Young Driver 10% Credit Results Can 


Not Be Estimated at 
This Time 





Sufficient time has not elapsed since 


the introduction of the special 10% 
credit in automobile insurance rates for 
private automobiles having operators 


25 years of age with approved 
driver to evaluate the 
it was indicated to the casualty 
the National 
Insurance Commissioners 


under 
school training 
results, 
and surety committee of 
Association of 
by spokesmen for both stock and mu- 
tual automobile insurance organizations 
recently at St. Louis, Mo. 

The requirements to obtain the credit 
is that all drivers in a household under 
25 years who drive the automobile must 
had a 30 clock hours 
of classroom instruction plus an average 
student 
experience in the 


have minimum of 
minimum of six clock hours per 
for actual driving 
practice driving phase of the educational 
course. 

Schools Offering Courses 


The report from the Mutual Insurance 
Rating Bureau prepared by J. M. Muir, 
secretary, and read at the meeting by 
Ken Jones, assistant secretary, said 
that for the school year 1954-55 of the 
nation’s 20,800 public high schools, 9,968 
offered driver education courses enroll- 
ing 994,212 students out of a potential 


of 1,600,409. Hence slightly less than 
50% of the public high schools were 
offering such courses. Of the schools 


offering a course, approximately 22% 
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1945, thousands of 
policies protecting many of the coun- 


Since July 1, 


try’s leading lawyers and law firms 
have been written by this Company, 
For claim and underwriting know- 
how based on more than a genera- 
tion of experience, consult your local 
agent. 
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provided courses with classroom instruc- 
28% provided practice driving, _ it 
hours of class- 
room instruction, and 50% provided prac- 
tice driving plus at least 30 clock hours than the 


tion only; 


but less than 30 clock 


classroom 
“Hence, 


instruction. 
this report 


hours of classroom instruction. 
ure of 50% 


year.” 
Elmer 


A. Twaits, 


prepared by W. H. Brewster. 


“only “The 
about 25% of the public high schools in the 
the country provided courses consisting 
of practice driving and at least 30 clock 
The fig- 
of the nation’s high schools 
offering driver education represents only 
a 6% increase over the previous school 


continued, 


assistant secretary, age. 
National Bureau of Casualty Underwrit- time 
ers, read a report for that organization 


itional driving 
accident 
dents who hadn’t taken it. 

report continued the 
automobile rating 


educ: 


ments for the 
were cstablished by the 
cation Association “are 


Ways by young men under 
had more than its share of 
mobile accidents, many of the 


having been of a serious nature.” 


It brought out that at the time this 


credit 





was introduced there was no ac- 
tuarial experience to support it and that 
in at least one state where a study was 




















Be Succeeded in Burglary Dept. 

by T. M. Meredith 
Robert D. Ewens, 
of the Hartford Accident 
Co., will retire June 30. 
of the company’s burglary 


succeed Mr. 





partment. 





Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


INSURANCE CONTRACTS 
FOR UNUSUAL NEEDS 


SEABOARD SURETY COMPANY 


100 WILLIAM STREET, NEW YORK 38 


Whitehall 3-7440 


Associated with the Hartford 
since 1915, Mr. Ewens is 


nance Division. 


ment. 


ent in 1945, 
sistant secretary in 
been active in 


1950. He 


ing committee. 


instructor of burglary 
coverages. 


During World War II, 
the U. S. Navy for three years. 


Young Republicans and is a lie 
in the Naval Reserve. 





Diego, Calif., 
American - Associated 





Compani 





sureties on the work. 





EWENS TO RETIRE JUNE 30 
Asst. Secretary of Hartford A. & I. To 


Appointed assistant superintendent ¢ 
the department in 1937 and superintend- 
Mr. Ewens was oy as- 
has long 
the National Bureau © 
Casualty Underwriters, representing th 
Hartford Accident on the burglary rat- 


made of the results of drivers educatio 
was found that the accident involy 
ment of students who had_ taken t¢/ 


course was_ wor: 
involvement of stu 


consenstis 
committee of t 
Bureau was that the minimum requir 
educational course, whic! 
National Edu 
reasonabl 
when we stop to consider the seriousness 
of operation of automobiles on our high- 
25 vears « 
This particular group has for som 





pe 


assistant secretary 
& Indemnity 
He is manager 
department 
Thomas M. Meredith has been named t 
Ewens as head of the de- 


Accident 
a veteran ot 
World War I service in the Army Ori: 
Following his  releast 
from the Army, he rejoined the compan 
in the burglary and plate glass depart: 


Mr. Meredith joined the Hartford Ac- 
cident in 1948 following his graduatie 
from Trinity College in Hartford. 


He 
first served in the home office burglar r 
depz artment and later in the agents’ ser 


ice department as a burglary and plat 
un- 


glass, and fidelity and surety bond u- 
derwriter. Since his appointment in 19>- 
as associate director of the company: 
training center, Mr. Meredith has bee! 


and plate glass 


he served in 
A boaré 
member of the Trinity Club of Ha irtfore 


he also is a member of the Harte 
itenan 





AMERICAN-ASSOCIATED SURETY 


Sat 


San 


F. E. Young Construction Co, >* 
Diego, ha3 been awarded the contra 
by the Department of Public Wor 
U.S. Navy Department, for the 
struction of a special weapons 
facility at the Naval Air Station, 


AM 
at the price of $1441.47 
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Mutual of New York Denies FTC 


False Ad Charges; Sees No Violations 


Mutual Life Insurance Co. of New 
York, has filed a formal denial of 
charges brought against the company 
by the Federal Trade Commission that 
its advertising is false. MONY this 
week declared that the FTC lacks juris- 
diction over its advertising and that it 
has not violated provisions of the Fed- 
eral Trade Commission Act. 

Answering the FTC’s complaint  is- 
sued November 18, 1955, the company 
maintained that its business is a non- 
profit wholly mutual enterprise and that 
it is licensed and adequately regulated 
by the 48 states and the District of 
Columbia. MONY further stated that 
the issues involved in the complaint are 
moot since the advertising attacked is 
obsolete and has not been used for some 
time. 

The FTC complaint had charged Mu- 
tual with misrepresenting (1) the dura- 
tion of its policies, (2) health require- 
ments for issuance of a policy, (3) num- 
ber and types of accidents and illnesses 
covered, and (4) amounts payable for 
surgery and doctors’ bills. 


Guaranteed Renewable Contracts 


Vigorously denying it had stated, as 
the FTC complaint alleged, that its ac- 
cident and sickness policy was guar- 
anteed renewable at the option of the 
insured until age 65 or any other age, 
Mutual Life, however, brought out it 
nevertheless administers such contracts 
on a virtually non-cancellable basis in 
that it does not refuse to renew solely 
because of deterioration of the policy- 
holder’s health. 

The company’s denial declared that 
Mutual Life had committed itself, long 
prior to the issuance of the FTC com- 
plaint, to the above principle by the 
establishment of a committee of officers 
charged with the duty of implementing 
this policy and by the further establish- 
ment, with the concurrence of the New 
York State Insurance Department, of a 
special reserve, in the nature of an ac- 
tive life reserve which may not be re- 
leased without the Insurance Depart- 
ment’s approval. The purpose of this re- 
Serve 1s to provide a fund, similar to 
that required for a non-cancellable op- 
eration, to cushion the effects of the 
expected higher than customary com- 
mercial loss ratios that will eventuate 
by reason of MONY’s avowed policy not 
to retuse renewal because of deteriora- 
tion of health. 

Mutual Life also maintained that the 
company has not, as a matter of well- 
known and announced company policy, 
knowingly used any language which is 
the same as or similar to that quoted in 
the complaint at any time since it be- 
came aware, through publicity given to 
FTC complaints against other insurers, 
that the Commission was placing the 
Implications it does on language which 
had been theretofore generally believed 
to be clear and not in any way mis- 
leading and generally employed through- 
Out the country for many years by in- 
Surers of A. & S. with longer and more 
varied experience in the field. 


Advertising Voluntarily Discontinued 


_ The use of all such questioned adver- 
sing, Mutual Life stated, was discon- 
tinued voluntarily and entirely without 
Telerence to any threatened or pros- 
Pective action on the part of the FTC. 
t did so “solely by reason of a sincere 


desire to conform to the standards ap- 
parently adopted by the Federal Trade 
Commission, whether or not it had 
jurisdiction, and regardless of whether 
or not such standards were reasonable 
or unreasonable, and it at all times 
prior to the issuance of the complaint 
assured the Federal Trade Commission 
and its accredited representatives of 
this fact, of its willingness to cooperate 
and its sincerity and good faith in the 
premises.” 

Mutual Life brought out that the 
Commission complaint relied on state- 
ments taken out of context and not in 
conjunction with the entire advertising 
material in which it appeared or to 
which it had reference. The company 
said no such statements “when taken in 
conjunction with MONY’s method of 
operation and related to the policies to 
which it referred, either mislead any 
policyholder, or had the tendency or 
capacity to mislead any policyholder or 
fair-minded individual.” Mutual also 
pointed to other safeguards employed by 
it “to assure that there is an under- 
standing of the coverages provided by 
its contracts and a meeting of minds 
before any contract is entered into.” 

The company said it has “made it 
clear” that no advertising will be used 


(Continued on Page 46) 


R.J. Maclellan, Chairman 
Of Provident L.&A., Dies 


SERVED CO. OVER FIFTY YEARS 





Highly Regarded For Business Leader- 
ship; Christian Principles Guided 
His Decisions 





Robert J. Maclellan, board chairman 
of the Provident Life & Accident In- 
surance Co., Chattanooga, succumbed 
June 7. Mr. Maclellan, 82, died suddenly 





ROBERT J. MACLELLAN 


at his home on Lookout Mountain while 
getting dressed to go to his office in 
downtown Chattanooga. 

He had been associated with the 
Provident in an executive capacity since 
1905, and actively participated in the 
direction of the company until his death. 

(Continued on Page 46) 
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JACK’S DOING GREAT 


“JT don’t know what’s come over Jack 
since he started with Combined. You 
never saw such enthusiasm. And the 
business he writes in accident and sick- 
ness plans is just amazing. It all started 
when he wrote in and got the Combined 
story. Now he’s doing great and really 
going places.” 


Find out today why agents and agencies 
do better with the Combined Group of 
Companies: Combined Insurance Co. of 
America, Chicago; Hearthstone Insurance 
Co. of Mass., Boston; Combined American 
Insurance Co., Dallas; First National 
Casualty Co., Wisconsin. Write direct 
to W. Clement Stone, President, 5316 
Sheridan Road, Chicago 40, Illinois. 





Archer Named Great-West 
Life A. & H. Secretary 





A. K. ARCHER 


A. K. Archer, formerly accident and 
health assistant, has been promoted to 
\. & H. secretary of Great-West Life 
Assurance Co., D. E Kilgour, company 
general manager, has announced. 

Mr. Archer assumes responsibility for 
the general administration of the com- 
pany’s A. & H. department following on 
the retirement in May of E. R. Brock, 
formerly department superintendent. 

A graduate of the University of Mani- 
toba and an associate of the Society of 
Actuaries, Mr. Archer joined the Great- 
West Life in 1950. He served in various 
capacities in the company’s underwrit- 
ing division until he was promoted to 
the position of A. & H. assistant in 
January this year. 





Heads New Hampshire Assn. 


Charles I. Newton of Manchester was 
elected president of the New Hampshire 
Association of Accident & Health Un- 
derwriters at a recent meeting held at 
the Calumet Club. Armand H. Roy of 
Manchester was elected vice president 
and Henry F. Walker, also of that city, 
secretary-treasurer. 

Following the election of officers, 
Philip J. Elias moderated a panel discus- 
sion on the “approach” and “close” of 


A. & H. selling. 
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Des Moines ad Noelia 
Allen, 


General Life, has 


Robert K, assistant manager of 
been 
president of the Des Moines 
Accident & Health Un- 
derwriters. He succeeds Byron Hart of 
Mutual. 

Other new officers are Paul O. Grodt, 
Maye 


secretary- 


Connecticut 
elected 
\ssociation of 


Pacific 


Travelers, vice president and Mrs. 


C. Bradley, Pacific Mutual, 


treasurer 
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First symptom 


A SWELLED HEAD 


% All you havé'to do is start selling 
Canada Health and Accident 
policies. 

Then before you know it your 
sales are so hefty you develop a 
doozer of a swelled head. 

What to do next. Are you kid- 
ding? Just keep on selling Canada 
Health. 

You don’t mind getting fat on the 
profits ! 


START GETTING RICH ON THIS: 


e Cenade Health and Accident's 
Plan, for amateur, semi-professional 
and school baseball or soccer 
teams. $500 medical re-imburse- 
ment plus $500 accidental death. 


AND KEEP YOURSELF ON EASY 
STREET BY SELLING THESE: 


@ Surgical 





@ Hospitalization 


@ Non confining then Mies 
Cc ' 3 






Disability 
@ Non can Income @ Medical 
Protection Protection 
FOR DETAILS 


WRITE TO: 


CANADA HEALTH & ACCIDENT 


SSURANCE CORPORATION 
Waterloo, Catario 





PAYS THE BILL WHEN YOU'RE ILL 











June 15, 1956 








Hartford A.& I. Has Gratifying Results 
From Major Medical Promotion Effort 


Integrated and Well Planned Merchandising Campaign Has 
Already Produced 2,400 Sales for $150,000 Premiums; 
Educational Meetings Held in 144 Cities 


months ago the Hartford Acci- 
dent & Indemnity Company announced 
to the insurance world: “Hartford Means 
3usiness in the Accident and Sickness 
Field.” Behind this brief announcement 
was a determination on the part of this 
large, multiple line company to take ag- 
gressive action—to arouse its producers 
to the fact that they can broaden their 
clientele and their commission income 
by selling A. & S. The company prom- 
ised salable merchandise, backed up by 
effective sales promotion and_ national 
and trade journal advertising. True to 
its word, an unusually effective campaign 
was launched to introduce the new Hart- 
ford major medical expense policy early 
this year. 

First intimation Hartford A. & T. 
agents had that “something new and 
different” was about to be unveiled was 
when they received in late January a 
series of three “teaser” post cards during 
the period of a week. These were fol- 
lowed by another series of mailings four 
to five days apart of promotion: ul liter: i- 
ture about the company’s “all-new” ma- 
jor medical expense policy—the first to 
be released in Hartford’s accident and 
sickness expansion program. 

No expense was spared in acquainting 
agents with the features of the new pol- 


Some 


icy. For example, a 32-page booklet 
entitled “Producers’ Handy Guide,” gave 
them major medical information in 
“easy-to-follow question and answer 
form.” They were told: “This is to help 
you understand, explain and sell this 
valuable protection for individual and 
family risks.” A total of 77 questions 
were answered, all pertinent to the sub- 
ject of major medical expense w hich, the 
producers were assured, is a “sure best 
seller.” Applications, sample policy and 
premium rates were included in this 
package, of course. 


How’s the Market for Major Medical? 


Taking no chances that the interest of 
agents would get luke-warm, the com- 
pany’s next promotional piece was a two- 
colored booklet, “How’s the Market for 
Major Medical Expense Coverage?” in 
which the spotlight was centered on the 
best prospects. Producers were advised 
that the most receptive will undoubtedly 
be (1) present clients; (2) “basic hos- 
pitalization” policyholders, whether they 
be insured water a Group plan where 
they work, through Blue Cross, the Hart- 
ford & 1, or some other company— 
“they are already protected against the 
expenses of lesser accidents and illnesses 
—they will be quick to appreciate the 





Fred Niketh Named To HIAA Post 





A 


FRED NIKETH 


Vernill Chase 


Fred Niketh has been appointed ad- 
ministrative assistant in the company 
relations division of the Health Insur- 
ance Association of America. He joins 
HIAA’s Chicago staff. 

This is the second new appointment 
in line with the new Association’s ex- 
panded staff operations. Alec Macken- 
zie, former executive secretary of the 
Young Republican National Federation, 
was recently appointed attorney at the 
HIAA Chicago office. 

Mr. Niketh will help coordinate the 
program of the Health Insurance Asso- 
ciation of America Group insurance 
committee, and will be active in other 
Group accident and health areas. 


With Continental Casualty Co. 


office sales manager 


Formeriy home 
he was 


of the Continental Casualty Co., 





Ralph Varde Studio 
MACKENZIE 


TN by 6 


responsible for health and welfare plan 
sales nationally and headed a home 
office staff of Group consultants, spe- 
cialists in those programs. 

Before joining Continental] Casualty, 
Mr. Niketh was chief of the disability 
determination section of the Veterans 
Administration. The activities of his 
staff involved determination of disabil- 
ity, settlement of claims and waiver of 
premium on national service life insur- 
ance contracts. 

After graduating from Northwestern 
University with a degree in commerce, 
Mr. Niketh studied law at the Univer- 
school and was 


sity of Michigan law 
graduated with an LL.B. in 1941. He is 
a member of the Indiana bar. 

During World War II, he attained 
the rank of major with the U. S. Ma- 


rine Corps. 


value of this protection against catas- 
trophe.” 

(3) Family heads—in the middle and 
upper income brackets—who will also 
recognize the possibility of financial dis- 
aster from a major accident or illness, 

(4) Young people, married or single. 
who will find Hartford’s new major 
medical expense insurance particularly 
attre active—because of its low premiums 
in the younger age brackets. 

As sales ammunition the agents were 
urged to stress these policy features: No 
hospital confinement required; pays up 
to the limit of the policy for each coy- 
ered accident or disease, including re- 
lated conditions and recurrences: bene 
fits become payable as soon as the coy- 
ered person’s medical bills for a covered 
illness or injury exceed the deductible 
amount during a period of 12 consecu- 
tive months or less; 12-month benefit 
period automatically extended if insured 
is hospitalized, and low, down-to-earth 
rates, designed to be “particularly ap- 
pealing to the young m< irket—strictly 
competitive in every age bracket.” 


“Everything You Need to Make It a 
Best Seller” 


Next mailing from the home office fea- 
tured a portfolio of sales aids. Nothing 
was overlooked. The kit contained two 
lead-producing self- pmnie an ingenious 
slide rule “Handy Calculator,” descrip- 
tive folders, blotters, direct mail letters, 
an individualized proposal form, sales 
presentation pieces, and a prospects’ in- 
formative Question and Answer booklet 
In addition to this generous array of 
sales helps, the Hartford devoted a page 
of the kit to explaining “here’s how you 
can mz ike profitable use of these sales 
aids . 

In early February the final mailing in 
the major medical expense introductory 
program reached the agents’ offices. In 
a letter signed by H. J. Graham, assis- 
tant secretary in charge of promotion 
and advertising for the Hartford A. & I, 
the point was stressed that “vou are now 
well armed to get into profitable produc- 
tion. We have spared no effort to do 
our job well at the promotional level- 
we are confident we can rely on you to 
do likewise on the production line.” 


Full Page Ads in National Magazines 


Advance news also went to agents on 
a full page advertisement that the Hart- 
ford A. & I. published during March in 
eight leading national magazines reach- 
ing over 20 million families. Tying up 
with this message, the home office in its 
mailing supplied disple iy material for 
the agents’ offices, nine newspaper ads 
in mat form, agents’ publicity stories for 
local newspaper release, radio “spot” 
commercials, and mailing stuffers, TV 
commercials were subsequently made 
available. : 

“With these additions to the sales aids 
previously sent to you, we complete what 
we hope you will agree is as compre- 
hensive an array of advertising and pro- 
motional help as you have ever had to 
work with in putting over a new policy 
with the insurance-buying public,” said 
Mr. Graham. 


Educational Meetings Drew 3,000 
Producers 


Backing up the introductory program 
conducted by mail, each Hartford re & I 
branch office conducted within its terri- 
tory a series of one-day educational 
meetings for producers. There were 1H 
such gatherings, all devoted entirely to 
instruction on the features and_ sales 
angles of the major medical expense pol- 
icy. These meetings were held to small 
size to encourage active audience par- 
ticipation. Despite the handicap of ad- 
verse weather conditions during the ee 
weeks’ period from  mid-Febru 
through March over which the 144 ge: 
erings were spread, they drew an att: = 
ance of over 3,000 agents and a *. 

To assure a uniform meeting patt 
with complete coverage of the ee 
matter to be treated. a meeting manual 
was prepared at the home office througl 
the joint efforts of the sales promotion 
department and the personal division 0! 
the accident and sickness department. 
Incorporated in this manual was a de- 
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tailed outline for the meetings’ agenda 
on 2 topical basis, complete reference 
material for the guidance of meeting 
chairmen and speakers, and special sec- 
tions providing suggested treatment for 
session highpoints, however field staff 
members were given complete freedom 
to handle their meetings in their own 
way within the general framework set 
forth in the manual for their assistance. 

An important special feature of the 
meetings was a 3-part audio and visual 
slide film produced in full color, which 
summarized the highlights and superior 
features of the Hartford major medical 
expense policy, outlined the market op- 
portunities for the coverage, and re- 
viewed the supporting campaign of pro- 
motion and advertising assistance avail- 
able to producers. 


2,400 Sales for $150,000 in Premiums 
Mark Early Results 


That this integrated and well planned 
merchandising effort impressed  pro- 
ducers and was appreciated by them is 
evident in the fact that by June 1 ap- 
proximately 2,400 major medical expense 
policies had been sold with premiums 
aggregating nearly $150,000—a most com- 
mendable accomplishment during the in- 
troductory phase of a new policy offer- 
ing. Meanwhile, there is ample indica- 
tion of a steady build-up in production 
momentum and a substantial increase in 
the flow of premium writings is antici- 
pated. 

The success scored to date, and the 
promising future outlook have given 
Secretary Daniel H. Quigg, executive 
head of the Hartford’s accident and sick- 
ness department, good reason for happi- 
ness and satisfaction, a sentiment shared 
by Neil J. Brown, assistant secretary in 
charge of the personal insurance division. 

he enthusiasm and splendid cooperation 
of the A. & S. department field staff 
has reflected a thigh degree of team 
spirit, which ‘has been a major factor in 
the results secured. 

\ccording to the Hartford A. & 1. 
home office “never before has so much 
interest been stimulated throughout our 
agency organization for pushing a new 
product—proof that  carefully-planned 
pre-approach material and well inte- 
grated promotion, advertising and sales 
educational techniques, executed in the 
modern manner, pay dividends.” 

It’s a certainty that the fine reaction 
to Hartford’s dramatic introduction of 
its major medical coverage will inspire 
equally effective treatment of subsequent 
phases in the company’s A. & S. expan- 
sion program. What will come next? 
That’s yet to be announced! 


TENANT’S SECURITY PLAN 


California Life Offers A. & S. Policy to 

Protect Building Owners Against 

; Tenant’s Disability 

The tenant’s security plan, a new con- 
cept in accident and sickness insurance, 
has been announced by the California 
Life Insurance Co., Oakland, Calif. For 
the first time, a building owner can 
Protect himself from loss of rental in- 
come due to a tenant’s disability through 
this insurance program. 

lhe coverage is purchased by building 
owners on their tenants to provide pay- 
ment of rent in the event the tenant’s 
Income is lost through injury or sick- 
ness, 

Under the plan, rental payments begin 
the second month after commencement 
of the tenant’s disability and continue 
tor as long as 12 months. For this pro- 
tection, the average monthly rent of 
$75 would be increased to only $76.50. 

In announcing the tenant’s security 
Plan, S. C. Hvassman, California Life 
vice president and an originator of the 
New coverage, stated, “This program is 
an innovation in the insurance industry 
that meets a long-time need in providing 
maximum security to both building own 
ers and tenants of homes, commercial 
buildings, or housing projects. 

Rent is as basic in our present econ- 
omy as food and clothing, and assurance 
of its continued payment in times of 
disaster is of prime importance. Cali- 
tornia Life’s tenant’s security plan fills 
that need.” 





AMERICAN L.&C. GENERAL AGENT 
R. B. Lurie to Service Southwestern 
Part of Ohio; Student Accident 
Policy Pioneer 
Richard B. Lurie has been appointed 
a general agent, American Life and Cas- 
ualty Co., according to E. E. Ballard, 
company president. Headquartering in 
Dayton, Ohio, Mr. Lurie and his staff 
will service the southwestern part of the 

state. 

He is well known in Ohio as a repre- 
sentative for student accident policies, 
having pioneered in this type of business. 

The new general agent has a back- 
ground of 12 years in the insurance field, 
and has moved from the rank of an 





agent to general agency responsibilities. 
Most recently he served as a general 
agent for the World Insurance Co. of 
Omaha, where his agency lead the entire 
country in life production in 1955. In 
premium volume the agency ranked in 
7th place for all business and was rank- 
ing in 6th place this year to date. 

Members of his staff who helped Mr. 
Lurie attain this position and who ‘have 
joined him in ‘his new association with 
All American are: Jim Letizia, Ed 
Kosins, Harold Crabill and A. J. Mintz. 

From 1949 to 1952, Mr. Lurie was a 
general agent for Federal Life & Casu- 
alty Co. From 1945 to 1949 he repre- 
sented Equitable of New York and New 
York Life. 


Noted Newscaster Honored 


Bob Considine, 
newscast for Mutual of Omaha on the 
Mutual Broadcasting System radio net- 
work, recently was honored by being 
named the “Radio Father of the Year” 
by the National Father’s Day committee. 

In being named the “Radio Father of 
the Year,” Mr. Considine was presented 
the George Washington Medal. The 
presentation was made at a dinner at 
the Waldorf in New York. He recently 
won a Freedom’s Foundation award for 
his piece, “A Newspaperman’s Prayer.” 


who does a_ weekly 














E ARE PROUD to announce the availability of a truly out- 
W ceanding Major Medical Expense Policy for individuals and 
families. Here, we believe, is the ultimate in low-cost catastrophe 
coverage ...a thoroughly researched, precisely “engineered” con- 
tract that starts paying where most disability insurance leaves off. 


Packed with sales advantages for the producer and designed for 
every budget, this new Major Medical Expense Policy is easily 
sold in benefit limits of $5,000, $7,500 or $10,000. Outstanding 
features of this “tested” contract include deductibles as low as $250 
... payment of any single disability expense for as long as three 
years... complete indemnity for 75% of the first $2,500 of ex- 
penses in excess of the deductible, and then 85% up to the full 
policy benefit limit. 

We are convinced that this new policy is the ideal, problem-free 
contract. Its cost is attractive. Its benefits are broad and geared to 
provide financial help when it is needed most. For our producers 
these advantages mean “happy” claim settlements, satisfied clients 
and the opportunity to fulfill an important responsibility. 


We know this Major Medical Expense Policy now being written 
by the companies of the Fireman’s Fund Insurance Group — 
Fireman’s Fund Insurance Company, Fireman’s Fund Indemnity 
Company, Home Fire & Marine Insurance Company and National 
Surety Corporation—will help you capture your share of the vast 
Major Medical market. 

We have prepared the finest in promotion material to help you 
tell this unique Major Medical Expense Policy story. We earnestly 
invite your queries on this new coverage. 
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R. J. Maclellan Dies 


(Continued from Page 43) 


Last fall he became the first member 
of the Provident organization to receive 
a 50-year service pin. He was honored 
at a special ceremony, attended by all 
the Chattanooga home office and field 
staff, highlighted by the unveiling of a 
bronze bust of Mr. Maclellan. 

Well known throughout national in- 
surance circles and the Chattanooga 
area, Mr. Maclellan was highly regarded 
for his outstanding business leadership 
and for his participation in civic, re- 
ligious, educational and cultural .activi- 
ties. 

He was born on March 26, 1874, in St. 
John, New Brunswick, Canada. His 
father, Thomas Maclellan, a native of 
Scotland, was at that time manager of 
the branch of the Bank of British North 
America. In 1889 the family moved to 
Topeka, Kansas, where Mr. Maclellan 
attended Washburn College. In 1892 
Thomas Maclellan settled in Chatta- 
nooga and almost immediately became 
associated with the Provident, which had 
been organized in 1887. 

After 12 years of business experience 
with the United States Engineers, Citi- 
zens Bank & Trust Co. of Chattanooga, 
and the Richmond Cotton Oil Co., Rob- 
ert J. Maclellan yielded to the repeated 
requests of his father and joined Provi- 


dent as secretary of the company in 
September, 1905. On November 22 of 
that same year he married Miss Cora 


Llewellyn, daughter of the late Morgan 
Llewellyn, a prominent Chattanooga 
manufacturer who was also interested in 
the Provident. 

Subsequent to 11 years of close asso- 
ciation with his father in the direction 
of the Provident, Robert J. Maclellan 
succeeded Thomas Maclellan as presi- 
dent of the company following the lat- 
ter’s untimely death in 1916. At that 
time company assets totaled approxi- 
mately $350,000. The company’s assets 
now total more than $124,000,000. He 
became chairman of the board in Janu- 
ary, 1952, and was succeeded as president 
by his son, Robert L. Maclellan. An- 
other son, Hugh O. Maclellan, is vice 
president and treasurer of the company. 

Cites Vital Character 
L. N. Webb, Provident executive vice 


president and a business associate of 
Mr. Maclellan for many years, stated 
last fall on the occasion of the board 


chairman’s 50th anniversary with the 
Provident that “The most most superla- 
tive characteristic about Mr. Maclellan 
is his character. It is that quality inbred 
within a man which motivates success 
and honorable regard among his fellow 
men. Mr. Maclellan has the kind of 
character which has_ sustained him 
throughout his life and enabled him to 
be the leader he is. 

“His personal integrity has been inter- 
woven through the years into the Provi- 
dent’s institutional integrity, which is 
recognized widely. He has taken the 
position always that the interests of the 
policyholders come first. The Provident 
through the years has been operated on 
this principle. His deep faith in God 
and his Christian principles have always 
had a part in influencing his decisions 
in business, and further evidenced in 
kindness, gentility, consideration, and 
appreciativeness of the works of his 
associates.” 

R. J. Maclellan was a director of the 
American National Bank & Trust Co., 
Chattanooga; a trustee of the University 
of Chattanooga; and a director of Mary- 
ville College, Maryville, Tenn. He was a 
member of the Fairyland Club, Lookout 
Mountain; Chattanooga Golf and Coun- 
try Club; Mountain City Club; the Chat- 
tanooga Audubon Society; and a promin- 
ent layman in the Second Presbyterian 
Church. In addition he served many 
charitable and cultural organizations in 
the Chattanooga area. 

Mr. Maclellan is survived by his wife, 
three children, Robert L. and Hugh O. 
Maclellan, and Mrs. Walter Hoyle; his 
sister, Mrs. B. G. Brown; and four 
grandchildren, Charlotte Ann Maclellan, 
Hugh O. Maclellan Jr., Ann Llewellyn 
Maclellan, and Robert Howze Maclellan, 
all of Chattanooga. 





Combined “Fine Print” 
Helps Seattle Mother 


GIVEN UNCLAIMED’ BENEFITS 


Company’s Insistence on 30-Day Grace 
Period Pays Benefits on Two 
Expired Policies 


3ecause the officials of the Combined 
Insurance Co. of America insisted upon 
adhering to the fine print of an insur- 
ance policy, a Seattle mother of a boy 
killed in Japan received a death pay- 
ment of $6,500, instead of only $2,500 
she had claimed. 

The unusual circumstances involving 
three health and accident policies arose 
over the death of William R. Erickson, 
18, killed last October 19, while riding 
a train in Osaka, Japan. He was in 
Japan where his stepfather, Louis K. 
Richardson, a regular Army man, was 
stationed, 

Young Erickson and a group of stu- 
dents had boarded an overcrowded train 
after another train had been in an 
accident. He was forced to stand on 
the step of the second train, and grasp 
the hand rail. He suffered a skull frac- 
ture when his head struck a telephone 
pole as his body swayed with the train. 

Two Policies Expire 

Fifteen days before the fatal accident 
the boy’s two $2.50 policies with Com- 
bined had expired. These carried a 
total death claim of $4,000. 

Meanwhile a few days earlier, his 
grandmother, Mrs. W. C. Little, of Ana- 
cortes, Washington, had converted the 
two expired policies into a $7.50 policy 
calling for a payment of $2,500 in the 
event of death. 

On the basis of the newly converted 
policy, the mother, Mrs. Bernice Rich- 
ardson, filed a claim for the $2,500 with 
Combined. 


Last month, however, Combined 
awarded Mrs. Richardson a_ total of 
$6,500 under all three policies. Com- 
pany officials explained that even 


though the two $2.50 policies had ex- 
pired October 7, they were still effective 
under the 30-day grace period clauses. 

In view of this company interpretation 


of the “fine print,” Emery Putnam, 
Washington state manager for Com- 
bined with offices in Seattle, recently 


delivered Mrs. Richardson the check for 
$6,500—payments of $4,000 on the two 
expired policies and a payment of $2,500. 


Mony Answers FTC 


(Continued from Page 43) 


“which tends and has the capacity to 
mislead or deceive.” As proof of this 
the company cited its membership in 
the Health & Accident Underwriters 
Conference and the Bureau of Accident 
& Health Underwriters, its subscription 
to their codes of ethics, and its endorse- 
ment of the code of the National As- 
sociation of Insurance Commissioners. 

“The voluntary action of discontinu- 
ance of the advertising cited in the 
complaint and the fact that this adver- 
tising will not be used in the future, 
remove all possible basis for this pro- 
ceeding,” the company said. 


IAC Annual Meeting 


(Continued from Page 40) 





that “C. F. Gund specializes in insurance 
at the lowest possible cost” has not been 
challenged by any of his competitors or 
the public. 

When he started out in 1949 he 
gambled $54 on three months of radio 
advertising and got such good results 
that he was encouraged to enlarge his 
program. He now sends out a direct 
mail letter each month; is on the radio 
six days a week, distributes book 
matches, and also birthday cards which 
he gets from the Travelers, one of the 
companies he represents. He maintained 
in closing that “it is possible with in- 
telligent use of advertising to more than 


Marketing Vital for 
Ady. Man Advancement 


KINGMAN TELLS AD MEETING 


IAC Speaker Cites Broadening Market 
Responsibilities as Success 
Formula 


Skytop, Pa., June 11—The more an 
advertising man can do beyond his reg- 
ular duties, the more he can know about 
his company’s over-all business opera- 
tions, and the more he can contribute to 
his company management in planning 
and policy-making in the over-all mar- 
keting picture, including market research, 





MERLE H. KINGMAN 

sales analysis, pricing, etc... . the more 
useful he will be to his company and 
consequently the more advancement he 
will achieve, Merle Kingman, managing 
editor, Industrial Marketing, told the 
Insurance Advertising Conference meet- 
ing here today. 

The speaker substantiated this idea by 
referring to industrial and commercial 
lines. “In our study of 400 advertising 
managers,” ‘he declared, “we asked all 
sorts of prying questions such as what 
is your salary, did you get a bonus last 
year, how much, is your job primarily 
administrative or primarily creative, 
which type of work do you prefer, 
what's your advertising budget and sales 
volume, how old are you, how do vou 
rate your management’s understanding 
of advertising and its importance, has 
that understanding improved in the past 
five years, how often do you go to lunch 
with a top executive. how often do you 
confer with one on the job ?—and so on, 
for a total of 32 questions.” 

As an indication that these broader 
marketing responsibilities are what man- 
agement finds most valuable in the ad- 
vertising manager, Mr. Kingman noted 
the surprisingly large proportion of ad- 
men who have been promoted to sales 
and marketing posts. 

“What is significant and what helps 
substantiate the importance to you of 
marketing research and over-all market- 
ing knowledge and responsibilities is the 
large number of interesting new titles 
that these advertising managers ac- 
quired,” he added. “Among the titles 
which turned up and suggest responsi- 
bility in marketing planning and sales 
planning, were these: manager of market 
development, director of marketing, man- 
ager of sales planning, sales coordina- 





get your money back within a year’s 
period.” 


Bartlett Also Intelligent User 


Tom Bartlett, North Baltimore, Ohio, 
nearly 20 years an agent, was the final 
speaker of the morning. Although lo- 
cated in a small community he sees no 
reason for not using good advertising 
methods. However, he has budget limi- 


tor, director of sales development, man- 
ager of jobber sales, assistant general 
sales manager and export sales manager, 

“In all,” said Mr. Kingman, “some 44 
advertising managers rose to sales execy- 
tive positions. Also included in this 
group, nine became sales managers, six 
became division or regional sales man- 
agers, four became vice presidents jn 
charge of sales and four became assistant 
sales managers, 


Cites Advancement Methods 


“These men, particularly those whose 
titles include the words ‘marketing’ or 
‘planning’ or ‘coordinator,’ obviously did 
not progress in their companies by pre- 
occupying themselves with media selec- 
tion, graphics and advertising produc- 
tion.” 

The speaker said these men and their 
successful careers reflect the gradual 
but persistent growth of the “marketing 
department concept” in the past ten 
years. “The concept, which usually 
places a marketing director, over the 
sales manager, advertising manager and 
market research manager, embraces the 
idea that sales management is not con- 
cerned alone with the administration of 
field sales forces but is best concerned 
with all factors affecting the company’s 
marketing function,” ‘he went on. “A 
pioneer in this concept is one of this 
country’s industrial leaders, the General 
Electric Co., which put the concept into 
operation in 1950 after ten years of 
study and preparation. 

“Describing this new type of market- 
ing operation, GE said that it ‘introduces 
the marketing man at the _ beginning 
rather than at the end of the production 
cycle and integrates marketing into each 
phase of the business. Thus, marketing, 
through its studies and research, will 
establish for the engineers, the designer 
and the manufacturing man, what the 
customer wants in a given product, what 
price he is willing to pay, where and 
when it will be wanted.’” 

“Tn this growing type of company mar- 
keting, organization,” Mr. Kingman con- 
cluded, “the advertising manager takes 
on new responsibility and increased par- 
ticipation in the varied phases of mar- 
keting. He thereby will increase the 
effectiveness of the advertising itself. 
which in turn will very likely serve to 
increase the volume of advertising.” 





tations and thus must make every dollar 
count. Like Mr. Gund he spends money 
for advertising to pay in increased busi- 
ness. 

Mr. Bartlett told his IAC audience 
that he uses direct mail (a bulletin 
called “Bartlettgram”) newspapers, good 
will items, gets publicity through civic 
activities, and makes personal contacts 
with the town’s people. He stressed: 
“I want all of my advertising to remind 
the people that I’m in the insurance 
business, that my agency is known for 
its knowledge of insurance, that the in- 
surance we sell is dependable, that our 
companies are strong, and that good 
service will be rendered in case of loss.” 
His slogan is “Bartlettize Your Insur- 
ance.” 

Finally, Mr. Bartlett said that a con- 
sistent program of advertising “is insur- 
ance for the future of my agency. If I 
want to grow I must have a program and 
spend all I can for advertising. Through 
it I hope to make insurance and my 
agency name synonymous in my com- 
munity.” 

The IAC members enjoyed his talk 
along with the two others, but were 
disappointed because Mr. Bartlett did 
not get around to talking about the com- 
pany trade journal ads on display. How- 
ever, he made up for this omission by 
the homey midwest humor which he 1n- 
jected into his talk. 





ASSISTANT SUPERINTENDENT 

Joseph G. Small has been appointed 
assistant superintendent of the New 
York claim department of the Employ- 
ers’ Group of Boston. Prior to his new 
appointment, Mr. Small served as_su- 
pervisor of branch claim offices in Buf- 
falo, Rochester and White Plains, N.Y. 
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